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Wall  St.  networks  stronger 
a  year  after  Black  Monday 

Net  managers  at  stock  exchanges  say  upgraded 
processing  systems  could  now  handle  a  crash. 

By  Barton  Crockett 

Senior  Writer 


3Com  first  to  ship 
OS/2  LAN  Manager 

Local  network  maker  delivers  3+ Open  LAN 
Manager;  DEC,  X/Open  jump  on  bandwagon. 

By  Rex  Bowman 

West  Coast  Correspondent 


AT&T  to  cut 
switched 
service  rates 

By  Bob  Wallace 

_ Senior  Editor _ 

WASHINGTON,  D  C.  —  AT&T 
will  file  across-the-board  rate  re¬ 
ductions  for  switched  services 
with  the  Federal  Communica¬ 
tions  Commission  this  week,  Net¬ 
work  Worlds  learned. 

Industry  analysts  said  AT&T 
will  slash  $600  million  to  $700 
million  off  current  prices  for 
switched  offerings.  A  source 
close  to  AT&T,  who  asked  not  to 
be  named,  said  the  cuts  represent 
an  average  4%  to  6%  price  reduc¬ 
tion.  The  rate  reduction  would 
take  effect  Dec.  1,  pending  FCC 
approval. 

The  source  also  said  AT&T  has 
sent  letters  to  its  WATS  custom¬ 
ers  saying  that,  with  this  filing, 
the  company  will  do  away  with  its 
banded  WATS  pricing  plan  in  fa¬ 
vor  of  a  mileage-based  rate 
schedule. 

An  AT&T  spokesman  ac¬ 
knowledged  that  the  carrier  will 
file  rate  reductions  this  week  but 
would  not  divulge  the  extent  of 
the  cuts  or  confirm  the  move  to 
mileage-based  rates  for  WATS. 
He  said  prices  for  AT&T’s  Mes¬ 
sage  Toll  Service,  800,  WATS, 
Software-Defined  Network  and 
switched  digital  services  will  be 
lowered.  Pricing  for  private-line 
services  will  remain  the  same. 

The  changes  were  made  possi- 
( continued  on  page  55 ) 


NEW  YORK  —  One  year  after 
the  stock  market  crash,  network 
managers  at  the  nation’s  major 
stock  exchanges  said  they  are  bet¬ 
ter  prepared  to  handle  volatile 
market  conditions  and  unusual 
trading  volume. 

In  the  year  since  Oct.  19  — 
Black  Monday  —  the  exchanges 
have  taken  pains  to  upgrade  their 
networks  and  processing  systems 
to  gird  for  future  market  ex¬ 
tremes. 

On  Black  Monday,  these  sys¬ 
tems  were  swamped  by  unprece¬ 


dented  trading  volume.  In  an  in¬ 
dustry  known  for  its  timely 
processing  of  information,  trad¬ 
ing  systems  at  times  were  backed 
up  for  hours.  Some  systems  col¬ 
lapsed  altogether,  erasing  buy 
and  sell  orders  in  the  process. 

Some  of  the  most  dramatic 
changes  have  occurred  here  at 
the  New  York  Stock  Exchange 
(NYSE),  which  has  moved  for¬ 
ward  with  an  automation  and 
networking  program  aimed  at 
preparing  trading  systems  to 
handle  more  than  a  billion  shares 
per  day  by  the  early  1990s. 

( continued  on  page  7 ) 


BURLINGAME,  Calif.  —  3Com 
Corp.  announced  at  its  Network 
Systems  Forum  here  last  week 
that  it  has  begun  shipping 
3  +  Open  LAN  Manager,  the  first 
commercially  available  local  net¬ 
work  operating  system  based  on 
OS/2  LAN  Manager. 

The  operating  system  got  an 
added  boost  at  the  forum  when 
Digital  Equipment  Corp.  and  the 
X/Open  consortium  joined  the 
long  list  of  LAN  Manager  support¬ 
ers. 

DEC  said  it  will  license  OS/2 
LAN  Manager  to  enable  its  VAX 
line  of  minicomputers  to  act  as 
local  network  servers.  In  addi¬ 
tion,  Microsoft  Corp.  announced 
that  it  has  given  X/Open,  a  group 
of  leading  computer  manufactur¬ 
ers,  the  right  to  publish  the  speci¬ 
fications  of  LAN  Manager  for  Unix 
in  its  X/Open  Portability 
Guide.  X/Open’s  involvement 
ensures  that  LAN  Manager  will  be 
part  of  the  open  application  envi¬ 
ronment  that  the  consortium  is 
promoting,  and  it  may  portend 
the  day  when  Unix  and  OS/2 
workstations  will  interoperate. 

Other  LAN  Manager  support¬ 
ers  include  AT&T,  Apollo  Com¬ 
puter,  Inc.,  Compaq  Computer 
Corp.,  Digital  Communications 


Associates,  Inc.,  Excelan,  Inc., 
Hewlett-Packard  Co.,  NCR  Corp., 
Tandem  Computers,  Inc.,  Unger- 
mann-Bass,  Inc.  and  Western 
Digital  Corp. 

OS/2  LAN  Manager,  codeve¬ 
loped  by  Microsoft  and  3Com  and 
based  on  the  multitasking  OS/2, 
is  expected  to  emerge  as  one  of 
three  preeminent  operating  sys¬ 
tem  platforms  for  advanced  local 
nets,  competing  with  Novell, 
Inc.’s  NetWare  and  IBM’s  LAN 
Server. 

The  broad  industry  support 
for  LAN  Manager  is  important  to 
( continued  on  page  6 ) 

Empire  Net 
helps  N.Y.  in 
cutting  costs 

By  Jim  Brown 

New  Products  Editor 

ALBANY,  N.Y.  —  The  state  of 
New  York  expects  to  save  $150 
million  over  five  years  by  consoli¬ 
dating  traffic  from  20  existing 
data  networks,  including  the 
state  lottery  net,  onto  a  statewide 
microwave  backbone  network. 

The  contract  for  the  $  1 80  mil¬ 
lion  Empire  Net,  awarded  recent¬ 
ly  to  a  consortium  of  vendors, 
represents  the  state’s  latest  and 
boldest  move  to  rein  in  communi¬ 
cations  costs. 

“We’re  spending  somewhere 
around  $45  million  a  year  for 
data  services.  That’s  outra¬ 
geous,”  said  Jack  Heinsohn,  di¬ 
rector  of  telecommunications  for 
the  state. 

Empire  Net  will  lower  that  cost 
by  eliminating  many  of  the  nearly 
8,000  leased  analog  and  point- 
to-point  T-l  circuits  currently 
linking  remote  state  agency  of¬ 
fices  to  host  computers,  90%  of 
which  are  located  here. 

Empire  Net  consists  of  a  series 
of  leased  T-l  lines  within  each  of 
New  York’s  seven  local  access  and 
transport  areas. 

Six  LATAs  are  served  by  New 
York  Telephone  Co.,  and  the  oth¬ 
er  is  served  by  Rochester  Tele¬ 
phone  Corp.  The  T-l  spans  will  be 
linked  via  Eastern  Microwave, 
( continued  on  page  55 ) 
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DEC  OFFERS  a  new  voice  re¬ 
sponse  system  that  steals  the 
show  at  the  quiet  Info  ’88  con¬ 
ference.  Page  2. 

TWO  EUROPEAN  FIRMS  form 
a  U.S.  subsidiary  to  market  OSI 
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Association’s  annual  confer¬ 
ence.  Page  4. 

THE  FCC  SAYS  the  RBHCs  can 
employ  strategic  pricing  of  spe¬ 
cial  access  under  certain  cir¬ 
cumstances.  Page  6. 

UNITED  TELECOM  REPORTS 

hefty  third-quarter  earnings 
and  attributes  the  boon  to  dra¬ 
matic  improvements  in  US 
Sprint’s  financials.  Page  55. 
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PBX  users  benefit  from 
vitality  of  ACD  market 


By  Ranjana  Sharma 

Special  to  Network  World 

Automatic  call  distributors 
(ACD)  are  finding  new  market 
niches  as  a  growing  number  of 
businesses  use  tele¬ 
phone  systems  to  en¬ 
hance  customer  ser¬ 
vice  and  business 
revenues.  The  explo¬ 
sion  in  800  service  of¬ 
ferings  has  further  fu¬ 
eled  the  growth  of  call  centers 
ranging  in  size  from  less  than  1 0 
agents  to  several  hundred 
agents. 

A  recent  study  by  Dataquest, 


Inc.,  a  San  Jose,  Calif. -based 
market  research  firm,  shows  a 
compound  annual  growth  rate 
of  20%  since  1984  in  800  num¬ 
ber  usage. 

Dataquest  divides 
the  ACD  market  into 
two  segments:  stand¬ 
alone  ACDs  dedicated 
to  incoming  call  man¬ 
agement  and  PBX-in- 
tegrated  systems  that 
use  add-on  ACD  software  in 
conjunction  with  the  PBX  soft¬ 
ware.  According  to  David  Kee¬ 
ler,  an  analyst  with  Dataquest, 
(continued  on  page  40) 


DEC  releases  new  voice 
response  unit  at  Info  ’88 

Company  also  announces  enhancements  to  its 
E-mail  Distributed  Directory  Service  of  AII-ln-1. 


By  Paul  Desmond 

_ Staff  Witer _ 

NEW'  YORK  —  Digital  Equip¬ 
ment  Corp.  unveiled  a  voice  re¬ 
sponse  system  at  the  Information 
Management  Exposition  and 
Conference  (Info  ’88)  here  last 
week  that  lets  callers  access 
stored  data  using  any  type  of  tele¬ 
phone. 

DEC  also  enhanced  the  elec¬ 
tronic  mail  Distributed  Directory 
Service  of  All-In- 1  to  let  users  ad¬ 
dress  messages  anywhere  in  a 
Mailbus  network,  regardless  of 
system,  simply  by  entering  the  re¬ 
cipient’s  name. 

For  an  otherwise  uneventful 
show,  with  light  traffic  on  the 
show  floor  and  no  other  major 
products  introduced,  DEC’S  an¬ 
nouncements  provided  the  high¬ 
light. 

The  DECvoice  Response  Sys¬ 
tem  combines  digitized  voice, 
speech  synthesis  and  voice  recog¬ 
nition  technologies  to  give  users 
flexibility  in  developing  voice  re¬ 
sponse  applications  in  such  fields 
as  telemarketing,  finance,  order 
processing  and  health  care. 

“DEC  has  done  a  critically  im¬ 
portant  thing  in  integrating  three 
technologies  into  one  environ¬ 
ment,”  said  Marion  Mathison, 
vice-president  of  the  Morristown, 
N.J. -based  consulting  firm  Van¬ 


guard  Telecommunications,  Inc. 
Application  designers  will  be  able 
to  employ  all  three  technologies 
in  a  single  program. 

Up  to  four  individual  DEC¬ 
voice  boards  can  be  installed  on 
the  Q-bus  backplane  of  a  Micro- 
VAX  II.  Each  board  supports  one 
RJ-1 1  telephone  jack.  The  system 
is  also  offered  as  a  complete, 
packaged  system  based  on  a  Mi¬ 
cro  VAX  II  with  a  larger  backplane 
that  can  support  up  to  1 6  DEC¬ 
voice  boards. 

DECvoice  builds  voice  recog¬ 
nition  and  voice  synthesis  into 
traditional  voice  response  sys¬ 
tems,  which  answer  incoming 
calls  with  a  recorded  message 
and  instruct  callers  how  to  use 
their  push-button  telephone  as  a 
terminal  to  access  information. 

With  voice  recognition,  DEC¬ 
voice  supports  rotary  phones  by 
having  users  speak  the  words  for 
the  numbers  zero  through  nine.  It 
also  recognizes  the  words  “oh” 

—  often  used  instead  of  “zero” 

—  “yes”  and  “no.”  The  voice 
synthesis  feature  enables  the  sys¬ 
tem  to  read  ASCII  text  files  back 
to  the  caller,  anything  from  prod¬ 
uct  lists  to  health  care  records. 

All-In- 1  users  have  been  able 
to  store  digitized  voice  messages 
and  use  DECtalk  to  synthesize 
( continued  on  page  54 ) 


European  firms  form  unit 
to  sell  OSI  tools  in  U.S. 

GSI-Danet  to  offer  test  products,  applications. 


By  Paul  Desmond 

_ Staff  Writer _ 

RESTON,  Va.  —  A  French  con¬ 
glomerate  and  its  West  German 
subsidiary  last  week  announced 
the  formation  of  GSI-Danet,  a 
company  based  here  that  will 
market  Open  Systems  Intercon¬ 
nection  protocol  test  systems, 
OSI-compliant  software  and  con¬ 
sulting  services  in  North  America. 

GSI-Danet,  formed  by  Group 
Generale  de  Service  Informat- 
ique  (GSI)  of  Paris  and  Danet 
GmbH  of  Darmstadt,  West  Ger¬ 
many,  will  sell  the  OSI  products 
Danet  has  been  marketing  in  Eu¬ 
rope  for  more  than  two  years. 
Danet  offers  off-the-shelf  soft¬ 
ware  test  systems  for  X.25,  File 
Transfer,  Access  and  Manage¬ 
ment,  and  X.-tOO  applications. 

The  company  began  planning 
a  U.S.  subsidiary  after  noticing 
that  membership  in  the  Corpora¬ 
tion  for  Open  Systems  (COS)  be¬ 
gan  to  increase  in  1986,  signaling 
user  interest  in  OSI.  In  1987,  it 
enlisted  the  Palo  Alto,  Calif.,  con¬ 
sulting  firm  Telematica,  Inc.  to 
market  its  OSltest  line  of  OSI  pro¬ 
tocol  test  systems  in  the  U.S. 


GSI-Danet  will  take  over  Tele- 
matica’s  OSltest  marketing  role 
and  round  out  the  line  of  prod¬ 
ucts  available  here  with  the  intro¬ 
duction  of  OSI-compliant  soft¬ 
ware,  including  OSItel  400. 

Roy  Daniel  Rosner,  GSI-Dan- 
et’s  president  and  chief  executive 
officer,  said  OSItel  400  is  a  com¬ 
plete  implementation  of  the 
X.400  protocol  stack. 

The  start-up  will  also  expand 
Danet’s  consulting  services  for 
OEMs  and  large  end  users  inter¬ 
ested  in  OSI.  Richard  Miller,  pres¬ 
ident  of  Telematica,  said  he  ex¬ 
pects  that  his  company  will 
provide  consulting  services  to 
GSI-Danet. 

Rosner  said  he  thinks  the  new 
company’s  competition  will  be 
other  OSI  software  vendors,  such 
as  Santa  Monica,  Calif. -based  Re- 
tix,  which  has  X.400,  X.25  and 
Manufacturing  Automation  Pro¬ 
tocol  products. 

Rosner  does  not  see  GSI- 
Danet  as  a  competitor  to  COS  but 
rather  as  a  complementary  enti¬ 
ty,  since  both  are  working  toward 
the  same  end  —  promulgating 
(continued  on  page  4) 


Briefs 


Tariff  1 2  net  delayed.  At  the  behest  of  the 
Federal  Communications  Commission,  AT&T  last 
week  deferred  for  two  weeks  the  effective  date  of  its 
Tariff  1 2  custom  network  for  American  Express  Co. 
The  FCC  indicated  it  needed  more  time  to  study  the 
matter.  MCI  Communications  Corp.,  US  Sprint  Com¬ 
munications  Co.,  the  Puerto  Rico  Telephone  Co. 
and  the  International  Data  Communications  Manu¬ 
facturers  Association,  Inc.  have  asked  the  FCC  ei¬ 
ther  to  suspend  and  study  or  reject  the  American  Ex¬ 
press  plan.  Three  other  Tariff  1 2  nets  —  for  Gener¬ 
al  Electric  Co.,  E.I  du  Pont  de  Nemours  &  Co.  and 
Ford  Motor  Co.  —  are  currently  being  investigated. 

Caribbean  connection.  AT&T  announced 
last  week  that  it  will  build  a  2,430-mile,  fiber-optic 
undersea  cable  in  the  Caribbean  connecting  the  U.S. 
with  Puerto  Rico,  the  Dominican  Republic,  Colom¬ 
bia  and  Jamaica.  AT&T  will  own  48%  of  the  Trans- 
Caribbean  cable,  expected  to  be  completed  by  1990 
at  a  cost  of  $130  million.  Other  U.S.  companies  in¬ 
volved  in  the  venture  include  US  Sprint  Communica¬ 
tions  Co.,  MCI  Communications  Corp.,  Western 
Union  Corp.,  RCA  Globecom  and  Western  Union 
Worldcomm.  Foreign  investors  include  London- 
based  Cable  and  Wireless  PLC,  which  will  represent 
several  smaller  Caribbean  islands,  as  well  as  tele¬ 
phone  companies  in  Jamaica,  Trinidad,  Colombia, 
Haiti,  Barbados  and  the  Dominican  Republic. 

Consultants  join  forces.  Ernst  &  Whin- 
ney,  a  Big  Eight  accounting  firm  based  in  Cleveland, 
last  week  acquired  Network  Strategies,  Inc.,  a  tele¬ 
communications  consulting  firm  in  Fairfax,  Va.  Fi¬ 


nancial  terms  were  not  disclosed.  The  acquisition 
will  bolster  Ernst  &  Whinney’s  current  telecom¬ 
munications  consulting  services  offered  through  its 
Information  Systems  Group.  Network  Strategies 
will  retain  its  name  and  remain  in  Fairfax. 

GTE  loses  top  executive.  James  Broad- 
head,  president  of  GTE  Corp.’s  $12  billion  Tele¬ 
phone  Operating  Group  since  1986,  resigned  sud¬ 
denly  last  week  amid  conjecture  that  he  felt  he 
would  be  passed  over  for  president  of  the  parent 
company.  GTE  said  that  Broadhead,  also  a  senior 
vice-president  and  director  of  the  corporation,  re¬ 
signed  to  pursue  other  interests.  GTE  said  the  resig¬ 
nation  had  nothing  to  do  with  an  ongoing  reorgani¬ 
zation  within  the  company. 

James  “Rocky”  Johnson,  GTE  chairman  and 
chief  executive  officer,  has  said  he  will  choose  his 
successor  as  president  by  April,  and  Broadhead  was 
considered  to  be  in  the  running  for  the  job.  On  an 
interim  basis,  Kent  Foster,  group  vice-president  of 
Telephone  Operations,  will  report  to  Johnson  in 
place  of  Broadhead. 

Big  Blue  speculation.  According  to  re¬ 
ports  published  last  week,  IBM  has  discussed  with 
several  customers  the  idea  of  offering  computer  di¬ 
saster  recovery  services.  SoundView  Financial 
Group,  Inc.,  a  securities  firm  specializing  in  high- 
technology  issues,  circulated  the  word  on  IBM  but 
refused  farther  comment.  SunGard  Data  Systems, 
Inc.  and  Comdisco,  Inc.,  the  leading  disaster  recov¬ 
ery  firms  in  this  relatively  young  business,  ex¬ 
pressed  doubt  that  IBM  will  join  their  market  soon. 


CONTENTS 


Industry  Update 

Competition  among  lessors  of  communications  equipment  and 
computers  is  brisk  as  providers  battle  to  satisfy  user  demand  for 
flexible  financing  of  costly  and  complex  networks.  Page  9. 


Telecommunications 

Hoping  to  get  a  jump  on  competitors,  IBM,  Siemens  and  Bell  Atlan¬ 
tic  recently  completed  a  joint  study  that  identifies  five  telecom  ser¬ 
vices  with  the  most  growth  potential  in  Europe.  Page  1 3. 


Data  Communications 

Cullinet  Software  announced  a  developers’  tool  kit  for  building  dis¬ 
tributed  applications  that  run  on  IBM  mainframes  and  microcom¬ 
puters.  Page  19. 


Local  Networking 

In  the  first  of  a  two-part  interview,  Ray  Noorda,  president  and  chief 
executive  officer  of  Novell,  discusses  the  much-publicized  rivalry 
between  Novell  and  3Com,  Novell’s  networking  strategy  and  the 
company’s  newly  created  Independent  Hardware  Manufacturers 
Support  Program.  Page  23. 


Management  Strategies 

The  University  of  Colorado  at  Boulder  learned  some  painful  les¬ 
sons  from  its  attempt  to  allow  students  to  register  for  classes 
through  a  voice-processing  system.  Page  27 . 


Products  &  Services 

Shared  Financial  Systems  introduced  software  that  enables  retail¬ 
ers  to  link  a  mix  of  point-of-sale  devices  to  mainframes  and  credit- 


card  authorization  networks. 


Page  33. 


Inside 

Opinions 

Letters 

Networking  Marketplace 
Computer  Careers 
Calendar 


36 

37 

46 

47 
54 


Network  World 

Box  9171, 375  Cochltuate  Road 
Framingham,  Mass.  01701-9171 
(508)  820-2543 


Second-class  postage  paid  at  Framingham,  MA, 
and  additional  mailing  offices.  Network  World 
(USPS  735-730)  is  published  weekly,  except  for  a 
single  combined  issue  the  last  two  weeks  in  Decem¬ 
ber  by  Network  World  Publishing/Inc.,  375  Cochi- 
tuate  Road,  Box  9171,  Framingham,  MA  01701- 
9171. 


To  apply  for  a  free  subscription,  complete  and 
sign  the  qualification  card  in  this  issue  or  write  Net¬ 
work  World  at  the  address  below.  No  subscriptions 
accepted  without  complete  identification  of  sub¬ 
scriber’s  name,  job  function,  company  or  organiza¬ 
tion.  Based  on  information  supplied,  the  publisher 
reserves  the  right  to  reject  non  qualified  requests. 
Subscriptions:  1-508-620-7760. 

Non-qualified  subscribers:  13.00  a  copy;  U.S.  — 
195  a  year;  Canada,  Central  &  South  America  — 
1110a  year,  Europe  —  1 1 65  a  year,  all  other  coun¬ 
tries  —  1245  a  year  (airmail  service).  Four  weeks 
notice  is  required  for  change  of  address.  Allow  six 
weeks  for  new  subscription  service  to  begin.  Please 
include  mailing  label  appearing  on  front  cover  of  the 
publication. 

Network  World  can  be  purchased  on  35mm  mi¬ 
crofilm  through  University  Microfilm  lnt.,  Periodical 
Entry  Dept.,  300  Zebb  Road,  Ann  Arbor,  Mich. 

48106. 


Network  World  is  distributed  free  of  charge  in 
the  U.S.  and  Canada  only  to  qualified  management 
or  professionals  who  specify  and  maintain  commu¬ 
nications  equipment  and  systems,  including  voice, 
data  and  video,  as  well  as  to  common  carriers,  con¬ 
sultants,  systems  houses  and  manufacturers  of  com¬ 
munications  equipment. 

PHOTOCOPY  RIGHTS:  Permission  to  photo¬ 
copy  for  internal  or  personal  use  or  the  internal  or 
personal  use  of  specific  clients  is  granted  by  NW  Pub- 
lishing/lnc.  for  libraries  and  other  users  registered 
with  the  Copyright  Clearance  Center  (CCC).  provid¬ 
ed  that  the  base  fee  of  $3.00  per  copy  of  the  article, 
plus  $  .50  per  page  is  paid  directly  to  Copyright  Clear¬ 
ance  Center,  27  Congress  Street,  Salem,  Mass. 
01970. 


POSTMASTER:  Send  Change  of  Address  to  Net¬ 
work  World,  Box  9172,  Framingham.  Ma.  0 1701- 

9172. 

Copyright  1988  by  NW  Publishing/Inc.  All 
rights  reserved.  Reproduction  of  material  appearing 
in  Network  World  is  forbidden  without  written  per¬ 
mission. 


m 


ABP 


Reprints  (minimum  100  copies)  and  permis¬ 
sion  to  reprint  may  be  purchased  from  Nancy  M. 
Shannon,  CW  Publishing/Inc.,  375  Cochituale  Road, 
Box9171,  Framingham,  Mass.  01701-9171. 


NETWORK  WORLD  •  OCTOBER  17,  1988 

2 


You  never  have  to  rush  through  another 
international  call  again,  because  US  Sprint® 
is  holding  the  world’s  first  and  only  inter 
national  long  distance  sale. 

A  sale  that  cuts  the  cost  of  our  already 
lower  international  rates  by  an  extra  10%,  so 
you  can  save  as  much  as  10-34%  for  three 
full  months,  if  you  sign  up  right  now* 

In  addition  to  huge  savings,  you  get 


Sprint  GLOBAL  FONT  service’s  unsurpassed 
sound  quality  to  anywhere  in  the  world  you 
can  dial  direct  with  AT&T 

So  call  now,  and  switch  to  Sprint,  before 
the  world’s  first  and  only  international  long 
distance  sale  is  over. 

Or  you  may  have  a  lot  of  fast  talking  to  do 
later 

1  800-877-2000. 


US  Sprint. 


C  m  LIS  Sprint  (Lommuraalium  Uxnpafi  A  GTE!  United  TbkaMiununaatains  Painmhjp.  *l'S  Spilt  c  a  registered  trademart  rfUS  Spni*  CununumcaOins  Cumpan  •Savin*,  vmusAMiT  mi,  I/1/W4/31/H.  Caftan  must  be  installed  111/08 


Shifting  management  structures 
a  hot  topic  at  CMA  conference 

Networks  help  companies  revamp  management  hierarchies. 


By  Barton  Crockett 

_ Senior  Writer _ 

UNIONDALE,  N.Y.  —  Capitalizing  on 
communications  technology  to  improve 
corporate  management  was  a  key  topic  at 
last  week's  Communications  Managers  As¬ 
sociation  (CMA)  1988  Annual  Conference 
and  Exposition  here. 

Nearly  5,000  New'  York  area  users  and 
vendors  attended  the  exposition,  and 
many  took  part  in  a  series  of  educational 
seminars  sponsored  by  the  CMA.  The 
theme  for  this  year's  conference  was 


“Telecommunications:  Providing  the  In¬ 
formation  Highway,’’  but  the  management 
message  w'as  reiterated  by  speakers  and  at¬ 
tendees  during  the  three-day  conference. 

CMA  is  a  40-year-old  nonprofit  users 
group  composed  mostly  of  communica¬ 
tions  professionals  from  the  Northeast.  It 
has  200  member  companies. 

“Communications  managers  must  be  at 
the  forefront  of  demonstrating  how  to  use 
information  technology  for  strategic  ad¬ 
vantage,”  said  Frank  Blount,  president  of 
AT&T’s  Network  Operations  Group,  dur¬ 


ing  the  show’s  keynote  address. 

Blount  argued  that  in  order  for  compa¬ 
nies  to  use  technology  for  a  competitive 
edge,  they  must  change  the  wray  they  oper¬ 
ate. 

“I  believe  that  we  at  AT&T,  and  perhaps 
you  at  your  company,  have  invested  too 
much  in  engineering  and  technology,  and 
not  enough  in  people  and  management 
processes,”  he  said. 

“You  can’t  go  around  automating  bad 
processes,”  he  added.  “I  truly  believe  that 
for  companies  to  achieve  quality,  they’ve 
got  to  be  managed  laterally,  not  vertically. 
This  means  integrating  information  tech¬ 
nology  with  the  corporate  strategy.” 

Anthony  Mattera,  CMA  president  and 
manager  of  network  planning  with  Prodi¬ 
gy  Services  Co.  of  White  Plains,  N.Y.,  also 
expressed  this  theme  in  an  interview  with 
Network  World. 


On  the  surface, 

all  earth  stations  are  not  alike. 


Some  companies  would  like  you 
to  believe  there’s  really  no  differ¬ 
ence  between  one  earth  station 
and  another. 

Don’t  buy  it.  Because  there’s  a 
huge  void  between  ComStream’s 
StarLink  earth  station  and  all 
others. 

For  one  thing,  ComStream’s 
earth  station  costs  a  lot  less.  How¬ 
ever,  there’s  more  to  StarLink  than 
impressive  economics. 

It’s  also  the  highest  performing, 
fully-integrated  earth  station  out 
there.  By  far. 

Centered  around  the  industry’s  leading 
satellite  modem,  ComStream’s  StarLink 
earth  station  delivers  superior  performance, 
reliability  and  flexibility. 

Its  compact,  high-powered  radio  is  inte¬ 
grated  with  an  elegant  antenna  that’s  availa 
ble  in  a  variety  of  sizes.  This  design  affords 


ComStream 


1523358*8. 


higher  transmission  rates  and  simpli¬ 
fied  installation. 

In  addition,  the  StarLink  earth 
station  offers  extensive  network 
management  including  local  and 
remote  monitor  and 

a, 

control  capability. 

And  no  other  earth  station  pro¬ 
vides  as  wide  a  range  of  data  rates  to 
precisely  fit  your  individual  require¬ 
ments.  Both  now,  and  into  the  future. 

Every  day,  ComStream  is  striving  to 
serve  your  data  transmission  needs 
better  by  developing  products  for  both 
point-to-point,  and  point-to-multipoint 
applications. 

If  you  want  to  know  more  about  the 
StarLink  series  of  earth  stations,  call 
ComStream  at  (619)  458-1800. 

We’ll  show  you  a  way  to  lower  your  data 
transmission  costs  that’s  truly  out  of 
this  world. 


ComStream 


10070  Mesa  Rim  Road 
San  Diego,  CA  92121 


“The  days  of  having  a  middle  manager 
who  just  administers  people  are  gone,”  he 
said.  “This  undoubtedly  is  a  by-product  of 
communications  technology,  which  makes 
it  very  easy  to  have  a  flat  management 
structure.  I  know  that  with  my  messaging 
system,  everybody  knows  what’s  going  on 
[inside  the  company].” 

AT&T’s  Blount  said  the  increased  im¬ 
portance  of  communications  technology 
makes  network  reliability  more  vital  than 
ever.  “I’m  fast  coming  to  the  belief  that  the 
only  reliability  that  will  be  acceptable  in 
the  near  future  is  1 00%,  not  99%, ”  he  said. 

Blount  admitted  that  the  fire  at  Illinois 
Bell  Telephone  Co.’s  central  office  in  Hins¬ 
dale,  Ill.,  last  May  brought  home  the  im¬ 
portance  of  reliability.  “Hinsdale  came  as 
a  rude  shock  to  me.  Frankly,  I  didn’t  know 
that  in  one  building,  three  stories  high, 
emanated  every  piece  of  fiber  west  of  Chi¬ 
cago,”  Blount  said.  “If  I  had,  I  wouldn’t 
have  been  sleeping  well.” 

As  a  result,  Blount  said,  AT&T  has  “re¬ 
doubled  its  efforts  to  make  sure  the  net¬ 
work  is  self-healing.  We  are  spending  a  sig- 


X  he  days  of  having  a 
middle  manager  who  just 
administers  people  are  gone 
the  CMA’s  Mattera  said. 
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nificant  amount  of  money  on  creating 
nationwide  fiber  loops  and  building  cus¬ 
tomer-specific  diversity. 

“We’ve  persuaded  companies  to  bet 
their  businesses  on  this  stuff,  ’  ’  Blount  said. 
“Now  it’s  our  job  to  keep  it  running.” 

Mattera  took  time  to  outline  his  own 
management  objectives  for  the  CMA.  “Our 
No.  1  goal  is  to  increase  our  educational 
effort,”  he  said.  “This  includes  things  like 
expanding  our  educational  seminars,  im¬ 
proving  our  newsletter  and  increasing  the 
size  of  our  annual  show.  We  will  not  take 
on  a  public  advocacy  role,  however.  Other 
groups  like  the  [International  Communi¬ 
cations  Association]  have  more  resources 
for  something  like  that,  and  they  do  an  ex¬ 
cellent  job.”  □ 


European  firms  form 
unit  to  sell  OSI  tools 

continued  from  page  2 

OSI.  However,  he  did  say  that  GSI-Danet  is 
currently  offering  products  that  COS  is  still 
developing. 

“We’re  supplying  off  the  shelf  some  test 
suites  that  COS  has  been  attempting  to  de¬ 
velop,”  Rosner  said.  “With  respect  to  test 
software,  we’ve  got  products  that  users  can 
get  right  to  work  with  because  they’ve  been 
used  throughout  Europe  by  most  of  the 
PTTs.” 

Miller  said  Danet’s  test  systems  are  not 
designed  strictly  for  OSI  conformance  test¬ 
ing.  They  can  also  be  used  after  the  prod¬ 
uct  development  stage  for  continued  field 
testing  and  for  integration  into  a  network 
management  system,  he  said. 

GSI  owns  60%  of  Danet,  and  Danet 
owns  50%  of  GSI-Danet.  The  other  half  of 
the  start-up  will  be  owned  by  investors  and 
employees  from  North  America. 

Rosner  said  GSI,  on  the  strength  of  its 
$263  million  in  sales  for  1987,  will  pro¬ 
vide  most  of  the  initial  funding  for  the  new 
venture. □ 


Some  phone  companies 
spend  more  time 
listening  to  pins  than  listening 

to  their  customers. 


flexible,  to  customize  our  services  to  fit 
your  needs. 

And  why  we  operate  a  toll-free,  24-hour 
hotline,  which  makes  sure  that  if  trouble 
does  arise  on  your  WATS  or  Private  Line  ser¬ 
vice,  it  can  be  dealt  with  promptly 

In  fact,  whether  your  phone  bill  is  $50  a 
month  or  $50,000  a  month,  we  have 
something  that's  right  for  you. 

Call  us  now  for  more  information  at 
1-800-526-3000,  ext.#345 

And  next  time  you  talk  to  those  other 
guys,  ask  them  some  hard  questions. 

They'll  be  so  quiet... well,  you  know 
the  rest. 


We're  not  mentioning  any  names,  but 
some  long  distance  companies  seem  to  feel 
that  sound  quality  is  all  there  is  to  making 
customers  happy. 

Now,  we're  as  fanatical  about  sound 
quality  as  the  next  guys.  In  fact,  since  our 
domestic  calls  don't  use  delay-causing  satel¬ 
lites,  we'd  argue  that  we're  even  more 
fanatical. 

But  we  do  know  that  there's  something 
just  as  important  as  sound  quality  to  great 
phone  service:  great  customer  service. 

That's  why  we  make  sure  you  deal  with 
knowledgeable,  responsive  representatives. 

Why  we  go  out  of  our 
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Alpha  Micro 
scraps  plan  to 
purchase  Doelz 

By  Wayne  Eckerson 

_ Staff  Writer _ 

SANTA  ANA,  Calif.  —  Alpha  Microsys¬ 
tems,  Inc.  last  week  said  it  will  not  exercise 
its  option  to  purchase  privately  held  Doelz 
Networks,  Inc. 

Alpha  Microsystems  purchased  an  op¬ 
tion  to  buy  Doelz’s  assets  and  liabilities 
late  last  month  for  an  undisclosed  amount 
(“Alpha  Microsystems  to  buy  struggling 
Doelz  Networks,”  NW,  Oct.  3)- 

An  Alpha  Microsystems  spokeswoman 
said  the  microcomputer  maker  decided  to 
forfeit  its  option  after  recent  acquisition 
negotiations  between  the  two  companies 
stalled.  The  spokeswoman  said  the  two 
companies  disagreed  about  how  to  merge 
their  top  management,  among  other 
things,  but  would  not  comment  further. 

Doelz  representatives  could  not  be 
reached  for  comment. 

Alpha  Microsystems’  plan  to  buy  Doelz, 
which  markets  the  Elite  and  Esprit  lines  of 


proprietary  virtual  circuit  switches,  per¬ 
plexed  analysts,  who  said  they  saw  no  rela¬ 
tionship  between  the  two  companies’ 
product  lines.  However,  the  Alpha  Micro¬ 
systems  spokeswoman  said  the  company 
will  announce  a  new  networking  product 
next  week  that  will  shed  light  on  why  Alpha 
Microsystems  was  interested  in  purchasing 
Doelz.  She  would  not  comment  further  on 
the  upcoming  announcement. 

Alpha  Microsystems  appeared  to  be  a 
savior  for  financially  troubled  Doelz, 
which  had  been  looking  for  a  suitor 
throughout  the  summer.  Doelz  reported 
this  summer  that  several  companies  had 
shown  interest  in  negotiating  a  merger, 
but  it  did  not  cite  Alpha  Microsystems  as 
one  of  those  companies. 

Analysts  said  Doelz  was  having  difficul¬ 
ty  attracting  buyers  because  its  reliance  on 
proprietary  technology  went  against  the 
market  trend  toward  open  systems. 

Doelz,  which  has  been  struggling  with 
sluggish  sales  and  a  shrinking  customer 
base,  recently  laid  off  50  employees,  rep¬ 
resenting  one-third  of  its  staff. 

In  addition,  Doelz  has  been  involved  in 
a  suit  against  AT&T  for  $25  million,  charg¬ 
ing  the  carrier  with  encouraging  Bank  of 
America  National  Trust  &  Savings  Associa¬ 
tion  to  break  a  $20  million  contract  it  had 
with  Doelz.  □ 


3Com  first  to  ship 
OS/2  LAN  Manager 

continued  from  page  1 

3Com  and  other  local  network  manufac¬ 
turers  that  build  on  the  operating  system 
because  it  promises  at  least  base-level 
compatibility  between  products.  3Com 
used  the  forum,  attended  by  hundreds  of 
its  customers,  Microsoft  OEMs  and  consul¬ 
tants,  to  hawk  the  merits  of  its  LAN  Manag¬ 
er-based  3+ Open. 

3Com  is  shipping  two  versions  of  the 
product:  3  + Open  LAN  Manager  Entry 
System,  for  small  stand-alone  networks, 
and  3  +  Open  LAN  Manager  Advanced  Sys¬ 
tem,  for  large  networks  that  require  links 
to  various  other  networks. 

Both  versions  support  microcomputers 
running  DOS  and  OS/2,  and  they  give  us¬ 
ers  the  ability  to  run  multiple  applications 
concurrently.  Both  versions  support  the 
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with  Novell  for  market  share. 
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trol  Protocol/Internet  Protocol. 

The  Entry  System  sells  for  $995,  and 
the  Advanced  System  sells  for  $2,995. 

According  to  analysts,  3  + Open  will 
give  3Com  the  ammunition  it  needs  in  its 
battle  with  Novell  for  local  network  market 
share.  3Com  and  Microsoft  are  betting  that 
users  will  want  to  adopt  industry-standard 
operating  systems  for  local  network  envi¬ 
ronments  and  move  away  from  propri¬ 
etary  systems  offered  by  Novell  and  oth¬ 
ers.  “3Com  is  definitely  trying  to  capture 
the  standards  high  ground,”  saidjay  Noe,  a 
forum  attendee  and  president  of  Insurance 
Support  Services,  Inc.,  an  application  de¬ 
velopment  company. 

Microsoft  used  the  forum  to  release  the 
results  of  a  benchmark  study  the  company 
sponsored  to  try  to  lay  to  rest  the  belief 
that  proprietary  products  outperform 
those  based  on  industry  standards. 

The  tests,  conducted  by  Neal  Nelson  & 
Associates  of  Chicago,  compared  the  per¬ 
formance  of  Microsoft’s  LAN  Manager  with 
Novell’s  System  Fault  Tolerant  (SFT) 
NetWare  product  and  found  LAN  Manager 
either  equal  or  superior  to  SFT  NetWare  in 
most  categories  analyzed. 

Novell  issued  a  statement  after  the  fo¬ 
rum  questioning  the  study’s  validity.  It  said 
the  test  results  are  inconclusive  because 
Novell  was  not  given  a  chance  to  partici¬ 
pate  and  because  it  is  difficult  to  evaluate 
results  when  test  criteria  are  not  available. 


FCC  rules  that  RBHCs  can  make 
limited  use  of  strategic  pricing 


By  Anita  Taff 

Senior  Correspondent,  Washington 

WASHINGTON,  D.C.  —  After  investi¬ 
gating  the  issue  for  three  years,  the  Feder¬ 
al  Communications  Commission  last  week 
ruled  that,  in  certain  cases,  the  regional 
Bell  holding  companies  can  employ  strate¬ 
gic  pricing  for  special  access  tariffs. 

In  a  decision  announced  after  intense 
negotiation  among  the  three  commission¬ 
ers,  the  FCC  said  the  RBHCs  should  be  al¬ 
lowed  some  freedom  in  pricing  special  ac¬ 
cess  services,  “not  only  to  recover  the 
costs  of  providing  these  services  but  to 
achieve  certain  marketplace  objectives  as 
well.” 

But  the  agency  said  this  pricing  free¬ 
dom  should  not  be  unlimited  and  issued  a 
set  of  guidelines  that  the  RBHCs  must  fol¬ 
low  in  order  to  justify  strategically  priced 
access  charges. 

Strategic  pricing  is  designed  to  achieve 
business  objectives  rather  than  reflect  the 
actual  cost  of  providing  a  service. 

The  International  Communications  As¬ 
sociation  (ICA),  a  vocal  opponent  of  stra¬ 
tegic  pricing,  has  claimed  that  users  have 
been  overcharged  hundreds  of  millions  of 
dollars  for  high-capacity  services  each 
year  while  the  FCC  investigated  such  pric¬ 
ing  practices.  In  December,  the  ICA  asked 
a  federal  appeals  court  to  force  the  FCC  to 
rule  on  the  legality  of  strategically  priced 
tariffs. 

Although  the  ICA  expressed  disappoint¬ 
ment  that  the  FCC  did  not  find  strategic 
pricing  to  be  unlawful  in  all  cases,  Brian 
Moir,  the  group’s  legal  counsel,  said  he  was 
hopeful  that  the  new  guidelines  would  lim¬ 
it  the  practice. 

However,  he  said,  the  effectiveness  of 
the  new  rules  will  depend  on  how  the 
guidelines  are  implemented  and  enforced 
by  the  FCC.  Moir  said  he  believes  that  the 
bulk  of  special  access  tariffs  under  investi¬ 
gation  will  be  found  unlawful,  resulting  in 
refunds  to  users  of  the  private-line  services 
in  question. 


The  special  access  charges  under  inves¬ 
tigation  apply  to  the  local  portion  of  long¬ 
distance  private-line  services.  These  ac¬ 
cess  charges  are  included  in  the  interex¬ 
change  carriers’  tariffs  and  make  up  about 
50%  of  the  cost  of  long-distance  service. 
The  RBHCs  have  justified  strategically 
pricing  access  services  as  a  way  to  discour¬ 
age  bypass  of  switched  services  on  the  pub¬ 
lic  network  through  the  use  of  private-line 
services  such  as  T-l,  according  to  Colleen 
Boothby,  a  staff  member  of  the  FCC  Com¬ 
mon  Carrier  Bureau. 

( continued  on  page  53 ) 


Network  Basic  I/O  System  interface  and 
the  Named  Pipes  mechanism  for  communi¬ 
cations  across  programs  or  tasks. 

The  Entry  System,  however,  is  designed 
for  five  or  fewer  users  and  will  not  support 
the  internetworking  and  local  net-to-host 
communications  that  the  Advanced  Sys¬ 
tem  supports. 

Additionally,  the  Advanced  System,  de¬ 
signed  to  support  an  unlimited  number  of 
users,  adds  about  150  advanced  program¬ 
ming  interfaces  (APIs)  to  the  existing  250 
OS/2  APIs.  3Com  said  this  gives  software 
developers  a  “simplified,  open  environ¬ 
ment”  for  writing  net  applications.  Both 
versions  accommodate  a  range  of  network 
protocols,  including  Xerox’s  Xerox  Net¬ 
work  Systems  and  the  Transmission  Con- 


DEC  deal 

Under  the  terms  of  the  agreement  Mi¬ 
crosoft  announced  with  DEC  last  week,  the 
minicomputer  maker  will  implement  LAN 
Manager  protocols  and  certain  interfaces 
under  VAX/VMS  services.  This  will  allow  a 
VAX  or  Micro  VAX  running  VMS  and  DECnet 
to  act  as  an  OS/2  LAN  Manager  server. 

According  to  analysts,  the  agreement 
with  Microsoft  is  a  manifestation  of  DEC’S 
surging  interest  in  personal  computer  con¬ 
nectivity.  “DEC  is  the  strongest  network¬ 
ing  vendor  in  the  world  in  terms  of  reve¬ 
nue,”  said  Brad  Baldwin  of  San  Jose,  Calif.- 
based  Dataquest,  Inc.,  a  market  research 
firm.  “However,  in  PC  LAN  revenue, 
they’re  at  the  bottom.  They’re  very  weak 
on  PC  connectivity  products,  and  this  is  go¬ 
ing  to  help  resolve  that  problem.”  □ 


More  Computer  and 


New  York  City  is  the  place. 
INTERFACE  ’89  Plus  is  the  opportunity. 


Your  one-stop  access  to  recommenders, 
specifiers  and  buyers  of  voice  communica¬ 
tions,  mainframes,  minicomputers,  and 
personal  computers.  Traditional  purchasers 
of  MUXs,  test  equipment,  modems, 
network  hardware  and  software,  and  related 
data  communications  gear  will  be  there  too. 


15  to  20  thousand  network  systems  buyers 
and  key  decision  makers  will  visit 
INTERFACE  ’89  Plus  to  find  solutions  that 
will  enable  their  computers  and  communi¬ 
cations  to  process,  store  and  transmit 
information  in  all  its  forms— voice,  data  and 
image. 


Here  are  some  of  the  “Plus”  benefits  for 
you  as  an  exhibitor: 


MORE  BUYERS! 


A  “strictly  business” 
format.  No  more  stuffy,  black- 


tie  banquets.  Instead,  an  informal 
reception  that  gives  you  the  opportunity  to 
meet  other  exhibitors,  key  buyers  (wearing 
identifying  “Gold”  badges),  financial 
analysts  and  the  press. 


Special  focus  on  finance. 

New  York  City,  hub  of  banking, 
insurance  and  the  stock  market, 
will  attract  thousands  of  attendees  who  need 
your  products.  Conference  sessions  will 
feature  special  tracks  on  finance. 


Special  focus  on  manufac¬ 
turing,  too.  Conference 
topics  will  attract  thousands  of  buyers 
from  the  NY,  NJ,  PA  and  worldwide 
manufacturing  markets.  Product  interests 
range  from  CAM  to  TOP  and  everything  in 
between. 


Than  E\ 


New-Product  Showcase. 

A  special  event  immediately 
following  the  grand  opening... supple¬ 
mented  with  posters  for  your  booth  an¬ 
nouncing  “Another  New  Product!  ”  to  help 
you  sell  more,  launch  new  products. 


MORE  VALUE  ADDED! 


All-new  Jacob  K.  Javits 
Convention  Center  offering 
unmatched  exhibition  facilities  and 
location-convenience  for  attendees  from  the 
world  headquarters  of  more  multinational 
corporations  than  any  other  U.S.  city. 
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Networks  stronger 
after  Black  Monday 

continued  from  page  1 

The  NYSE  recorded  its  busiest  day  ever 
on  Oct.  20,  when  more  than  608  million 
shares  were  traded.  Processing  systems  in 
place  at  the  time  were  designed  to  handle  a 
maximum  of  450  million  shares  in  one 
day,  according  to  Geri  DiCostanzo,  senior 
vice-president  of  NYSE  trading  systems  op¬ 
erations  with  Securities  Industry  Automa¬ 
tion  Corp.,  the  data  processing  arm  of  the 
NYSE  and  the  American  Stock  Exchange 
(ASE). 

“We  never  in  our  wildest  dreams  ex¬ 
pected  volume  like  that,”  she  said.  “It  was 
a  great  accomplishment  just  to  survive.” 

The  NYSE  managed  to  avoid  many  of 
the  problems  that  plagued  some  other  ex¬ 
changes.  But  some  difficulties  did  arise. 
Trading  systems  handling  particular 
stocks  had  to  be  shut  down  for  as  long  as 
five  minutes  while  disk  drives  were  re¬ 
placed  and  software  programs  were 
tweaked  to  handle  unexpected  volume. 

The  so-called  ticker  —  the  scoreboard 
of  stock  prices  —  ran  as  much  as  five  hours 
behind  the  market,  according  to  DiCon- 
stanzo,  because  prices  were  changing  so 
fast.  She  insisted  that  all  of  the  electronic 
data  feeds  the  exchange  runs  to  brokerage 
houses  and  quote  vendors  kept  pace  with 
market  changes,  however. 

Ironically,  the  biggest  systems  prob¬ 
lems  the  NYSE  faced  involved  the  relatively 
reliable  but  slow  printers  that  form  part  of 
the  automatic  stock  order  execution  sys¬ 
tem,  or  Super  Designated  Order  Turn¬ 
around  (SuperDOT). 

SuperDOT  includes  roughly  700  com¬ 
munications  lines  that  carry  buy  and  sell 
orders  involving  fewer  than  36,099  shares 
from  brokers  and  brokerage  houses  to  the 
exchange. 

At  the  exchange,  these  orders  are  re¬ 
ceived  by  Tandem  Computers,  Inc.  fault- 
tolerant  computers  linked  in  a  proprietary 
network.  These  machines  sort  orders  and 
send  them  to  the  specialists,  who  match 
buyers  with  sellers. 

At  the  time  of  the  crash,  nearly  1 ,800  of 
the  more  than  2,000  stocks  listed  by  the 
NYSE  were  matched  manually.  A  specialist 


stood  by  a  printer  that  typed  out  orders.  To 
match  a  trade,  the  specialist  scrawled  the 
name  of  the  buyer  or  seller,  along  with  the 
market  price,  on  the  output. 

The  specialist  then  fed  this  into  a  scan¬ 
ner,  which  entered  the  completed  deal  into 
the  Tandem  computers. 

“The  printers,  since  they  are  physical 
devices,  simply  couldn’t  keep  up.  A  back¬ 
log  of  orders  developed,  sometimes  delay¬ 
ing  execution  more  than  an  hour,”  DiCon- 
stanzo  said 

Normally,  such  trades  are  executed  on 
SuperDOT  in  seconds.  With  prices  plum¬ 
meting  at  a  dizzying  pace,  this  delay  meant 
that  traders  often  had  no  idea  at  which 
price  buy  and  sell  orders  would  be  execut¬ 
ed. 

Since  then,  the  NYSE  has  replaced  most 
of  its  printers  with  intelligent  worksta¬ 
tions,  dubbed  display  books.  The  display 
books  show  buy  and  sell  orders  on  a  com¬ 
puter  screen.  A  specialist  needs  only  to 
touch  the  screen  to  match  and  record  a 
trade. 

In  October,  the  NYSE  had  215  display 
books  handling  476  stocks.  Now,  it  has 
418  handling  trades  for  l,6l  5  stocks,  rep¬ 
resenting  the  bulk  of  its  busiest  issues. 

In  addition,  the  NYSE  budgeted  more 
than  $200  million  over  the  next  five  years 
to  expand  storage  and  processing  capacity 
to  accommodate  a  billion-share  day  by  the 
early  1990s.  As  one  of  the  first  steps  to¬ 
ward  that  goal,  the  NYSE  in  the  next  few 
weeks  will  finish  an  upgrade  that  will  let  it 
manage  a  volume  of  700  million  to  800 
million  shares,  DiCostanzo  said. 

The  order  backlog  that  troubled  traders 
on  the  SuperDOT  system  also  caused  head¬ 
aches  at  smaller  regional  exchanges. 

Brokers  at  these  exchanges  often  route 
orders  to  the  NYSE  and  American  Stock  Ex¬ 
changes  over  a  network  called  the  Inter¬ 
market  Trading  System  (ITS). 

Many  regional  exchanges  specify  that 
any  transaction  that  cannot  be  executed 
over  ITS  within  one  to  two  minutes  must  be 
executed  on  their  own  floors.  Because  of 
delays  at  the  NYSE,  many  trades  were 
kicked  back  to  regional  exchanges,  in¬ 
creasing  their  volume  and  decreasing  co¬ 
operation  between  exchanges  during  the 
peak  of  the  crash. 


The  Los  Angeles-based  Pacific  Stock  Ex¬ 
change  (PSE),  for  instance,  saw  its  auto¬ 
mated  order-entry  system  —  dubbed 
Scorex  —  start  losing  orders  as  if  they 
were  sent  into  a  black  hole. 

Scorex,  which  is  similar  to  SuperDOT, 
normally  handles  about  10,000  transac¬ 
tions  per  day,  according  to  John  Parady, 
the  PSE’s  executive  vice-president  of  tech¬ 
nology  services.  During  the  crash,  howev¬ 
er,  Parady  said  this  number  topped  47,000 
and  the  system  started  losing  orders. 

According  to  Parady,  the  volume  of 
trades  exceeded  the  capacity  of  the  four 
CC80  intelligent  controllers  from  Tor¬ 
rance,  Calif. -based  Computer  Communica¬ 
tions,  Inc.  that  receive  and  route  all  orders 
transmitted  over  the  Scorex  system. 

By  February,  he  said,  the  PSE  had  up¬ 
graded  the  8-year-old  CC80  controllers  to 
handle  70,000  transactions  per  day.  He 
added,  however,  that  the  exchange  plans 
“to  replace  and  upgrade  our  entire  infor¬ 
mation  processing  system,  including  re¬ 
placing  all  our  computers  and  communica¬ 
tions  systems,  as  soon  as  possible.” 

Similarly,  the  Philadelphia  Stock  Ex¬ 
change  had  severe  problems  with  its  Phila¬ 
delphia  Stock  Exchange  Automated  Com¬ 
munication  and  Execution  (PACE)  order- 
entry  system.  At  the  time  of  the  crash, 
PACE  had  enough  capacity  to  handle  up  to 
30  orders  per  minute,  or  about  1 2,500  or¬ 
ders  per  day,  according  to  Bruce  Smith,  se¬ 
nior  vice-president  of  strategic  planning 
with  Financial  Automation  Corp.,  the  data 
processing  arm  of  the  Philadelphia  ex¬ 
change. 

On  Oct.  19,  however,  the  number  of  or¬ 
ders  rose  to  52  per  minute  and  topped 
17,000  for  the  day,  Smith  said. 

This  led  to  delays  of  more  than  two 
hours  because  the  two  IBM  System/88 
fault-tolerant  minicomputers  that  control 
PACE  couldn’t  process  orders  fast  enough. 
On  Oct.  20,  the  exchange  asked  firms  to 
stop  using  PACE  because  trading  volume 
was  too  high. 

By  February,  Smith  said,  the  Philadel¬ 
phia  exchange  had  expanded  its  system  to 
handle  more  than  35  transactions  per  sec¬ 
ond  and  increased  its  storage  capacity  to 
more  than  40,000  trades  on  any  given 
day.  □ 


Communications  Buyers 
er  Before 


INTERnet,  a  sophisticated 
fiber  optics  based  network, 
lets  you  demonstrate  your  commun¬ 
ications  capabilities  and  applications 
interoperability  to  key  prospects. 

Meet  the  Analysts.  Your 
opportunity  to  meet  with 
brokers,  investment  bankers,  venture 
capitalists  and  other  sources  of  growth 
capital  to  show-off  your  company. 


ACT  NOW!  For  complete  information 
about  INTERFACE  ’89  Plus,  return  the 
coupon  or  call  INTERFACE  ’89  Plus 
Exhibit  Sales  at  (617)  449-6600,  Ext.  4013. 

We’ll  tell  you  what  space  is  still  available 
and  assist  you  in  choosing  and  reserving 
your  exhibit  position. 


CROSSROADS  OF  COMPUTERS  AND  COMMUNICATIONS. 
VOICE.  DATA,  IMAGE 


Two  million  hard-hitting 
advertising  impressions  in 

leading  trade  journals,  plus  Business 
Week,  The  New  York  Times  and  The  Wall 
Street  Journal.  Plus  brochures,  newsletters 
and  publicity  to  attract  quality  buyers  to 
your  booth. 


CE  ’89 


r k-ES!  Put  some  pluses  in  my  sales  I 

picture.  Send  me  more  information  about 
INTERFACE  ’89  Plus. 

□  Send  me  exhibitor  information  and 
contracts 

□  Have  an  Account  Representative  call  me 
immediately 

Name 
Title 

Company 
Address 


City 


State 


Zip 


Telephone 

Return  to:  INTERFACE  ’89  Plus 
300  First  Avenue 
Needham,  MA  02194 


NW  1017 


March  13-16,  1989 
Jacob  K.  Javits  Convention  Center 
New  York,  New  York 


Produced  by 

KITHE  INTERFACE  GROUP  Inc.. 

World's  Leading  Independent  Producer  of  Conferences  and  Expositions 
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Firms  invest 
in  nets  after  ’87 
market  crash 

By  Bob  Brown 

_ Senior  Writer _ 

Last  October’s  stock  market  crash  rav¬ 
aged  stock  prices  and  forced  many  Wall 
Street  firms  to  retrench,  but  vendors  of 
network  and  computer  equipment  said 
Black  Monday  also  presented  them  with 
new  sales  opportunities. 

As  a  result  of  the  crash,  stock  exchanges 
and  some  securities  firms  invested  mil¬ 
lions  of  dollars  in  new  network  and  pro¬ 
cessing  systems  or  upgraded  old  systems 
in  case  there  is  another  Black  Monday  on 
the  horizon,  the  vendors  said  (see  “Wall 
St.  networks  stronger  a  year  after  Black 
Monday,”  page  1). 

Mark  Smith,  securities  industry  director 
at  Stratus  Computer,  Inc.,  said  the  crash 
reemphasized  how  important  communica¬ 
tions  technology  is  to  the  marketplace. 
Smith  was  vice-president  of  technology  at 
the  American  Stock  Exchange  during  the 
crash. 

“There  was  a  shift  in  emphasis  back  to¬ 
ward  the  operations  areas  of  the  firms  and 
away  from  the  trading  area,”  Smith  said. 
“I’m  sure  that  everyone  is  spending  more 
money  on  technology  in  ’88  than  they 
were  in  ’87,  and  I’m  sure  they’ll  spend 
more  in  ’89  than  in  ’88.” 

Stratus,  Smith  noted,  won  several  big 
contracts  in  the  securities  industry  this 
year,  including  the  sale  of  its  XA2000  Con¬ 
tinuous  Processing  Systems  to  the  Interna¬ 
tional  Stock  Exchange,  formerly  the  Lon¬ 
don  Stock  Exchange,  and  Jefferies  &  Co.,  a 
Los  Angeles-based  institutional  trading 
firm.  Combined,  the  contracts  were  worth 
$2.3  million,  he  said. 

Smith  also  pointed  to  a  recent  contract 
signed  by  the  National  Association  of  Secu¬ 
rities  Dealers,  Inc.  (NASD)  for  a  Stratus 
processor  that  will  support  a  private  place¬ 
ment  market  system  NASD  is  developing. 
“That’s  an  example  of  how  people  are  be¬ 
ginning  to  gear  up  their  operations,”  he 
said. 

While  some  brokerage  houses  have  ex¬ 
panded  their  network  capabilities,  stock 
exchanges  have  been  more  aggressive  in 
improving  their  networks  and  processing 
capabilities,  according  to  Ray  Villareal, 
Tandem  Computers,  Inc.’s  securities  in¬ 
dustry  marketing  manager. 

For  example,  the  New  York  Stock  Ex¬ 
change  is  using  Tandem  products  to  in¬ 
crease  its  processing  capacity  to  the  point 
where  it  will  one  day  be  able  to  handle  one 
billion  shares  a  day.  The  exchange  had 
trouble  handling  a  record  608  million 
shares  a  day  on  both  Oct.  19  and  20  last 
year,  Villareal  said. 

“As  for  some  securities  firms,  they  took 
a  long,  deep  breath  before  they  became  ac¬ 
tive  again,”  Villareal  conceded.  “We’re 
just  beginning  to  see  them  buy  again.” 

Jeff  Goverman,  an  analyst  with  Sound- 
View  Financial  Group,  Inc.  in  Stamford, 
Conn.,  went  so  far  as  to  say,  “The  securi¬ 
ties  and  financial  service  industry  is  a  sore 
spot  for  Stratus,  Tandem  and  DEC  now.” 

It  will  be  a  couple  of  years  before  some 
securities  firms  start  buying  again,  he  said. 

Because  the  securities  business  is  trans¬ 
action-oriented  and  stock  transactions 
have  been  down  sharply  this  year,  many 
firms  have  not  had  an  incentive  to  upgrade 
the  capacity  of  their  nets,  Goverman  said. 

( continued  on  page  54 ) 
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Who  says 
NET'S  T1  Network 

Evaluation 
Workshop  shouldn't 

be  missed? 


The  people  who've 
been  to  it.  Telecommu¬ 
nications  managers  and 
strategic  planners  alike 
have  found  the  N.E.T.™ 
Network  Evaluation 
Workshop  presentation 
invaluable  in  gaining  a 
better  understanding 
of  T1  networking  today. 

Moreover,  partici¬ 
pants  complete  the 
workshop  in  just  one 
day.  And  pay  nothing 
for  attending. 

"The  T1  Network  JJj 
Evaluation  Work¬ 
shop  was  a  great 
seminar.  An  excel¬ 
lent  use  of  my  day!" 

P.  Lohnes 

Communications  Director 

Scudder,  Stevens  &  Clark,  Inc. 

As  a  workshop  par¬ 
ticipant,  you'll  hear  and 
meet  with  a  noted  in¬ 
dependent  consultant, 
who'll  talk  about  im¬ 
portant  trends  in  pri¬ 
vate  networking.  You'll 
receive  comprehensive 
workshop  take-home 
materials,  and  partici¬ 
pate  in  a  session  that 


deals  with  the  estab¬ 
lishment  of  network 
requirements  and  cri¬ 
teria  for  product  and 
vendor  evaluation. 

'1  have  a  much  bet¬ 
ter  understanding 
of  the  T1  network 
acquisition  process 
after  attending  this 
workshop." 

Pat  Morgan 

Communications  Engineer, 

Department  of 

Telecommunications 

Citv  of  Los  Angeles 

pR.  IPw! 

You'll  also  hear 
FORTUNE  500  network 
managers  speak  about 
the  business  and  tech¬ 
nical  issues  they  face, 
the  T1  network  as  a 
foundation  for  busi¬ 
ness  applications,  and 
the  competitive  and 
strategic  advantages 
of  T1  networking. 

Finally,  you'll  get  a 
thorough  demonstra¬ 
tion  of  how  to  verify 
and  judge  for  yourself 


the  accuracy  of  network 
vendor  claims  before  you 
buy.  You'll  participate  in 
putting  a  fully  config¬ 
ured  network  through 
its  paces,  and  see  how 
it  handles  the  toughest 
drills  in  the  industry. 

"The  tests  were 
an  excellent 
demonstration  of 
what  to  look  for 
when  evaluating 
a  private  network." 

Gus  Petropoulos 
Strategic  Planner 
San  Mateo  Community 
College  District 

Network  drills  include: 

Capacity  Check:  To  ver¬ 
ify  capacity  your  overall 
network  can  handle,  to 
be  sure  your  network 
doesn't  run  out  of  gas 
during  peak  loads. 

Reroute  Race:  To  rec¬ 
ord  how  long  it  takes 
to  switch  a  call  through 
another  route  when  a 
connection  is  broken, 
including  rerouting  of 
multiple  calls. 


Manageability  Acid 
Test:  To  see  how  easy 
network  management 
tools  are  to  use,  and 
how  much  control  they 
offer.  To  test  how  com¬ 
plicated  and  time  con¬ 
suming  additions  to 
the  network  are. 

Node  Knockdown/ 
Knockout:  To  see  how 
nodes  adjust  to  a  knock¬ 
down  by  pulling  cards, 
shelves,  etc.  To  see  how 
the  network  handles 
a  node  knockout  by  pull¬ 
ing  the  plug  on  a  node. 

Pack  the  Net:  To  verify 
the  amount  of  band¬ 
width  a  trunk  provides 
and  the  entire  network 
delivers  for  user  traffic. 


workshop  you'd  like 
to  attend,  call  today  to 
reserve  your  space. 
Attendance  is  strictly 
limited  to  50  partici¬ 
pants.  A  $50  reservation 
fee  will  be  charged 
(Visa  and  MasterCard 
accepted),  which  will 
be  fully  refunded 
when  you  attend  the 
Workshop. 


Call  the  Evaluation  Workshop  Hotline 
to  reserve  a  space  on  the  day  of  your 
choice. 

Sept.  14,  Dallas  Nov.  9,  Washington,  D.C. 

Sept.  22,  Chicago  Nov.  22,  Toronto 
Oct.  6,  Boston  Dec.  6,  Atlanta 

Oct.  25,  New  York 

Hotline:  1-800-952-6300. 

Ask  for  dept.  N3E 
In  Toronto  Call  (416)  491-7664 


Our  clients  are  winning. ™ 


tm  w  t  i  a  l 

k  U  Hi  A  I  V  I 


EQUIPMENT  TECHNOLOGIES 


A 


I  TM 


400  Penobscot  Drive,  Redwood  City,  CA  94063,  415-366-4400,  TLX1 72325 


N.E.T. ,  Network  Equipment  Technologies  and  Our  clients  are  winning  are  trademarks  of  Network  Equipment  Technologies,  Inc. 


INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


L^ebtman,  a 
computerized  product 
that  calculates  the 
national  debt  second  by 
second,  was  recently 
introduced  by  a 
Pasadena,  Calif.-based 
company  named  osfa 
(one  size  fits  all).  The 
small  deskpiece,  which 
also  serves  as  a  digital 
clock  and  calendar, 
keeps  track  of 
America’s  debt.  The 
product  retails  for 
$39.95  and  can  be 
ordered  by  calling  (800) 
332-8626. 


eople  & 
Positions 


Retix,  a  Santa  Monica, 
Calif. -based  maker  of  data 
communications  products, 
last  week  appointed  Stephen 
Frankel  as  president.  Previ¬ 
ously,  Frankel  was  president 
and  chief  operating  officer  of 
Emulex  Corp. 

Michael  Bennett  recently 
was  named  president  of  In- 
terlan,  Inc.,  formerly  Micom 
Interlan.  Bennett  was  previ¬ 
ously  vice-president  of  opera¬ 
tions  at  the  Boxborough, 
Mass. -based  maker  of  local- 
area  network  products. 

Nicholas  Mihalas  was  re¬ 
cently  named  president  of 
SmartCard  International, 
Inc.,  a  New  York-based  maker 
of  smartcards  used  for  appli¬ 
cations  such  as  as  volume  re¬ 
cord  keeping.  Mihalas  has 
been  executive  vice-president 
and  chief  operating  officer  at 
the  company  since  1987. 

Arlen  Lessin,  SmartCard 
International’s  former  presi¬ 
dent,  will  remain  chairman 
and  chief  executive  officer. 


Peter  Lloyd  recently  was 
named  president  and  chief  ex¬ 
ecutive  officer  at  Speech 
Plus,  Inc.,  a  Mountain  View, 
Calif. -based  company  that 
makes  computer-generated 
speech  products.  □ 


Fiber  route  miles  of  major 
long-haul  carriers 


NTIA  lowers  the  boom  on 
telecom  regulation  in  U.S. 

Report  finds  country  stuck  in  a  ‘policy  gridlock.’ 


By  Anita  Taff 

Senior  Correspondent,  Washington 

WASHINGTON,  D.C.  —  The 
National  Telecommunications 
and  Information  Administration 
(NTIA)  criticized  telecommuni¬ 
cations  regulation  in  the  U.S.  in 
its  recently  released  study  “Tele¬ 
com  2000”  —  the  first  compre¬ 
hensive  report  on  telecommuni¬ 
cations  policy  in  20  years. 

The  672-page  report  depicts 
the  country  as  being  trapped  in  a 
“policy  gridlock”  created  by  the 
legal  maneuverings  of  “self-seek¬ 
ing”  corporations  and  conflicts 
between  the  multiple  groups  re¬ 
sponsible  for  telecommunica¬ 
tions  policy.  The  lack  of  a  coher¬ 
ent  telecommunications  policy 
has  hurt  U.S.  consumers  by  slow¬ 
ing  the  introduction  of  new  tech¬ 
nologies  and  information  ser¬ 
vices  and  has  hampered  the 
nation’s  ability  to  compete  glob¬ 
ally,  the  NTIA  report  said. 

NTIA,  an  agency  within  the 
U.S.  Department  of  Commerce, 
advises  the  president  on  telecom- 


T 

X  he  lack  of  a  coherent 
telecommunications 
policy  has  hurt  U.S. 
consumers,  NTIA  said. 

▲  ▲▲ 


munications  policy.  NTIA  Admin¬ 
istrator  Alfred  Sikes,  speaking  at 
a  press  conference  at  which  the 
report  was  introduced,  said  he  is 
hopeful  the  next  administration 
will  use  “Telecom  2000”  to  for¬ 
mulate  future  communications 
policy  goals. 

Sikes  said  a  staff  member  of 
the  communications  advisor)' 
committee  for  Massachusetts 
Gov.  Michael  Dukakis,  the  Demo¬ 


cratic  candidate  for  president, 
has  asked  for  a  copy  of  the  report. 

Sikes  has  been  an  outspoken 
critic  of  U.S.  District  Court  Judge 
Harold  Greene’s  handling  of  the 
AT&T  Consent  Decree,  and  this 
theme  was  brought  out  repeated¬ 
ly  in  the  report.  “The  present  sit¬ 
uation,  where  procompetitive 
regulatory  initiatives  can  be 


A  he  present 
situation  is  unsound  as  a 
matter  of  fundamental 
policy,”  the  report  said. 

AAA 


blocked  by  a  single  federal  dis¬ 
trict  court,  is  unsound  as  a  matter 
of  fundamental  policy,”  the  re¬ 
port  said. 

One  of  the  primary  recom¬ 
mendations  of  the  NTIA  report 
was  to  remove  restrictions  on  the 
regional  Bell  holding  companies 
that  prevent  the  RBHCs  from 
competing  in  manufacturing  and 
information  services.  If  the 
RBHCs  were  freed  to  enter  new 
business  areas,  they  would  have 
an  incentive  to  enhance  the  na¬ 
tion’s  network  to  accommodate 
new  services,  Sikes  said. 

The  primary  challenge  for 
regulators  in  the  future  will  be  to 
modify  the  nation’s  regulatory 
structure  so  that  companies  can 
respond  to  the  increasing  conver¬ 
gence  of  communications  tech¬ 
nologies.  “It’s  important  we  un¬ 
derstand  the  convergence  that’s 
going  on  and  the  need  for  com¬ 
munications  companies  —  not 
for  telephone  companies,  mobile 
communications  companies,  ca¬ 
ble  companies  or  television  com¬ 
panies  —  but  communications 
companies,”  Sikes  said.  Z2 
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Businesses  buy  the 
bargain  of  leasing 

Tax  Reform  Act  of  1986,  payment  packages 
spur  communications  users  to  stop  purchasing. 


By  Bob  Brown 

_ Senior  Writer _ 

Competition  among  lessors  of 
communications  equipment  and 
computers  is  brisk,  industry 
sources  report,  as  providers  bat¬ 
tle  to  satisfy  users’  demands  for 
flexible  financing  of  their  costly 
and  complex  networks. 

Among  the  forces  that  have 
driven  a  growing  number  of  users 
to  lease  equipment  rather  than 
buy  it  is  the  Tax  Reform  Act  of 
1986.  The  act’s  elimination  of 
the  investment  tax  credit  has  put 
buying  and  leasing  on  a  more 
even  basis  for  users. 

Leasing  also  lets  users  pay  for 
their  equipment  with  money 
from  their  operating  budget  rath¬ 
er  than  their  capital  expenditures 
budget,  and  it  allows  them  to 
avoid  large,  up-front  payments. 

Another  reason  that  users 
lease  is  to  avoid  getting  stuck  with 
outdated  voice  and  data  commu¬ 
nications  products.  By  arranging 
a  three-year  lease,  for  example,  a 
user  can  install  a  new  piece  of 
equipment  and  leave  the  task  of 
selling  the  old  equipment  to  the 
leasing  company. 

According  to  IDC  Financial 
Services  Corp.,  a  Framingham, 


Mass. -based  company  that  pro¬ 
vides  market  information  to  leas¬ 
ing  companies  and  lessees,  com¬ 
panies  that  lease  and  resell 
computer  and  communications 
gear  will  record  combined  reve¬ 
nues  of  about  $15.6  billion  this 
year.  The  computer  and  commu¬ 
nications  equipment  leasing  mar¬ 
ket  is  so  broad  that  no  one  com¬ 
pany  controls  more  than  5%  of  it, 
industry  sources  said. 

“The  vast  size  of  the  market¬ 
place  gives  any  number  of  leasing 
companies  an  opportunity  to  be 
profitable,”  said  Patrick  Burton, 
a  research  analyst  who  follows 
the  leasing  industry  for  Piper,  Jaf- 
fray  &  Hopwood,  Inc.,  a  Minne¬ 
apolis-based  investment  banking 
and  brokerage  firm. 

Because  there  is  no  clear  lead¬ 
er,  users  can  have  difficulty  de¬ 
ciding  which  leasing  company  is 
best  for  them,  he  said. 

According  to  George  Newman, 
product  manager  of  the  commu¬ 
nications  leasing  planning  ser¬ 
vice  at  IDC  Financial  Services, 
there  are  basically  two  types  of 
lessors:  independent  leasing 
companies,  such  as  Comdisco, 
Inc.,  LDI  Corp.  and  Capital  Asso- 
( continued  on  page  12 ) 


INDUSTRY  BRIEFS 


Digital  Equipment  Corp.  last  week  announced  a  new 
warranty  policy  that  effectively  hikes  prices  on  most  products 
by  6%  to  9%-  The  policy  goes  into  effect  this  month  in  the  U.S. 
and  later  worldwide.  DEC  will  begin  charging  customers  for 
what  had  formerly  been  a  free  one-year  on-site  maintenance 
warranty.  Service  will  still  be  free  to  users  who  bring  their 
equipment  to  DEC  facilities  for  repair.  DEC  also  said  it  will 
increase  by  2%  the  price  of  add-on  hardware  and  software 
purchased  separately  from  computer  systems. 

Ameritech  last  week  announced  the  formation  of  a  newr 
subsidiary  —  Ameritech  Applied  Technologies  —  that  will 
provide  integrated  information  and  communications  systems  for 
Ameritech  and  its  subsidiaries.  Based  in  Chicago,  the  new 
subsidiary  will  be  responsible  for  systems  analysis,  software 
development  and  maintenance,  data  base  design,  network 
management  and  end-user  computing  support. 

Octel  Communications  Corp.  last  week  released  fiscal 
1989  financial  results  for  the  first  quarter,  which  ended  Sept. 
30.  The  company  reported  net  revenue  of  $17.96  million,  an 
increase  of  127%  over  the  net  revenue  figure  of  $7.89  million 
for  the  corresponding  period  last  year.  Net  income  for  the 
quarter  was  $2.6l  million,  up  263%  over  net  income  of 
$722,000  in  last  year’s  first  quarter. 

Octel  attributed  its  strong  results  to  continued  success  in 
selling  voice-processing  products  to  Fortune  1,000  companies. 
Octel  designs,  manufactures  and  markets  voice-processing 
systems  and  has  an  OEM  agreement  with  Hewlett-Packard  Co. 
under  which  HP  distributes  Octel  products  in  Europe.  □ 


Why  shackle  high-priced  scholars  to  separate  com¬ 
munication  systems?  When  you  can  tap  their  combined 
potential  through  a  fully  integrated  network  from  AT&T. 

Think  of  the  possibilities.  With  an  AT&T  Information 
Systems  Network,  faculty  and  students  could  have  inter¬ 
disciplinary  facts  at  their  fingertips,  no  matter  what 
brand  of  equipment  they're  using. 


With  an  AT&T  System  85  or  75,  departments  could 
effortlessly  pool  voice  and  data  resources,  so  access  to 
a  host  computer  could  be  as  easy  as  dialing  a  phone. 

With  AT&T’s  UNIX®-based  personal  and  minicom¬ 
puters,  multiple  users  could  take  advantage  of  multi¬ 
tasking  capabilities -via  SNA*  ETHERNET**  TCP/IR or 
virtually  any  architecture. 

j  j 


•SNA  is  a  registered  trademark  of  International  Business  Machines  Corp.  *•  ETHERNET  is  a  registered  trademark  of  Xerox  Corp  •  docuFORUM  is  a  registered  trademark  of  Network  Technologies  International.  Inc 
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And  with  docuFORUMt  software,  collaborators 
across  campus  or  across  the  country  could  write  and 
edit  common  documents  simultaneously  Ending  mail 
delays  and  related  costs. 

All  of  which  could  translate  into  some  very  intelli¬ 
gent  savings.  And  greater  opportunities  for  winning 
grants  and  acclaim. 


To  learn  more,  contact  your  AT&T  Account  Executive. 
Or  call  1800  247-1212. 

From  equipment  to  networking,  from  computers 
to  communications,  AT&T  is  the  right  choice. 

AT&T 

— =  The  right  choice. 


INDUSTRY  UPDATE 


Businesses  buy 
the  bargain 

continued  from  page  9 
ciates,  Inc.,  and  captive  leasing 
companies,  such  as  AT&T  Credit 
Corp.  and  IBM  Credit  Corp., 
whose  parent  companies  manu¬ 
facture  much  of  what  they  lease. 

Each  type  of  lessor  claims  to 
offer  advantages  over  the  other. 

Richard  Kazan,  chairman  and 
chief  executive  officer  of  Capital 
Associates,  an  independent  les¬ 


sor  and  reseller  of  computer  and 
communications  systems  based 
in  Colorado  Springs,  said  compa¬ 
nies  such  as  his  serve  users’  needs 
better  because  leasing  equipment 
is  their  principal  business. 

Leasing  companies  affiliated 
with  manufacturers  serve  as  vehi¬ 
cles  to  sell  their  parent  compa¬ 
nies’  products,  whereas  indepen¬ 
dent  companies  are  more  willing 
to  lease  equipment  from  a  variety 
of  vendors,  Kazan  said.  “There  is 
an  obvious  conflict  there.” 


Jerry  Kish,  senior  vice-presi¬ 
dent  of  finance  at  LDI,  a  Cleve¬ 
land-based  firm  that  leases  and 
sells  newT  and  used  computer  and 
communications  equipment,  and 
supplies  technical  services,  said 
his  company  tries  to  beat  the 
competition  by  “anticipating 
changes  in  the  equipment  market 
and  in  customer  needs.” 

LDI  sales  representatives  stay 
in  close  contact  with  clients  so 
they  know  when  it  is  time  for  a 
customer  to  lease  a  more  suitable 


piece  of  equipment,  he  said. 

On  the  other  side  of  the  led¬ 
ger,  a  spokesman  for  AT&T  Cred¬ 
it,  a  wholly  owned  leasing  subsid¬ 
iary  of  AT&T,  said  his  company 
provides  users  with  the  one-stop 
shopping  many  of  them  desire. 
Although  the  independent  firms 
call  themselves  full-service  firms, 
they  still  usually  require  a  user  to 
deal  with  the  manufacturer  for 
maintenance  and  support,  he 
said. 

Criticism  of  AT&T  Credit  as  a 


Richard  Kazan 

mere  front  for  AT&T  is  not  accu¬ 
rate,  he  said,  since  AT&T  also 
leases  other  vendors’  equipment. 
In  fact,  AT&T  Credit  even  leases 
equipment  such  as  airplanes  and 
trucks  so  that  its  financial  success 
w  ill  not  be  completely  tied  to  that 
of  AT&T. 

Robert  Sullivan,  an  analyst 
who  covers  several  leasing  com¬ 
panies  for  the  New  York-based 
brokerage  firm  PaineWebber, 
Inc.,  said  that  captive  and  inde¬ 
pendent  leasing  companies  are 
on  a  fairly  level  playing  field. 

“The  only  advantage  the  cap¬ 
tive  leasing  companies  have  over 
the  independent  ones  is  that  they 
know  when  the  equipment  they 
are  leasing  is  going  to  become  ob¬ 
solete,”  Sullivan  said.  “That  al¬ 
lows  them  to  better  gauge  the  re¬ 
sidual  value  of  a  piece  of 
equipment  at  the  end  of  a  lease.” 

Both  third-party  and  captive 
leasing  companies  have  a  lot  to 
offer  users,  according  to  Allen 
Trivino,  manager  of  computer 
contracting  at  Xerox  Corp.’s  Xe¬ 
rox  Real  Estate/General  Services 
Division  in  Webster,  N.Y.  The  Xe¬ 
rox  division,  which  provides  Xe¬ 
rox  with  its  data  processing  and 
communications  equipment,  has 
been  leasing  equipment  for  the 
past  14  years,  Trivino  said. 

“I  feel  we’ve  saved  a  lot  of 
money  by  leasing,”  he  said.  “We 
don’t  want  to  hand  over  $4  mil¬ 
lion  up  front  for  a  mainframe.” 

Over  the  past  five  years,  the 
quality  of  leasing  companies  has 
improved,  Trivino  said.  “The 
number  of  major  leasing  compa¬ 
nies  has  gotten  smaller  because 
of  consolidation,  but  the  ones  left 
are  stronger,”  he  said. 

Gary  Windjack,  managing  di¬ 
rector  of  Stottler  Stagg  Technol¬ 
ogies,  Inc.,  a  telecommunica¬ 
tions  consulting  and  engineering 
firm  based  in  Cape  Canaveral, 
Fla.,  said  his  clients  have  taken  to 
leasing  in  the  past  two  years. 
Whereas  only  about  10%  of  his 
clients  leased  equipment  two 
years  ago,  about  50%  do  now. 

Windjack  encourages  his  cli¬ 
ents  to  arrange  for  leased  equip¬ 
ment  to  be  upgraded  at  low  or  no 
cost  in  case  it  becomes  obsolete 
or  the  user’s  needs  change. 

“The  most  common  word  I 
hear  from  users  is  ‘flexibility,’  ” 
Kazan  said.  “As  customers  re¬ 
structure  their  businesses,  they 
want  to  move  equipment  in  and 
out.  This  is  w  hy  we  really  wrant  to 
put  together  a  master  lease  for 
our  customers  so  that  we  can  de¬ 
velop  a  relationship  with  them  on 
a  multiyear  basis.”  □ 
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SOME  OF  THE  MOST 
ADVANCED  COMPANIES 
BOUNCE  THEIR  IDEAS 

OFF  US 


Hughes 

Communications’ 
satellite-based  networks  are 
improving  the  way  companies  both 
large  and  small  conduct  their  business.  Our 
sophisticated  satellite  systems  are  providing  these 
companies  around  the  globe  with  the  most  advanced 
communications  technology  and  service  available. 
Communication  via  Hughes  satellites  gives  our  cus¬ 
tomers  the  sort  of  flexibility,  reliability,  lower  cost  and 
growth  capability  that  old-fashioned  land  line  tech¬ 
nology  can’t  deliver. 

That’s  why  customers  as  diverse  as  IBM,  Holiday 
Inns.  Inc.,  Lexus,  the  luxury  division  of  Toyota,  and  The 
Southland  Corporation  come  to  Hughes  for  their  satellite 
communications.  And  that’s  why  the  leaders  of  the  cable 
television  industry  use  our  satellites  for  their  program 
distribution.  Companies  of  every  size  and  description 
know  that  Hughes  works  closely  with  them  to  design 


WE  MAKE  IDEAS  HAPPEN. 


HUGHES 

COMMUNICATIONS 

wammm  mtmm 


install 

and  operate  cust¬ 
omized  satellite  networks 
specifically  suited  to  their 
requirements. 

Hughes  is  now  the  single  source  for  all  your  com¬ 
munications  needs — including  hardware,  installation, 
maintenance  and  network  management.  We  offer  simple 
solutions  to  complex  requirements. 

So  if  you’re  thinking  about  improving  communica¬ 
tions  while  cutting  costs,  pick  up  the  phone  and  bounce 
the  idea  off  us.  Call  Hughes  Communications  at 
1-800-232-8728. 


HUGHES 

aircraft  co»/panv 


Subsidiary  of  GM  Hughes  Electronics 


For  furtive*  information  write  PO.  Box  92424,  Los  Angeles.  CA  90009.  C  1987  Hughes  Communications 
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TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


IBM,  Siemens,  RBHC 
study  Europe  marts 

Companies  finish  study  targeting  five  telecom 
services  as  having  the  most  potential  in  Europe. 


RBHC  revenue  breakdown 


Billions  of  dollars 
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Southwestern  Bell  Corp.  $6,902  $1,101 
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□  Network  service 
revenue 

□  Other* 


'Other  includes  directory  publishing,  equipment  leasing  and  software  sales. 

SOURCE:  EASTERN  MANAGEMENT  GROUP,  PARSIPPANY.  N.J. 
Figures  are  for  1 987.  graphic  by  susan  j  champeny 


Device  lets  users  transmit 
text  messages  from  phone 

Fon-Ex  system  supports  alphanumeric  beepers. 

By  Paul  Desmond 

Staff  Writer 


Southern  Bell  Tele¬ 
phone  and  Telegraph  Co. 

said  it  is  installing  fiber-optic 
cable  to  serve  a  recently  built 
residential  area  on  Gover¬ 
nor’s  Island  in  Lake  Norman, 
near  Charlotte,  N.C.  The  local- 
loop  fiber  will  be  used  to  pro¬ 
vide  basic  telephone  service. 

Southern  Bell  already  has 
two  projects  under  way  in 
Florida  aimed  at  bringing  fiber 
to  homes:  one  south  of  Orlan¬ 
do,  at  the  Hunter’s  Creek  de¬ 
velopment,  and  another  north 
of  Orlando,  at  the  Heathrow 
development. 

At  Heathrow,  Southern 
Bell  later  this  year  will  begin 
using  the  fiber  to  deliver  data, 
video  and  basic  telephone  ser¬ 
vice  to  residents.  At  Hunter’s 
Creek,  Southern  Bell  is  cur¬ 
rently  using  the  fiber  to  deliv¬ 
er  cable  television  to  more 
than  100  homes. 

The  Governor’s  Island 
project  marks  the  first  time  fi¬ 
ber  has  been  brought  to  homes 
in  North  Carolina,  according 
to  Southern  Bell. 

Centel  Corp.  of  Chicago 
announced  it  has  completed 
the  acquisition  of  United 
TeleSpectrum,  Inc.’s  16- 
state  cellular  mobile  commu¬ 
nications  and  paging  opera¬ 
tions. 

Centel  paid  $775  million 
for  the  operations  and  now 
has  control  of  40  metropoli¬ 
tan  areas  with  a  combined 
population  of  approximately 
13  million  people. 

United  TeleSpectrum,  a 
subsidiary  of  United  Telecom¬ 
munications,  Inc.,  was  the  ma¬ 
jority  owner  in  2 1  metropoli¬ 
tan  areas  with  a  combined 
population  of  more  than  7  mil¬ 
lion  people.  The  company  w  as 
a  minority  owner  in  17  addi¬ 
tional  metropolitan  areas. 
The  company’s  29  paging  sys- 
(continued  on  page  17) 


By  Paul  Desmond 

_ Staff  Writer _ 

PARIS  —  Hoping  to  get  a  jump 
on  their  competition,  IBM,  Sie¬ 
mens  AG  and  Bell  Atlantic  Corp. 
recently  completed  a  joint  study 
here  that  identifies  five  telecom¬ 
munications  services  with  the 
most  growth  potential  in  Europe. 

The  study,  outlined  in  the 
planning  stage  last  October  at 
Telecom  ’87  in  Geneva,  exam¬ 
ined  more  than  30  “intelligent 
network”  services  and  their  mar¬ 
ket  potential  in  16  European 
countries  and  Australia.  Some  of 
the  services  require  Integrated 
Services  Digital  Network  features 
that  are  now  emerging  in  the  U.S., 
while  others  are  offerings  Ameri¬ 
cans  have  enjoyed  for  years. 

An  intelligent  network  is  de¬ 
fined  as  one  that  supports  en¬ 
hanced  call  handling  and  custom¬ 
er  applications  from  intelligent 
network  nodes. 

Helmut  Forner,  a  senior  tele¬ 
communications  strategist  for 
IBM’s  European  operations,  said 
the  three  firms  decided  on  the 
five  services  through  discussions 
among  themselves  and  limited  in¬ 
put  from  a  consultant  who  pro¬ 
vided  insights  on  user  interests. 

The  five  services  pinpointed 


by  the  600-page  survey  are:  toll- 
free  “green  numbers,”  known  in 
the  U.S.  as  800  numbers;  alter¬ 
nate  billing  services,  which  allow 
credit  card  calling  without  opera¬ 
tor  intervention  and  the  billing  of 
calls  to  an  alternate  number; 
emergency  response  service,  an 
advanced  version  of  the  U.S.’  911 
emergency  service;  private  virtu¬ 
al  networks,  which  offer  private- 
line-type  services  over  switched 
facilities;  and  wide-area  Centrex, 
which  provides  for  call-forward¬ 
ing  and  abbreviated  dialing. 

Each  of  the  three  study  partici¬ 
pants  stands  to  gain  market  share 
should  the  European  telephone 
companies  agree  to  buy  the 
equipment  necessary  to  provide 
these  services.  Bell  Atlantic  In¬ 
ternational,  Inc.,  a  Bell  Atlantic 
subsidiary  based  in  Arlington, 
Va.,  would  provide  consulting 
services  in  Europe.  IBM  would 
supply  the  computer  systems 
needed  to  offer  the  intelligent 
network  applications,  and  Sie¬ 
mens  would  sell  the  switching 
equipment. 

The  joint  study,  however,  in 
no  way  precludes  any  one  of  the 
participants  from  pursuing  the 
services  on  their  own  or  with  oth- 
( continued  on  page  16) 


NEW  HOPE,  Pa.  —  Fon-Ex, 
Inc.  recently  announced  a  device 
that  will  enable  paging  system 
operators  to  let  customers  gener¬ 
ate  alphanumeric  messages  using 
their  push-button  telephones  in¬ 
stead  of  involving  an  operator. 

Fon-Ex  President  Bernard  Ris- 
kin  said  his  company  has  granted 
CUE  Paging  Corp.  of  Irvine, 
Calif.,  exclusive  rights  to  use  the 
system  and  market  it  to  other 
companies  that  support  alphanu¬ 
meric  messaging  beepers. 

Eventually,  Riskin  said,  the 
technology  could  make  it  possi¬ 
ble  for  business  travelers  to  use 
hotel  room  telephones  or  pay 
phones  to  send  electronic  mail  or 
telex  messages  or  even  to  gener¬ 
ate  facsimile  copy. 

Riskin,  the  developer  of  the 
software  that  drives  the  messag¬ 
ing  system,  said  it  uses  a  data  base 
of  letter  and  word  probabilities 
that  interprets  sequences  of  let¬ 
ters  as  they  are  entered  using  a 
push-button  phone. 

For  example,  the  system  inter¬ 
prets  the  entry  8-4-3  as  “the,” 
the  most  common  word  formed 
out  of  that  particular  combina¬ 
tion  of  nine  possible  letters. 

Today,  callers  who  want  to 
send  alphanumeric  messages  call 
them  into  operators  who  key 
them  into  a  terminal.  The  need 
for  operators  is  what  makes  al¬ 
phanumeric  messaging  expen¬ 
sive,  according  to  Leo  Jedynak, 
vice-president  of  engineering 
and  operations  at  CUE.  Jedynak 
said  paging  companies  charge 
anywhere  from  60  cents  to 
$1.20,  in  addition  to  a  monthly 
base  charge,  to  send  an  alphanu¬ 
meric  message. 

That,  plus  the  high  cost  of  the 
alphanumeric  receivers,  is  why 
only  about  55,000  of  the  seven 
million  pagers  currently  in  use 


nationwide  have  LCD  alphanu¬ 
meric  displays,  Jedynak  said. 

The  Fon-Ex  technology  will  re¬ 
duce  the  cost  of  the  alphanumeric 
sendee  by  about  300%,  he 
claimed.  As  the  price  drops,  de¬ 
mand  for  the  receivers  will  in¬ 
crease,  making  it  possible  for 
manufacturers  to  lower  the  price 
of  the  equipment. 

To  contact  a  paging  service 
subscriber,  users  call  a  local  ac¬ 
cess  number  that  connects  them 
to  either  a  Sun  Microsystems,  Inc. 
workstation  or  an  IBM  Personal 
System/ 2  running  the  Fon-Ex 
software. 


F 

AJ  ventually,  travelers 
could  use  hotel  room 
phones  to  send  E-mail  or 
telex  messages. 

▲  ▲A 


Synthesized  voice  instructions 
walk  the  user  through  the  mes¬ 
saging  process.  At  the  end  of  each 
word  entered  by  the  caller,  a  syn¬ 
thesized  voice  reads  the  word 
back  for  verification. 

Vilien  the  system  encounters 
words  it  does  not  understand,  the 
voice  will  repeat  each  letter  back 
to  the  user.  Using  the  pound  key, 
the  caller  can  then  change  any 
letter  that  has  been  misinterpret¬ 
ed.  Likewise,  entire  words  and 
messages  can  be  deleted  and  re¬ 
recorded. 

Riskin’s  system  even  accounts 
for  the  letters  Q  and  Z,  which  are 
not  included  on  the  telephone 
keypad.  The  system  presumes  the 
letter  Q  is  lumped  in  with  P,  R  and 
S,  while  Z  falls  with  W,  X  and  Y. 

( continued  on  page  17) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

FCC  rejects  MCI  Tariff  15  motion.  The  Federal 
Communications  Commission  moved  quickly  last  week  to  reject 
an  effort  by  MCI  Communications  Corp.  to  limit  the  customer 
data  MCI  will  be  required  to  supply  in  connection  with  the 
agency’s  investigation  of  AT&T’s  Tariff  15. 

MCI  filed  a  motion  with  the  FCC  at  the  end  of  September 
asking  that  the  FCC  drop  its  “dragnet  request”  for  information 
on  all  single-customer  network  arrangements  offered  by  MCI, 
AT&T  and  US  Sprint  Communications  Co.  during  1988.  MCI 
argued  that  the  only  information  with  a  bearing  on  the  Tariff 
1 5  investigation  has  to  do  with  the  specific  offers  made  to 
Holiday  Corp.  by  AT&T  and  MCI. 

The  FCC  took  only  one  week  to  deny  MCI’s  motion  in  an 
order  adopted  Oct.  7  and  released  Oct.  11.  The  FCC  said  it 
required  information  beyond  the  specifics  of  AT&T  and  MCI’s 
offers  to  Holiday  in  order  to  decide  the  larger  policy  issues 
involved  in  single-customer  offerings.  The  FCC  had  already 
reached  a  decision  by  the  time  AT&T  filed  an  opposition  to 
MCI’s  motion  last  week. 

Nynex  in  uphill  battle.  Nynex  Corp.,  still  struggling  to 
enter  the  international  telecommunications  market,  faced 
strong  opposition  last  week  in  its  court  battle  to  purchase  a 
50%  interest  in  the  PTAT  transatlantic  fiber-optic  cable.  AT&T, 
MCI  Communications  Corp.,  the  Ad  Hoc  Telecommunications 
Users  Committee  and  Teleport  Communications-New  York  urged 

(continued  on  page  16 ) 
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At  last  away 

TO  MANAGE  THE  UNMANAGEABLE. 
HP'S  MULTI-VENDOR  NETWORK  SUPPORT 


At  Hewlett-Packard,  we're  well  aware  of  the  challenges  you 
face  in  effectively  handling  your  multi-vendor  computer  networks. 

Without  proper  control,  they  can  get  quickly  out  of  hand. 

That's  why  we  developed  HP  Network  Support,  a  range  of 
support  services  designed  to  help  you  keep  tight  reins  on  your  multi¬ 
vendor  environments. 

So  how  do  we  manage  it? 

We  analyze  your  business  needs,  both  present  and  future, 
then  develop  a  networking  strategy  that  suits  you. 

We  help  plan  and  design  your  network.  Prepare  you 
for  smooth  integration  of  new  or  expanded  networks  and  help  you 


start  up  your  operation,  making  sure  everything's  off  the  ground, 
flying  smoothly 

We  even  isolate  faults  that  may  develop  across  your  net¬ 
works,  working  directly  with  you  and  selected  vendors  to  quickly  pin¬ 
point  the  problem. 

Having  HP  as  your  major  networking  support  vendor  means 
you'll  be  better  equipped  to  manage  the  unmanageable. 

And  to  fit  your  specific  needs,  HP  Network  Support  services 
can  be  used  either  individually  or  together. 

Whatever  option  you  choose,  you'll  have  the  full  backing  of 
HP's  worldwide  support  organization  and  extensive  networking  experi¬ 
ence.  Not  to  mention  a  company  with  consistently  top  ratings  in  cus¬ 
tomer  service  and  support. 

That's  why  it's  high  time  you  called  in  Hewlett-Packard  to 
help  you  manage  your  multi-vendor  networks.  Because  once  we  start 
working  together,  you'll  wonder  how  you  managed  without  us. 

For  more  information  on  Hewlett-Packard  Network  Support, 
call  us  at  1  800  752-0900,  Dept.  251F. 


HEWLETT 

PACKARD 


TELECOMMUNICATIONS 


IBM,  Siemens,  RBHC  study  Europe  marts 

continued  from  page  1 3 


er  partners,  according  to  Thomas  Healey, 
Bell  Atlantic's  director  of  corporate  media 
relations. 

Martin  White,  managing  director  of  the 
European  technology  services  group  of  In¬ 
ternational  Data  Corp.  in  London,  said  the 
study  was  conducted  in  preparation  for 
1992.  when  international  trade  barriers  in 
Europe  will  be  lifted. 

The  Common  Market  environment  is 
expected  to  create  new  demands  for  ad¬ 
vanced  telecommunications  services  that 
will  foster  competition  among  the  post, 
telegraph  and  telephone  administrations 
of  Europe  and  private  network  services 
providers  like  IBM,  White  said. 

Big  Blue  provides  what  is  probably  the 
largest  value-added  network  service  in  Eu¬ 


rope,  he  said.  But  as  the  market  opens  up, 
IBM  stands  to  lose  business  to  the  PTTs, 
White  said. 

In  anticipation  of  that,  IBM  entered  into 
the  joint  study  with  Bell  Atlantic  and  Sie¬ 
mens,  forming  what  White  considered  a 
sound  strategic  alliance. 

“It  was  a  good  combination  —  IBM  with 
their  network  under  threat,  Bell  Atlantic 
with  a  lot  of  knowledge  of  what  worked  in 
the  U.S.  and  Siemens,  which  probably  has 
the  ability  to  make  [switching  equipment] 
better,  if  not  cheaper,  than  anyone  else  in 
Europe,”  he  said. 

Emergency  response  is  one  of  the  more 
ambitious  services  Europeans  want,  ac¬ 
cording  to  the  study.  Healey  said  it  is  not 
uncommon  for  cities  in  Europe  to  have 


three  different  emergency  numbers,  one 
for  the  police,  one  for  the  fire  department 
and  a  third  for  ambulance  service. 

The  new  service  would  not  only  con¬ 
solidate  these  into  one  number,  but  would 
incorporate  features  of  ISDN  to  make  the 
service  more  informative.  IBM’s  Forner 
said  callers  wrouIfl  be  able  to  have  their 
emergency  call  forw  arded  to  a  doctor  and, 
using  the  data  path  provided  by  ISDN  lines, 
send  a  file  containing  their  medical  rec¬ 
ords  at  the  same  time. 

Forner  acknowledged  that  it  may  be 
years  before  the  PTTs  can  make  such  ser¬ 
vices  available,  but  he  said  IBM  is  position¬ 
ing  itself  to  supply  hardware  and  softw  are 
to  the  companies  when  the  time  comes. 

Another  potential  growth  area  the  re¬ 
port  cites  is  advanced  toll-free  services.  Al¬ 
though  toll-free  service  is  available  in  Eu¬ 
rope  today,  Healey  said  it  has  limited 


functionality.  For  example,  a  green  num¬ 
ber  call  cannot  cross  the  boundary  of  one 
country  and  travel  into  another. 

By  1992,  a  continentwide  green  num¬ 
ber  service  will  be  essential,  Healey  said. 
The  service  proposed  in  the  report  uses 
automatic  number  identification  services, 
as  defined  by  CCITT  Signaling  System  7 
specifications,  to  route  calls  according  to 
factors  such  as  the  day  of  the  week,  time  of 
day  or  the  call's  origin,  Forner  said.  Such 
services  are  already  available  in  the  U.S. 

Forner  expects  the  service  will  eventu¬ 
ally  include  the  ability  to  route  a  call  to  a 
branch  of  the  called  company  located  near 
the  caller's  home.  Such  a  service  is  only 


One  potential  growth  area  is 
advanced  toll-free  services. 
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Another  AT&T  Tariff  rolls  by. 

The  FCC  has  allowed  yet  another  AT&T 
tariff  to  go  into  effect  pending  an  investi¬ 
gation  into  the  legality  of  the  offering.  The 
latest  proceeding  involves  a  proposal  from 
AT&T  to  provide  telecommunications  ser¬ 
vices  to  the  U.S.  General  Services  Adminis¬ 
tration  at  a  one-year  stabilized  rate  rather 
than  at  monthly  rates. 

Pacific  Bell  opposed  the  tariff,  saying  it 
is  unlawfully  discriminator)'  because  it  is 
available  only  to  one  customer  in  a  limited 
number  of  locations.  The  FCC  agreed  that 
AT&T’s  tariff  raised  significant  questions 
but  declined  to  suspend  the  tariff  during  its 
investigation.  □ 


A 


Some  businesses  are  just 
learning  it  exists. 

Others  may  not  be  able 
to  exist  without  it. 


G4  is  no  longer  just  the  wave  of  the  future. 

With  the  FAX-L3100,  Canon  has  opened  the  door  to  a  new  era  in 
business  communications. 

.  It’s  an  advanced  facsimile  that  uses  today’s  digital  networks 

*  (like  AT&T's  Accunet  Switched  56  Service")  to  transmit  your 
document  in  as  little  as  3  seconds  per  page.*  Plus  an  astounding 
400  x  400  DPI  resolution  in  the  fine  mode  for  virtually  perfect 
reproduction  of  original  documents. 

What's  more,  it  not  only  detects  errors,  but  actually  corrects 
•:  them  as  they  occur  for  unmistakable  document  integrity. 

»  In  finance,  government,  graphic  media,  or  any  application 

•  wTiere  speed  and  accuracy  are  essential— the  FAX-L3100  is 
.  bringing  a  new  level  of  efficiency  to  facsimile. 

And  doing  it  faster  than  ever  before.  IT 


qn  CO TT ' •  1  Test  CteafrOtbP*  Accuwh  Switches  56  *  a  rostered  t raajma.'v  AT&T 


For  more  tnformaiion  about  the  FAX-L3100.  can  ton  free  1-800-OK  CANON. 
Or  *rite  Canon  U.S. A..  Inc.,  PO  Box  52^0  Clifton  NJ07015 


▲  ▲A 


now  emerging  in  the  U.S.  (“Patented  call¬ 
routing  tool  boon  for  retail  industry,”  NW, 
Aug.  1). 

He  said  the  next  step  in  the  process  is  to 
approach  each  of  the  European  public  tele¬ 
phone  companies  with  the  report’s  find¬ 
ings,  a  process  that  has  already  begun. 

Forner  said  one  public  telephone  com¬ 
pany,  which  he  would  not  name,  has 
signed  on  for  a  detailed  study  of  its  particu¬ 
lar  situation. 

In  another  joint  effort,  the  three  com¬ 
panies  will  study  a  carrier’s  current  techni¬ 
cal  environment,  including  the  sophistica¬ 
tion  of  its  switching  equipment,  determine 
the  applications  customers  want  and  de¬ 
velop  an  implementation  plan  for  those 
applications,  he  said. 

The  findings  of  the  report,  which  is  in  its 
final  stages  of  preparation,  will  be  made 
public  in  four  to  eight  weeks,  Forner  said. 
“We’re  making  it  public  because  we  think 
we  can  promote  the  general  development 
of  these  services,  get  users  interested  and 
promote  the  establishment  of  a  market 
[for  intelligent  network  services],”  he 
said. □ 


Washington  Update 

continued  from  page  1 3 

U.S.  District  Court  Judge  Harold  Greene  to 
reject  Nynex’s  request  for  a  waiver  of  the 
Consent  Decree  that  would  allow  it  to  pro¬ 
vide  international  services. 

Opponents  say  Nynex  could  use  its  mo¬ 
nopoly  control  over  the  local  exchange  to 
cross-subsidize  the  costs  of  providing  ser¬ 
vice  and  to  discriminate  in  net  access.  An 
earlier  report  from  the  Justice  Department 
said  Nynex  had  failed  to  showr  that  it  would 
not  act  in  an  anticompetitive  fashion  if  al¬ 
lowed  to  enter  the  international  market. 
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Your  Strongest  Link  to  T1 . .. TNDS 


(Tie  Larse  Tl  Network  Diagnostic  System  .  .  . 

Intelligent  ESF-compatible  CSU s  for 
centralized  monitoring  and  control 
of  your  Tl  network. 
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turn  this  card  for  your  full-color  TNDS  brochure 
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TELECOMMUNICATIONS 


Device  transmits 
text  from  phone 

continued  from  page  13 

When  the  caller  is  satisfied  that  the 
message  is  correct,  the  message  is  convert¬ 
ed  into  an  ASCII  format  and  sent  to  a  pag¬ 
ing  switch.  At  that  point,  the  message  is 
handled  in  the  same  manner  as  other  pag¬ 
ing  traffic  —  methods  vary  depending  on 
the  paging  company  involved. 

Other  applications 

Besides  the  paging  system,  which  Jedy- 
nak  said  CUE  will  begin  marketing  in  the 
first  quarter  of  next  year,  Riskin  envisions 
using  the  system  in  conjunction  with  X.25 
networks  to  access  facsimile,  E-mail,  telex 
and  other  services.  It  has  not  yet  been  de¬ 
termined  whether  this  network  will  be 
linked  to  CUE’S  nationwide  satellite-based 


20  sign  on  for 
audio  message 
standard  group 

By  Bob  Wallace 

_ Senior  Editor _ 

SAN  FRANCISCO  —  Twenty  new  users, 
vendors  and  voice  mail  service  bureaus 
joined  the  ranks  of  the  Audio  Message  In¬ 
terface  Standard  (AMIS)  User/Vendor 
Council  at  the  group’s  recent  meeting 
here. 

The  new  members  include  Pacific  Gas  & 
Electric  Co.,  Ethicon,  Inc.  (a  subsidiary  of 
Johnson  &  Johnson),  Hewiett-Packard 
Co.,  Ameritech,  Southwestern  Bell  Corp., 
IBM,  Northern  Telecom,  Inc.  and  Bell 
Communications  Research,  Inc. 

The  group’s  voice  mail  systems  vendors 
were  divided  into  two  groups  at  the  meet¬ 
ing.  One  group  will  examine  digital 
networking  of  voice  mail  systems,  while 
the  other  will  study  analog  networking,  ac¬ 
cording  to  Roger  Benson,  a  telecommuni¬ 
cations  services  technical  specialist  with 
Eastman  Kodak  Co. 

The  vendors  are  “not  just  going 
through  the  motions,”  Benson  said.  “They 
have  been  very  supportive  all  along.  We  ex¬ 
pect  them  to  take  a  very  hard  look  at  each 
networking  scheme.” 

The  two  groups  will  report  their  find¬ 
ings  to  all  members  at  the  next  meeting, 
which  will  be  held  in  Dallas  Dec.  1  and  2, 
Benson  explained. 

“We  hope  to  decide  on  a  networking 
method  for  the  AMIS  specification  by  then, 
but  that  could  take  a  few  more  meetings,” 
he  said. 

Coca-Cola  Co.,  General  Electric  Co., 
The  Travelers  Corp.,  Johnson  &  Johnson 
and  Eastman  Kodak,  as  well  as  five  voice- 
mail  system  vendors  —  AT&T,  VMX/Op- 
com,  Inc.,  Octel  Communications  Corp., 
IBM/Rolm  Systems  Division  and  Centi¬ 
gram  Corp.  —  founded  the  group. 

Benson  wants  to  broaden  the  user  base 
of  AMIS.  “We  really  need  a  lot  more  users 
than  we  have  now,”  he  said.  Amoco  Corp. 
also  joined  the  group  this  year. 

Pacific  Bell,  a  prospective  voice-mail 
service  provider,  and  HP,  which  recently 
bought  a  piece  of  Octel  Communications, 
joined  the  group  as  users,  Benson  ex¬ 
plained. 

Users  and  other  parties  interested  in 
joining  the  group  should  contact  Robert 
Mercer  of  Hatfield  Associates,  Inc.,  a  Boul¬ 
der,  Colo. -based  consulting  firm,  at  (303) 
442-5395.  □ 


paging  network. 

The  multiservice  network  Riskin  is 
planning  will  eventually  have  worksta¬ 
tions  in  more  than  150  local  access  and 
transport  areas,  he  said. 

Each  workstation,  in  turn,  will  be  able 
to  dial  up  whichever  type  of  network  the 
user  desires  —  facsimile,  E-mail,  paging  or 
telex  —  to  transmit  messages  originating 
from  a  push-button  phone. 

The  workstations  will  also  be  able  to 
call  a  specified  number  and  deliver  a  syn¬ 
thesized  voice  message,  Riskin  said.  Or  a 
caller  can  specify  that  the  message  should 
be  delivered  by  paper  mail,  in  which  case 
the  phone  call  would  save  the  time  it  takes 
for  a  piece  of  mail  to  travel  from  the  call¬ 
er’s  destination  to  the  recipient’s,  where  it 
would  be  printed  locally. 

Riskin  also  said  each  user  could  main¬ 
tain  a  file  containing  a  personalized  mes¬ 


sage  distribution  list.  The  file  would  reside 
on  the  data  base  nearest  the  user’s  home. 
Should  that  user  travel  from  one  city  to  an¬ 
other,  the  file  could  be  called  up  from  the 
workstation  at  the  user’s  home  base  and  be 
sent  to  the  data  base  closest  to  where  the 
user  is  staying.^ 

“You  don’t  need  a  computer.  You  don’t 
need  anything.  You  make  a  local  call  to  one 
of  our  computers,  tell  it  who  you  are,  and 
the  computer  asks  you  what  you  want,” 
Riskin  said. 

“There’s  no  such  thing  as  having  to  car¬ 
ry  a  portable  office  with  you.  Wherever  you 
go,  we’re  already  waiting  for  you.  You  can 
sit  in  your  hotel  room,  send  faxes,  send  tel¬ 
ex,  dial  up  your  personal  phone  list  and 
send  paper  mail.” 

Riskin  said  he  has  filed  for  six  patents 
on  the  Fon-Ex  technology,  each  covering  a 
different  application  of  the  system.  □ 


Carrier  Watch 

continued  from  page  1 3 

terns  serve  about  2 1 ,000  customers  in  sev¬ 
en  states. 

Centel  originally  announced  its  inten¬ 
tion  to  buy  United  TeleSpectrum’s  cellular 
communications  operations  in  early  June, 
when  Centel  w-as  busy  fighting  a  takeover 
attempt  led  by  New  York  investor  Asher 
Edelman.  At  that  time,  Edelman  claimed 
Centel  agreed  to  pay  an  overly  high  price 
for  the  operations  as  a  way  of  thwarting  his 
takeover  attempt. 

Centel,  however,  said  the  purchase  re¬ 
flected  its  strategy  of  emphasizing  three 
core  businesses:  cellular  communications, 
cable  television  and  local  exchange  tele¬ 
phone  service. 

Centel  is  trying  to  sell  its  business  sys¬ 
tems  operation  to  finance  the  deal.  □ 


Your  Strongest  LinH  to  T1 


capabilities  make  TNDS  shine  when  you 
need  it  most . . .  when  trouble  strikes. 

With  TNDS  installed  in  the  T1  networks  of 
major  corporations  throughout  the  U.S., 
Larse  is  clearly  the  supplier  of  choice  for 
advanced  T1  CSUs.  And  for  good  reason. 

We  back  quality  products  with  quality  service 
and  support.  And  we  have  the  commitment 
and  expertise  to  help  with  your  particular  T1 
application. 

So,  to  get  the  most  from  your  T1  network, 
talk  to  the  T 1  leader. . .  talk  to  Larse. 


In  today’s  T1  world,  performance  is  critical. 
You  need  the  most  from  every  link  in  your 
network. 

At  Larse.  we’ve  been  building  advanced  T1 
equipment  and  systems  for  over  7  years  — 
longer  than  most  CSU  vendors  have  been  in 
business.  Our  L551  CSU,  a  3-year  veteran 
with  an  MTBF  of  over  1.2  million  hours,  set 
new  standards  for  reliability  and  built-in 
diagnostics.  And  Larse  has  led  the  field  in 
trouble-monitoring  systems  for  nearly  two 
decades. 

Last  year  we  introduced  the  premier  system 
of  intelligent  CSUs:  TNDS,  the  Larse  T1 
Network  Diagnostic  System.  Combining 
Larse  expertise  in  CSUs  and  monitoring 
systems,  TNDS  lets  you  monitor  and  test  an 
entire  T1  network  from  a  central  location. 
Extensive  performance  registers,  automatic 
alarm  reporting,  and  unparalleled  test 


Larse  Corporation 
4600  Patrick  Henry  Drive 
Santa  Clara,  CA  95054 
(408)  988-6600 
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UNITY  FROM  BYTEX.  THE  ULTIMATE  SOLUTION 
FOR  UNIFYING  NETWORK  RESOURCES. 


The  search  for  the  perfect  solution  to  managing 
and  simplifying  complex  communications  net¬ 
works  is  over. 

Because  now  there’s  Unity  from  Bytex. 

Unity  lets  you  access  your  network 
wherever  you  choose,  giving  you  the  flexibility 
and  control  to  use  your  resources  fully  and 
efficiently. 

With  Unity  you  have  centralized  control 
and  diagnostics  over  a  broad  range  of  equip¬ 
ment.  You  can  efficiently  combine  network 


capabilities  through  both  local  and  wide  area 
connectivity,  routing  and  bandwidth  manage¬ 
ment.  And  you  have  fully  automatic  restora¬ 
tion,  alternate  routing  and  switching,  allowing 
you  to  operate  a  much  more  dependable 
network. 

What’s  more,  Unity  meets  all  the  chal¬ 
lenges  of  changing  network  requirements  and 
future  growth. 

Unity  from  Bytex.  It  unifies  your  network 
resources,  gives  you  the  solution  to  network 


complexity,  and  makes  greater  productivity 
a  reality. 

Call  Bytex  today.  And  learn  how  to  bring 
Unity  to  your  network. 

CALL  TOLL  FREE  1-800-23-BYTEX. 


Bytex' 


BYTEX  CORPORATION,  120Turnpike Road,  Southborough,  MA 01772-1886 
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Worth  Noting 


“T 

IBM  and  DEC 
have  done  a  good  job 
of  connecting 
hardware  platforms. 
But  what’s  missing  is 
the  high-level  tool  kit 
to  connect  the 
platforms  at  the 
application  level.  This 
is  where  Cullinet 
thinks  it  can  make  a 
buck.” 

Steven  Scheidt 

Vice-president  of  marketing 
Cullinet  Software,  Inc. 

Westwood,  Mass. 
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■Packets 

NewBridge  Networks, 
Inc.  of  Herndon,  Va.,  recently 
announced  a  version  of  its  T-  i 
network  management  system 
that  supports  network  parti¬ 
tioning. 

A  network  administrator 
can  now  divide  a  T-l  net  into 
several  logical  partitions, 
each  a  subset  of  the  larger 
physical  network.  Each  parti¬ 
tion  can  be  managed  and  con¬ 
trolled  locally  from  a  terminal 
or  workstation  using  a  set  of 
management  and  control  fea¬ 
tures  custom-tailored  by  the 
overall  net  administrator,  ac¬ 
cording  to  the  company. 

The  new  capability  is  of¬ 
fered  on  the  company’s  4602 
MainStreet  Network  Manager, 
a  system  based  on  a  Sun  Micro¬ 
systems,  Inc.  workstation.  The 
4602  employs  an  approach 
that  allows  automated  net¬ 
work  control  functions,  such 
as  rerouting  of  call  connec¬ 
tions  wrhen  a  line  fails,  be¬ 
tween  the  network  nodes  and 
the  central  4602  control  unit. 
The  company  said  the  ap¬ 
proach  enables  it  to  imple¬ 
ment  decentralized  features 
such  as  partitioning  while  also 
allowing  centralized  manage¬ 
ment  of  other  functions. 

The  partitioning  capability 
will  be  available  early  next 
month. 

Packet/PC,  Inc.  has  re¬ 
leased  a  new  version  of  its 
Packet/3270,  a  communica¬ 
tions  package  that  runs  on  mi- 
( continued  on  page  21) 


NCR  software  lets  FEPs 
link  3270s  to  applications 

Users  can  now  toggle  between  applications. 


By  John  Cox 

_ Senior  Editor _ 

ST.  PAUL,  Minn.  —  NCR  Corn- 
ten  last  week  announced  soft¬ 
ware  that  enables  its  IBM-com¬ 
patible  front-end  processors  to 
connect  IBM  3270-type  termi¬ 
nals  to  multiple  applications  on 
IBM  and  non-IBM  host  systems. 

The  Multi-Vendor  Networking 
Facility  (MVNF),  available  for  the 
Comten  5620  and  5660  control¬ 
lers  and  the  369X  family,  allows 
users  to  shift  between  applica¬ 
tions  with  a  single  keystroke. 

Because  the  new  software 
runs  on  the  company’s  controller 
instead  of  the  host,  MVNF  can  link 
with  IBM  Systems  Network  Archi¬ 
tecture  and  non-SNA  hosts,  X.25 
networks  and  other  computers 
that  support  3270  applications, 
according  to  Kathleen  Vitalis,  an 
NCR  Comten  product  manager. 

In  addition,  the  software  pro¬ 
vides  security  features  that  a  net¬ 
work  manager  can  implement  to 
restrict  access  to  applications. 

The  company  also  plans  to  de¬ 
velop  an  interface  between  MVNF 
and  IBM’s  NetView  host-based 
network  management  software, 
Vitalis  said.  The  interface  will  be 
available  next  year. 

MVNF  is  a  cost-effective  way  of 
enabling  users  to  access  3270  ap¬ 
plications  that  reside  on  multiple 
IBM  systems  or  a  mix  of  IBM  and 
non-IBM  systems,  Vitalis  said. 
The  company  said  many  custom¬ 
ers  had  written  their  own  3270 
applications  and  were  running 
them  on  a  variety  of  computers. 
One  customer  had  three  termi¬ 
nals  on  users’  desks  in  order  to 
provide  the  needed  data  access. 

These  users  would  need  just 
one  terminal  using  MVNF,  select¬ 
ing  their  application  from  a  menu 
and  maintaining  active  sessions 
with  each,  she  said. 

After  logging  into  MVNF,  the 
software  displays  a  screen  of  sys¬ 


tem-related  information  and 
then  presents  a  main  menu  listing 
available  applications.  Users  can 
choose  from  the  list  using  either 
the  command  line  or  tab  and  se¬ 
lect  keys.  The  actual  logon  opera¬ 
tions  are  carried  out  by  the  MVNF 
software  on  the  controller.  A  set 
of  on-line  help  menus  and  a  tuto¬ 
rial  are  included. 

Vitalis  acknowledged  that  oth¬ 
er  so-called  “quick-switch”  pack¬ 
ages  exist,  but  she  said  those  are 
host-based,  designed  solely  for 
IBM  systems  and  they  do  not  pro¬ 
vide  access  to  non-IBM  systems. 

Through  the  Comten  369X  or 
5600  communications  proces¬ 
sors,  the  3270  user  can  be  linked 
over  a  Binary  Synchronous  Com¬ 
munications  path  to  a  Sperry 
Corp.  mainframe  or  through  a 
Display  System  Protocol-compli¬ 
ant  packet  assembler/disassem¬ 
bler  to  hosts  on  an  X.25  network. 

In  addition,  the  controller- 
based  program  enables  network 
managers  to  change  network 
user  definitions  on  line  without 
having  to  regenerate  the  system, 
a  time-consuming  process,  Vita¬ 
lis  said. 

MVNF  will  eventually  be  able 
to  pass  on  to  NetView  informa¬ 
tion  on  application  sessions,  ac¬ 
cording  to  the  announcement. 

MVNF  includes  two  elements, 
the  Multiple  Session  Manager 
(MSM)  and  a  series  of  host  inter¬ 
faces.  Customers  can  license  MSM 
on  a  monthly  or  yearly  basis,  de¬ 
pending  on  the  processor  used. 
Monthly  fees  range  from  $240  to 
$720.  Yearly  fees  range  from 
$2,640  to  $7,920.  The  host  inter¬ 
faces  carry  an  initial  fee  of  $285, 
with  a  monthly  charge  of  $95  or  a 
yearly  charge  of  $  1 ,045. 

NCR  Comten,  a  subsidiary  of 
NCR  Corp.,  is  located  at  2700 
Snelling  Ave.  N.,  St.  Paul,  Minn. 
55113,  or  call  (612)  638- 
8400.  □ 
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Cullinet  tool  kit  aids 
application  creation 

Developers’  helper  lets  users  build  distributed 
applications  for  IBM  mainframes  and  micros. 


By  John  Cox 

_ Senior  Editor _ 

WESTWOOD,  Mass.  —  Cul¬ 
linet  Software,  Inc.  recently  an¬ 
nounced  a  developers’  tool  kit  for 
building  distributed  applications 
that  run  on  IBM  mainframes  and 
microcomputers. 

Comprising  two  products,  En- 
terprise:Builder/PC-DOS  and  En- 
terprise:Generator/PC-DOS,  the 
microcomputer-based  tool  kit  al¬ 
lows  users  to  create  an  applica¬ 
tion  that  can  run  in  part  on  differ¬ 
ent  processors,  with  both  parts  of 
the  application  exchanging  data 
transparently,  according  to  Ste¬ 
ven  Scheidt,  Cullinet’s  vice-presi¬ 
dent  of  marketing. 

Cullinet  unveiled  the  products 
as  part  of  the  introduction  of  Cul¬ 
linet  Enterprise  Computing 
(CEC),  a  cooperative  processing 
scheme  that  uses  different  com¬ 
puters  to  handle  portions  of  a  sin¬ 
gle  task,  such  as  order  entry. 

CEC  is  based  on  a  client-server 
architecture,  in  which  the  client 


portion  of  the  application  resides 
on  a  microcomputer  and  is  linked 
to  the  server  portion  of  the  appli¬ 
cation  running  on  a  host  proces¬ 
sor.  The  server  portion  maintains 
shared  data  and  common  pro¬ 
gram  logic. 

Under  CEC,  applications  will 
be  able  to  access  any  ANSI  stan¬ 
dard  SQL  data  base  management 
system,  Scheidt  said. 

Users  of  the  tool  kit  can  devel¬ 
op,  for  example,  an  order-entry 
application  in  which  personal 
computer  users  perform  data  col¬ 
lection  and  validation  locally. 
The  application  could  involve  a 
credit  check,  which  would  entail 
accessing  information  on  a  main¬ 
frame  that  would  be  passed  down 
to  the  microcomputer. 

The  products  enable  applica¬ 
tion  developers  to  create  the 
codes  that  will  let  the  microcom¬ 
puter  application  and  the  main¬ 
frame  application  talk  with  each 
other  and  access  information 
( continued  on  page  20 ) 


Touch  package  to  use  OSI 
to  tie  multivendor  units 


By  John  Cox 

Senior  Editor 

SCOTTS  VALLEY,  Calif.  — 
Touch  Communications,  Inc.  said 
it  will  introduce  today  software 
products  that  enable  Apple  Com¬ 
puter,  Inc.  Macintosh  IIs,  IBM 
Personal  Computer  ATs  and  XTs, 
and  Digital  Equipment  Corp. 
VAXes  to  communicate  using 
Open  Systems  Interconnection 
protocols. 

The  products,  called  the 
Touch  OSI  R3-0  family,  turn  the 
microcomputers  into  OSI  clients 
and  the  VAX  into  an  OSI  server 
communicating  over  Ethernet  us¬ 
ing  OSI  protocols. 

The  client  systems  can  store 
and  transparently  access  fdes  on 
the  VAX  server,  use  an  array  of 
networked  printers  and  commu¬ 
nicate  with  other  systems  that 
support  OSI  or  one  of  its  subsets, 
Technical  and  Office  Protocol 
3.0,  Manufacturing  Automation 
Protocol  3  0  and  Government 
OSI  Profile  (GOSIP),  according 
to  company  officials. 

The  company  said  the  new 
software  is  the  first  integrated 
product  family  based  on  3-0,  the 
most  recent  TOP  standard. 

Subash  Bal,  vice-president  of 
marketing  for  Touch,  said  the 
software  packages  are  among  the 


few  end-user  OSI  products  on  the 
market.  Most  others,  he  said,  are 
implementations  of  the  OSI  pro¬ 
tocol  stack,  offering  little  in  the 
way  of  end-user  capabilities. 

But  not  many  end  users  will  be 
able  to  buy  the  products,  at  least 
initially.  Touch  is  marketing 
them  to  third-party  systems  inte¬ 
grators  that  assemble  turnkey 
networks  for  corporate  and  gov¬ 
ernment  clients.  The  company 
will  also  market  the  products  to 
large  corporations  with  in-house 
systems  integration  groups  that 
are  seeking  either  to  test  or  im¬ 
plement  OSI  networks. 

Touch  OSI  offers  the  same  ca¬ 
pabilities  to  all  three  computer 
systems:  file  access,  print  ser¬ 
vices,  security  features  and  sup¬ 
port  for  third-party  terminal  em¬ 
ulation  software. 

■  TouchFile  allows  the  client  mi¬ 
crocomputers  (Macintosh  II,  IBM 
Personal  Computer  AT,  XT  and 
compatible  computers)  to  store 
files  on  a  remote  VAX  running  the 
OSI  server  software.  The  files  can 
be  accessed  transparently  using 
the  commands  familiar  to  Macin¬ 
tosh  and  MS-DOS  users,  accord¬ 
ing  to  Andy  Lauta,  manager  of 
product  marketing  at  Touch.  The 
file  capability  is  based  on  OSI’s 
( continued  on  page  20) 
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Cullinet  tool  kit  aids 
application  creation 

continued  from  page  19 

stored  by  each  other,  according  to  Scheidt. 

The  products  are  designed  to  work  with 
Cullinet’s  mainframe  DBMS  product, 
IDMS/R,  and  its  mainframe  development 
tools,  he  said. 

The  two  products  are  meant  to  be 
bought  as  a  package.  The  developers’ 
workstation  costs  $4,000,  and  the  run¬ 
time  environment  costs  $250.  The  single¬ 
copy  license  fee  for  Mainframe  Server 
Communications,  which  handles  commu¬ 
nications  between  the  cooperating  proces¬ 
sors,  ranges  from  $8,000  to  $20,000,  de¬ 
pending  on  configuration.  Volume 
discounts  and  site  licenses  are  available. 
All  products  are  scheduled  to  ship  in  the 
first  quarter  of  1989- 


One  Cullinet  customer,  Federal  Kemper 
Insurance  Co.  of  Decatur,  Ill.,  is  taking  a 
close  look  at  the  new  products,  according 
to  Keith  Sievers,  Federal  Kemper’s  vice- 
president  of  information  processing. 

One  of  the  company’s  key  computer 
programs  is  an  application  used  in  deter¬ 
mining  what  premium  to  charge  for  an 
auto  insurance  policy  (called  policy  rat¬ 
ing).  The  application  takes  into  account 
variables  such  as  the  type  of  automobile, 
the  geographic  location  and  the  appli¬ 
cant’s  age. 

The  company  supplies  a  microcomput¬ 
er  version  of  the  application  to  its  indepen¬ 
dent  insurance  agents,  who  have  stand¬ 
alone  desktop  systems.  The  agents  use  the 
software  to  rate  a  policy  and  then  mail  the 
policy  to  the  home  office.  There,  the  main¬ 
frame  version  of  the  same  application  du¬ 
plicates  the  rating  process. 


When  the  company  changes  such  items 
as  premium  rates,  two  teams  of  program¬ 
mers  need  to  modify  both  the  presentation 
logic  and  the  programming  logic  in  both 
the  microcomputer  and  mainframe  appli¬ 
cations.  This  duplicated  effort  is  costly. 
Sievers  said  he  thinks  the  Cullinet  develop¬ 
ment  products  may  make  it  unnecessary. 

His  plan  is  to  let  agents  pass  informa¬ 
tion  to  the  data  center  through  an  industry 
network  called  Insurance  Value-Added 
Network  Services  (IVANS),  a  store-and- 
forward  service  based  on  IBM’s  value-add¬ 
ed  Information  Network.  Agents  will  send 
in  policy  application  data  electronically, 
eliminating  the  need  to  rekey  it  at  the 
mainframe  site. 

The  Cullinet  development  products  will 
let  the  company  create  a  single  set  of  appli¬ 
cation  specifications.  From  these,  code  can 
be  generated  automatically  for  the  main¬ 


frame  and  the  microcomputer  programs. 

In  addition,  Sievers  noted,  the  Cullinet 
approach  separates  the  application’s  pre¬ 
sentation  logic  —  what  the  agent  sees  and 
interacts  with  on  his  computer  screen  — 
from  the  program  logic  on  the  processor 
or  server.  The  company’s  programmers 
will  be  able  change  one  part  of  the  applica¬ 
tion  without  affecting  the  other,  simplify¬ 
ing  their  work,  he  explained. 

Separating  the  program  into  client- 
server  elements  is  the  basis  for  creating  a 
cooperative  program. 

If  desired,  Scheidt  said,  Federal  Kemper 
could  create  a  rating  program  that  would 
run  partly  on  the  agent’s  microcomputer 
and  partly  on  the  mainframe,  exchanging 
data  transparently  between  them.  Sievers 
said  such  a  step  is  not  being  planned  at  this 
time. 

Sievers  nonetheless  anticipates  bene¬ 
fits  in  several  areas.  Business  changes, 
such  as  new  rates,  will  be  reflected  much 
more  quickly  in  the  rating  application, 
both  on  the  mainframe  and  at  the  desktop. 

By  simplifying  program  development 
and  maintenance,  the  Cullinet  software 
will  let  Sievers  free  up  two  programmers  to 
work  on  other  projects,  he  said. 

As  part  of  its  implementation  of  the  CEC 
architecture,  Cullinet  announced  new  ver¬ 
sions  of  several  existing  products,  which 
have  been  renamed  to  mark  their  compli¬ 
ance  with  CEC.  Most  of  these  products  run 
on  Digital  Equipment  Corp.  VAX  comput¬ 
ers  and  will  be  available  within  the  next 
few  months. 

Cullinet  is  located  at  400  Blue  Hill 
Drive,  Westwood,  Mass.  02090,  or  call 
(617)329-7700.0 


Touch  package  to 
use  OSI  to  tie  units 

continued  from  page  19 
File  Transfer,  Access  and  Management  ser¬ 
vices.  Files  are  stored  on  the  VAX  in  stan¬ 
dard  VMS  file  formats  so  they  also  can  be 
accessed  by  VMS  users. 

■  TouchPrint  takes  the  standard  print  re¬ 
quests  of  the  client  microcomputers  and 
sends  them  out  over  the  OSI  network  to  re¬ 
mote  line  or  laser  printers. 

■  TouchSecurity  enables  DOS  and  Macin¬ 
tosh  clients  to  use  the  security  mecha¬ 
nisms  found  in  VAX/VMS,  protecting  the 
client  data  stored  on  the  VAX.  This  feature 
also  allows  the  clients  to  protect  their  data 
from  other  network  users,  Lauta  said. 

■  TouchTerminal  is  a  feature  that  sends 
serial  communications  to  OSI  servers,  en¬ 
abling  DOS  and  Macintosh  terminal-emu¬ 
lation  applications  to  run  across  the  OSI 
network.  This  capability  “provides  DOS 
and  Mac  users  with  access  to  VMS  services” 
such  as  VMSmail,  Lauta  said. 

■  TouchTerminal  also  acts  as  a  virtual 
gateway  to  other  networks  based  on  DEC- 
net  or  TCP/IP,  he  added. 

The  Touch  OSI  packages  also  support 
communications  with  other  computers 
supporting  MAP/TOP  3  0  or  GOSIP. 

Both  the  Touch  OSI  DOS  and  Touch  OSI 
Macintosh  software  packages  cost  $395. 
Adding  the  Ethernet  adapter  increases  the 
price  for  DOS  to  $  1 ,340  and  for  Macintosh 
to  $940.  Touch  OSI  VMS  software  ranges 
from  $3,000  to  $1 1,000,  depending  on  the 
number  of  users. 

Touch  also  announced  Touch  OSI 
QuickStart  Plus,  an  offering  that  includes 
training,  software  and  installation  of  a 
Touch  OSI  net.  The  $9,495  package  in¬ 
cludes  Ethernet  controller  hardware. 

Touch  Communications  is  located  at  10 
Victor  Square,  Scotts  Valley,  Calif.  95066, 
or  call  (408)  438-7927.  d 
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Most  local  area  networks  come  with 
strings  attached.  To  one  brand  of 
computer.  Or  PBX. 

Too  bad  if  you've  got  a  mixture  of  /: 
computers.  Or  departmental  LANs  - 
with  different  standards.  '• ,5?’ 

Let  TRW  cut  those  strings.  Well 
design  a  network  around  your  pres¬ 
ent  systems.  And  future  needs. 
Integrating  hardware  and  software 
from  multiple  suppliers,  we  can 
orchestrate  the  networking  stan¬ 
dards  and  services  that  suit  you  best. 

Most  important,  we  take  total  systems 
responsibility.  So  your  network  deliv¬ 
ers  productivity.  Not  just  promises. 

Call  us  at  (213)  373-9161.  Or  write: 
TRW  Information  Networks  Division, 
23800  Hawthorne  Blvd.,  Torrance, 

CA  90505.  Attn:  Marketing. 

Well  design  a  network  that  will  get 
you  off  the  hook. 
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TRW  Information  Networks  Division 

©  1988,  TRW  Inc. 
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fhe  fourth  algorithm  chooses  the  first 
^  that  is  operational,  giving  a  network 
ager  the  ability  to  create  a  7200-based 
>  network  with  alternate  routing,  Ro- 
«iaum  said.  If  a  line  between  mo  nodes 
I,  the  7200  can  search  at  once  for  an 
•native  path,  for  example,  through  a 
jl  network  node,  he  said, 
he  new  address  translation  feature  is 
ul  when  a  resource  such  as  a  computer 
bcessed  by  users  on  different  public 
ched  networks  (for  example,  in  differ- 
countries),  with  each  network  identi- 
sg  the  computer  with  a  different  ad- 
s.  One  address  label  is  translated  into 
|  :orrect  format  for  another  network  to 
e  sure  the  transmission  arrives  at  the 
pd  destination. 

mnet  is  located  at  1881  Worcester 
Id,  Framingham,  Mass.  01701,  or  call 
p)  879-6306.  □ 
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The  software  requires  no  application 
changes  on  the  mainframe  or  additional 
hardware  changes  to  the  personal  comput¬ 
er,  according  to  the  company. 

Packet/PC  is  located  at  270  Farming- 
ton  Ave.,  Farmington,  Conn.  06032,  or 
call  (203)  678-1961. 

CompuServe,  Inc.  has  announced 
that  users  of  its  EasyPlex  and  InfoPlex 
electronic  mail  services  can  now  send  mes¬ 
sages  from  a  personal  computer  directly  to 
facsimile  machines  worldwide. 

Domestic  prices  for  the  new  facsimile 
capability  are  75  cents  for  the  first  1,000 
characters  and  25  cents  for  each  addition¬ 
al  1,000  characters.  International  prices 
are  based  on  the  destination  country  and 
the  length  of  the  message.  □ 
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“Were  talking  about  an  overall 
building  savings  of  millions  of  dol¬ 
lars,  a  goal  the  IBX  is  instrumental  in 
helping  us  achieve 

—Administrative  Chief  of 
a  major  government  pension  program. 


Before  installing  the  IBX,  each  move, 
add  or  change  (MAC)  took  six  weeks 
and  a  minimum  cost  of  approximately 
$1000  if  there  were  no  walls.  Now  the 
basic  relocation  cost  is  around  $150,  and 
user  group  response  time  can  be  within 
a  24-hour  period,  if  not  less. 

Through  totally  integrated  solutions 
for  voice  and  data  communications, 
InteCom  can  help  your  own  company 
reduce  both  labor  and  operational  costs. 
No  matter  what  business  you’re  in.  No 
matter  what  information  you  need.  No 
matter  what  system  you’re  currently  using. 

Find  out  how  InteCom  can  make 
a  difference.  Call  us  at  1-800-INTE-800 
(X2661)  for  more  information  on  this 
major  government  pension  program’s 
IBX  installation  or  for  a  complete  pack¬ 
age  of  customer  profiles.  In  Texas,  call 
1-214-727-9141. 
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A  subsidiary  of  Wang  Laboratories,  Inc. 
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LOCAL  NETWORKING 

PC  AND  TERMINAL  TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


“S 

LJince  June 
1987,  TOPS  local 
network  shipments 
have  risen  from  2,000 
nodes  a  month  to  their 
present  level  of 
35,000  to  40,000 
nodes  a  month.  And 
we  don’t  see  any  end 
to  the  growth.” 

Richard  Shapero 

Vice-president/general  manager 
The  TOPS  Division 
Sun  Microsystems,  Inc. 

Alameda,  Calif. 


etnotes 


Tiara  Computer  Sys¬ 
tems,  Inc.  recently  intro¬ 
duced  three  Ethernet  adapter 
cards  designed  for  use  on  IBM 
Personal  System/ 2  Models 
and  Personal  Computer  AT- 
based  systems. 

The  three  new  cards,  called 
the  LANcard/E  *  AT  1 6-Bit, 
LANcard/E  *  MC  1 6-Bit  and 
LANcard/E  *  MC  Twisted  Pair, 
incorporate  the  latest  Ether- 
Star  local-area  network  con¬ 
troller  chip  from  Fujitsu  Mi¬ 
croelectronics,  Inc. 

The  LANcard/E*  AT  16-Bit 
model  works  with  IBM  Person¬ 
al  Computer  ATs.  The  LAN¬ 
card/E  *  MC  1 6-Bit  runs  on 
IBM  Personal  System/2s  with 
the  Micro  Channel,  including 
Models  50, 60, 70  and  80.  The 
LANcard/E  *  MC  Twisted  Pair 
combines  Micro  Channel  sup¬ 
port  with  SynOptics  Commu¬ 
nications,  Inc.  unshielded 
twisted-pair  technology.  It 
transfers  Ethernet  traffic  at 
10M  bit/sec  through  standard 
telephone  cabling. 

The  Fujitsu  controller  chip 
makes  the  Tiara  cards  “two  to 
three  times  faster”  than  simi¬ 
lar  Ethernet  cards  on  the  mar¬ 
ket  today,  claimed  Richard 
Watson,  the  company’s  vice- 
president  of  engineering  de¬ 
velopment.  They  also  improve 
network  throughput,  he  said. 

As  an  added  inducement, 
Tiara  has  backed  the  cards 
with  a  lifetime  warranty. 

All  three  cards  are  priced  at 
$695  and  are  available  now 
through  distributors.  For 
more  information,  contact  Ti¬ 
ara  at  2700  Garcia  Ave., 
Mountain  View,  Calif.  94043, 
or  call  (415)  965-1700.  □ 


Novell’s  Ray  Noorda 
lays  it  on  the  line 

Discusses  company’s  networking  approach, 
new  support  program  and  rivalry  with  3Com. 


Sytek  pleased  by  UB  move 
to  token-ring  MAP  nets 

Expects  to  net  millions  in  added  revenues  after 
losing  chief  competitor  for  token-bus  products. 

By  Laura  DiDio 

Senior  Editor 


In  the  first  of  a  two-part  ex¬ 
clusive  interview  with  Network 
World  Senior  Editor  Laura  Di- 
Dio,  Ray  Noorda,  president 
and  chief  executive  officer  of 
Novell,  Inc.,  discussed  the 
much-publicized  rivalry  be¬ 
tween  Novell  and  3Com  Corp., 
Novell’s  approach  to  network¬ 
ing  and  the  company’s  newly 
created  Independent  Hard¬ 
ware  Manufacturers  Support 
Program. 

Could  you  describe  how 
Novell’s  approach  to  net¬ 
working  differs  from  the 
competition? 

Our  approach  is  to  be  an  “any 
stop  shop”  for  networking.  We’ll 
sell  to  [value-added  resellers], 
systems  integrators  or  end  users. 
We  want  our  products  to  be  avail¬ 
able  from  a  lot  of  different 
sources. 

3Com,  on  the  other  hand, 
takes  more  of  a  “one  stop  shop” 
approach.  3Com  wants  to  be  like 
Hewlett-Packard,  which  is  where 
Bill  [William  Krause,  3Com’s 
president]  came  from. 


What  about  the  much-pub¬ 
licized  rivalry  between  No¬ 
vell  and  3Com?  According  to 
Krause,  the  rivalry  is  a  thing 
of  the  past;  your  two  compa¬ 
nies  are  going  in  different  di¬ 
rections.  Novell,  he  said,  is 
primarily  a  software  vendor 
while  3Com  is  a  complete 
networking  vendor. 

It’s  true  that  3Com  and  Novell 
are  traveling  two  different  paths, 
but  they’re  going  for  the  one  stop 
shop  mentality  while  we’re  going 
for  broad  distribution.  The  reve¬ 
nues  of  the  two  companies  are 
about  the  same;  our  growth  is  a 
little  higher  than  3Com’s.  We 
think  our  revenue  growth  will 
continue  to  accelerate  and  be 
equal  to  the  sum  of  3Com  and  its 
Bridge  [Communications]  divi¬ 
sion  combined. 

When  3Com  merged  with 
Bridge,  Novell's  sales  volume  was 
about  the  same  as  Bridge’s,  or 
about  $53  million.  I  know  Bridge 
very  well  because  I  was  a  found¬ 
ing  board  member  and  a  share¬ 
holder  of  their  stock  with  about 
( continued  on  page  25 ) 


MOUNTAIN  VIEW,  Calif.  — 
Ungermann-Bass,  Inc.’s  decision 
to  abandon  token-bus  technology 
as  the  basis  for  its  Manufacturing 
Automation  Protocol  Version  3  0 
products  comes  as  welcome  news 
for  rival  Sytek,  Inc.,  based  here. 

Sytek,  which  expected  Unger- 
mann-Bass  to  be  its  chief  compet¬ 
itor  for  token-bus  MAP  products 
in  the  factory  environment,  said 
Ungermann-Bass’  defection  to 
Ethernet  and  token-ring  MAP  net¬ 
works  will  net  Sytek  millions  in 
additional  revenue. 

“This  is  a  big  opportunity  for 
us  to  gain  a  bigger  share  of  the 
802.4  token-bus  MAP  market,” 
said  Phil  Edholm,  Sytek’s  director 
of  marketing.  “We  expect  to  real¬ 
ize  revenues  between  $  1 0  million 
and  $30  million  over  the  next  24 
months  from  the  sale  of  802.4  to¬ 
ken-bus  and  associated  prod¬ 
ucts.” 

Edholm  made  the  token-bus 
revenue  projections  for  the  pri¬ 
vately  held  company  following  a 
recent  meeting  of  the  MAP/TOP 
Users  Group  in  Chicago.  Unger¬ 
mann-Bass  announced  at  the 
meeting  that  its  MAP  Version  3  0 
will  be  based  on  Ethernet  and  to¬ 
ken  ring  because  its  token-bus 
MAP  2.1  product  proved  unprofit¬ 
able  (“UB  gives  up  on  token  bus 
for  MAP  networks,”  NW,  Oct.  3). 

Some  members  of  the  MAP/ 
TOP  Users  Group  —  most  nota¬ 
bly  General  Motors  Corp.  —  were 
disappointed  with  Ungermann- 
Bass’  abandonment  of  the  tech¬ 
nology,  claiming  the  move  could 
slow  the  MAP  effort. 

MAP  Version  2.1  and  the  latest 
version,  3-0,  both  call  for  the  use 
of  the  IEEE  802.4  token-bus  tech¬ 
nology  as  the  local  network 


transmission  medium. 

Michael  Kaminski,  manager  of 
communications/MAP  at  GM, 
said  Ungermann-Bass’  action  was 
“arrogant.”  GM,  Kaminski  said, 
“remains  totally  and  completely 
committed  to  token  passing  as 
the  method  of  transmission  on 
the  factory  floor. 

“The  GM  MAP  specification 
only  calls  for  IEEE  802.4  token 
bus;  it  does  not  address  the  IEEE 

802. 3  Ethernet  standard,”  he 
said.  “If  Ungermann-Bass 
chooses  to  use  the  upper  five  lay¬ 
ers  of  the  MAP  protocol  on  Ether¬ 
net,  we  can’t  stop  them  from  sell¬ 
ing  the  product;  but  they  can’t 
call  it  MAP.  The  name  and  the 
document  are  copyrighted  by 
General  Motors  and  can’t  be 
changed.” 

Kaminski  also  denied  pub¬ 
lished  reports  that  GM  was  throw¬ 
ing  out  existing  Digital  Equip¬ 
ment  Corp.  equipment  because  it 
does  not  meet  the  802.4  token- 
bus  standard.  “What  I  actually 
said  was  that  we  are  inclined  to 
give  preference  to  those  suppli¬ 
ers  that  provide  the  technology 
we  request  and  require  —  name¬ 
ly  MAP  products  using  the  IEEE 

802.4  standard. 

“If  vendors  such  as  DEC 
choose  not  to  provide  802.4  tech¬ 
nology  to  us,  then  GM  will  buy 
equipment  from  those  vendors 
that  do  produce  products  that  ad¬ 
here  to  the  standard,”  Kaminski 
said. 

Kaminski  acknowleged  that 
GM  is  considering  replacing  DEC 
MicroVAXes  with  equipment 
from  Hewlett-Packard  Co.  and 
Motorola,  Inc.,  among  others. 

GM,  he  said,  has  seven  or  eight 
plants  that  will  be  doing  automa¬ 
tion  work,  and  as  it  begins  to  se- 
( continued  on  page  53 ) 


LANMARKS 


BY  JOSEPH  ADLER 

Finding  net  management 
remedies  for  LANs 

As  local  networks  become  an  all-pervasive  and  essential 
element  in  the  computing  world,  an  unavoidable  question 
confronts  organizations  —  how  do  you  maintain  them? 

This  question  is  uppermost  in  the  mind  of  network  managers 
who  maintain  networks  that  support  a  broad  range  of  applica¬ 
tions  essential  to  the  day-to-day  workings  of  their  business. 
There  is  a  growing  reliance  on  these  networks  —  particularly 
heterogeneous  local-area  networks  interconnecting  different 
vendors’  equipment  —  to  handle  everything  from  financial  and 
administrative  tasks  to  manufacturing,  engineering,  and  re¬ 
search  and  development  applications. 

Underlying  this  heightened  concern  for  the  health  of 
networks  is  the  bewildering  array  of  physical  and  logical  faults 
that  can  afflict  them.  Many  of  these  faults  can  be  excruciatingly 
difficult  to  identify,  let  alone  diagnose.  They  include  low-level 
problems  related  to  the  cable  as  well  as  higher  level  difficulties 
associated  with  communications  software,  troublesome  network 
conditions  and  user  errors. 

In  severe  cases,  problems  can  take  a  whole  network  down. 
Cable  troubles,  in  particular,  occur  with  disturbing  frequency 
and  are  far  from  trivial.  Cables  are  often  damaged  during 
construction  or  facility  maintenance  and  disconnected  when 
equipment  is  moved. 

Given  the  esoteric  nature  of  local  nets,  more  obscure  but 

( continued  on  page  24 ) 

Adler  is  president  of  EON  Systems,  Inc.,  a  manufacturer  of 
intelligent  network  management  systems  for  local  networks 
based  in  Cupertino,  Calif. 
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Finding  management  remedies  for  LANs 

continued  from  page  23 


equally  disruptive  conditions  can  also 
strike.  In  Transmission  Control  Protocol/ 
Internet  Protocol  networks,  for  instance, 
there  are  protocols  for  helping  users  learn 
about  other  addresses  on  the  network. 

Unfortunately,  incorrect  implementa¬ 
tions  of  these  protocols,  which  result  in  so- 
called  “broadcast  packet  storms’’  and 
“Ethernet  meltdown,”  have  occurred.  In 
such  cases,  the  network  experiences  huge 
bursts  of  activity  about  every'  30  seconds. 
The  result  is  a  networkwide  slowdown. 

Other  problematic  conditions  can 
strike  at  various  layers  of  a  network  archi¬ 
tecture.  A  peculiar  condition  that  afflicts 
network-layer  protocols  is  “black  holes,” 
routing  errors  that  cause  packets  to  circu¬ 
late  aimlessly,  using  up  valuable  band¬ 
width.  And  at  the  highest  level,  applica¬ 
tions  designed  to  function  without  a  file 
server  on  a  Xerox  Corp.  Xerox  Network 
Systems  network,  for  example,  have  been 
known  to  create  excessive  broadcast  que¬ 
ries  as  a  result  of  trying  to  access  a  server. 

LAN  remedies 

Essentially,  there  are  three  product 
families  that  are  available  to  tackle  various 
pieces  of  the  local  net  maintenance  and 
management  puzzle.  They  include  cable 
testers,  protocol  analyzers  and  network 
management  systems. 

At  the  physical-link  level  of  the  Open 
Systems  Interconnection  network  model, 
dedicated  cable  testers  are  available  to  as¬ 
sist  in  locating  shorts  or  breaks.  A  number 
of  these  products,  w'hich  employ  a  tech¬ 
nique  called  time  domain  reflectometry, 
are  used  to  approximate  where  trouble 
spots  are  occurring  on  the  cable. 

But  from  a  network  manager’s  point  of 
view,  there  are  some  drawbacks  to  cable 
test  products.  First  is  the  relatively  high 
cost  of  the  tools,  which  can  reach  upwards 
of  $2,000.  Second  is  their  limited  func¬ 
tionality.  In  certain  tests,  accuracy  can 
range  from  plus  or  minus  40  feet  on  a  ca¬ 
ble,  w'hich  greatly  handicaps  users  in  locat¬ 
ing  faults. 

Protocol  analyzers  are  designed  to  per¬ 
form  detailed  analyses  of  protocol  layers 
by  capturing  data  packets  for  later  exami¬ 
nation.  These  tools  are  especially  useful 
during  the  installation  phase  of  networks 
for  debugging  purposes.  Protocol  analyz¬ 
ers  are  most  appropriate  for  technicians 
who  know  what  to  look  for  at  the  protocol 
layer  after  problem  conditions  arise. 

Network  management  systems  for  local 
networks  are  few  and  far  between.  They 
are  also  subject  to  an  almost  infinite  vari¬ 
ety  of  definitions  that  vary  from  vendor  to 
vendor.  More  importantly,  these  systems 
are,  out  of  necessity,  vendor-specific  be¬ 
cause  no  standards  have  been  clearly  es¬ 
tablished.  Therefore,  in  the  case  of  mixed- 
vendor  local  networks,  a  network  manager 
is  forced  to  employ  different  tools  in  order 
to  perform  network  management  tasks. 

In  the  broadest  sense,  net  management 
systems  should  continuously  monitor  a 
network,  assist  in  locating  and  diagnosing 
problems  and  help  correct  them  quickly. 

Depending  upon  the  sophistication  of 
available  products,  these  systems  may  pro¬ 
vide  one  or  more  data  bases  that  can  con¬ 
tain  information  on  a  network’s  compo¬ 
nents,  a  history  of  network  events  and  a 
log  of  alarm  conditions,  line  faults  and 
component  failures.  By  maintaining  such 
information,  management  reports  on  net¬ 
work  activity  can  be  produced  for  planning 
purposes.  Only  now'  is  the  local  network 
industry  seeing  the  emergence  of  systems 
that  can  approximate  this  definition. 


What's  in  store  for  local  net  manage¬ 
ment  systems?  Long  term,  the  industry  will 
see  the  emergence  of  intelligent  network 
management  systems  that  employ  expert 
system  and  fault-tolerant  technology.  The 
ultimate  goal  will  be  the  development  of 
networks  imbued  with  the  capability  of 
self-management,  whereby  the  system 
monitors,  learns,  tests,  diagnoses  and  ulti¬ 
mately  controls  itself. 

Short  term,  the  industry  is  witnessing 
the  emergence  of  a  new  class  of  intelligent 
management  systems  that  merge  the  vital 
characteristics  of  cable  testers,  protocol 
analyzers  and  network  management  sys¬ 
tems  into  a  single  unit. 

The  intelligence  found  in  this  next  gen¬ 
eration  of  management  systems  will,  in 


large  part,  be  derived  from  embedded  li¬ 
braries  of  predefined  tests  and  filters  that 
automatically  seek  out  faulty  packets  and 
performance-threatening  network  condi¬ 
tions. 

The  goal  is  to  alert  network  administra¬ 
tors  in  advance  of  conditions  that  may  lead 
to  problems.  Such  built-in  intelligence  will 
allow  local  network  managers  unfamiliar 
with  complex  packet  architecture  or  proto¬ 
col  standards  to  greatly  expand  their  diag¬ 
nostic  capabilities  and  expedite  solutions 
to  elusive  problems. 

Given  the  escalating  consequences  of 
network  downtime,  continuous  monitor¬ 
ing  of  a  network’s  traffic  will  no  doubt  be¬ 
come  imperative.  By  utilizing  a  tool  that 
monitors  the  network  at  all  times,  network 
managers  will  be  able  to  set  thresholds  for 
traffic  that,  if  exceeded,  can  trigger  alerts 
and  log  entries. 


Rather  than  having  to  guess  what  infor¬ 
mation  to  look  for  after  a  problem  ap¬ 
pears,  network  managers  will  soon  be 
equipped  to  proactively  identify  and  im¬ 
mediately  respond  to  all  network  problem 
areas. 

Continuous  monitoring  has  an  addi¬ 
tional  benefit.  Statistical  information  can 
be  captured  regarding  network  traffic  (like 
error  frequency  and  things  like  runts,  ad¬ 
dresses  that  are  too  short,  and  jabbers,  ad¬ 
dresses  that  are  too  long)  in  order  to  de¬ 
termine  usage  trends  for  the  purpose  of 
managing  the  network’s  efficiency  and 
planning  for  future  growth. 

As  networks  multiply  and  become  more 
dispersed,  the  need  to  manage  them  from  a 
central  point  will  increase.  And  this  means 
remote  access  to  distributed  nets  will  be  an 
essential  feature  of  this  new'  generation  of 
net  management  systems.  □ 


Invention  of  “thin-JUm  ”  read- 
write  technology  for  disk  an  d 
tape  storage. 


.#■ 


u.mtt/ 

ij / /  r-  '  / 


' 'n/fh 


First fabrication  of  four- 
million-bit  memory  chips. 


Advanced  “ resistive  ribbon  ” 
printing  technology. 


Most  advanced,  widely  used 
architecture  for  computer 
networks. 


“What  does  all  this  do  for  me?” 

Our  customers  are  practical  people.  They  believe  in  results.  And  so  do  we. 

That’s  why  IBM  technology,  like  that  pictured  here,  is  intended  to  offer 
solutions  to  our  customers. 

For  example,  our  customers  can  file  billions  of  characters  ol  information 
and  retrieve  three  million  characters  per  second,  for  a  fraction  ol  what  it 
cost  ten  years  ago-thanks  to  IBM’s  leadership  in  disk  storage  systems. 

Customers  using  relational  data  bases,  invented  by  IBM,  can  update 
and  retrieve  data  simply  by  telling  their  computers  what  they  want  to  do, 
not  how  to  do  it. 


C  Copyright  IBM  Corporation  1988 
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Novell’s  Ray  Noorda 
lays  it  on  the  line 

continued  from  page  23 
1%.  We  don’t  want  to  be  like  3Com  and 
Bridge.  We  didn’t  start  out  that  way,  and 
w7e  aren’t  going  in  that  direction.  The  rival¬ 
ry'  is  really  one  of  confusion  between  what 
wre  do  and  what  they  do. 

How  do  you  respond  to  critics  who 
say  that  the  NetWare  operating  sys¬ 
tem  is  actually  a  closed  architecture? 

The  message  is  that  there’s  an  open  and 
closed  mind-set  about  what  an  open  archi¬ 
tecture  is.  We  say  that  NetWare  is  designed 
to  interface  with  all  operating  systems  and 
all  hardware  systems. 

The  proof  is  in  the  pudding.  We’re  sup¬ 
porting  Apple  in  their  environment,  DEC 
in  their  environment  and  now  we’re  sup¬ 


porting  the  IBM  370  VM  in  that  environ¬ 
ment.  The  best  clue  to  what’s  happening  is 
w  hat  we’re  demonstrating  and  selling.  And 
so  what  people  mean  by  open  is  entirely  a 
subjective  definition.  Novell  is  interfacing 
with  more  products  than  any  other  vendor. 

With  the  merger  mania  that’s  been 
rampant  for  the  past  18  months  in 
the  local  net  industry,  do  you  foresee 
Novell  marrying  anyone? 

We  buy  into  companies  but  mostly  into 
software  businesses  involved  in  operating 
systems  or  related  functions,  like  commu¬ 
nications  management  or  data  base  [man¬ 
agement]  —  products  that  provide  hetero¬ 
geneity  and  software  interfaces  among 
many  different  mainframes. 

We  just  acquired  controlling  interest  in 
a  company  called  Indisy  Corp.  They  are  a 
mainframe  connect  software  business. 


We  certainly  don’t  want  to  get  into  a 
hardware-related  business  at  all,  and 
we’ve  been  saying  that  for  the  past  five 
years. 

Speaking  of  hardware,  could  you 
tell  us  about  the  newly  announced  In¬ 
dependent  Hardware  Manufacturers 
Support  Program?  People  at  the  re¬ 
cent  Novell  NetWorld  88  show  felt  it 
has  yet  to  be  fully  defined. 

The  only  responsibility  that  we  have  is 
the  same  one  that  we  have  with  the  Inde¬ 
pendent  Software  Vendor  program,  and 
that  is  to  supply  our  third-party  vendors 
with  interface  information  and  documen¬ 
tation  support.  These  third-party  hard¬ 
ware  vendors  want  to  know  how  they  can 
use  their  hardware  in  the  most  effective 
way  with  NetWare. 

What  if  something  goes  wrong 


with  the  hardware?  Who’s  responsi¬ 
ble? 

It’s  got  to  be  the  third-party  vendor.  No¬ 
vell  is  responsible  only  to  the  extent  that 
we  can  offer  guidance.  The  key  to  the  pro¬ 
gram  is  we  will  also  have  a  joint  testing  and 
application  platform.  We  have  a  very  ex¬ 
tensive  testing  facility  to  test  products  of 
vendors  who  advertise  themselves  as  being 
NetWare  compatible. 

We  run  the  products  through  our  lab, 
find  out  what’s  wrong  and  tell  them  how  to 
correct  any  problems  that  occur.  If,  for  ex¬ 
ample,  NEC  [America,  Inc.]  wants  to  be 
fully  compatible  with  NetWare,  they  sim¬ 
ply  send  us  the  product  and,  for  a  small  fee, 
we  check  and  certify  that  it  is  indeed  fully 
compatible  with  our  software.  That’s  the 
reactive  part. 

The  proactive  part  is  the  Independent 
Manufacturers  Support  Program.  If  a  com¬ 
pany  wants  to  build  a  product  that  takes 
the  fullest  advantage  of  our  System  Fault 
Tolerant  [SFT]  version  of  NetWare,  [in  or¬ 
der]  to  couple  some  disk  coprocessing 
functions  to  do  various  levels  of  SFT,  we 


Ray  Noorda 

work  with  them  and  tell  them  what  they 
have  to  do  to  accomplish  it. 

Speaking  of  software  alliances, 
what  went  wrong  with  the  Ashton¬ 
Tate  Corp.  alliance  that  was  sched¬ 
uled  to  be  announced  at  NetWorld  but 
was  abruptly  canceled?  As  we  under¬ 
stand  it,  Novell  and  Ashton  Tate 
were  going  to  form  a  joint  technol¬ 
ogy  and  marketing  alliance  to  incor¬ 
porate  the  forthcoming  dBase  IV  data 
base  management  system  into 
NetWare,  but  Ashton  Tate  bowed  out 
because  of  pressure  from  Microsoft 
Corp. 

There  was  just  a  change.  Circumstances 
beyond  the  control  of  both  Novell  and  Ash- 
ton-Tate  forced  the  cancellation  of  the 
deal.  All  I  can  say  is  that  the  details  of  what 
happened  will  have  to  be  revealed  by  Ash- 
ton-Tate.  It’s  our  objective  to  work  with  all 
software  vendors.  It  happened  that,  be¬ 
cause  of  the  popularity  of  dBase  IV  and  the 
significance  that  it  would  bring  to  distrib¬ 
uted  data  base  management,  Ashton-Tate 
was  a  logical  company  for  us  to  partner 
with.  But  when  we  got  down  to  the  wire, 
because  of  some  unusual  circumstances, 
we  just  couldn’t  go  through  with  it.  Tech¬ 
nologically,  it  was  straightforward;  from  a 
marketing  standpoint,  it  was  perfect.  But 
there  were  commitments  that  Ashton-Tate 
had  to  maintain. 

Where  does  this  leave  Novell? 

There  are  other  ways  to  do  the  same 
deal.  It  will  simply  take  longer,  that’s  all. 
We  will  use  a  different  approach  to  get  the 
same  results  both  with  Ashton-Tate  and 
other  data  base  software  vendors.  □ 


Device  with  the  densest 
“ packaging ”  of  high- 
performance  computer  logic. 


Invention  of  most  major 
magnetic  disk  technologies. 


Relational  data  base— the 
most  convenient  way  to  file, 
modify  and  retrieve  computer 
information. 


And  people  will  benefit  from  our  pioneering  development  ol  the  four- 
million-bit  memory  chip. 

It  holds  the  equivalent  ol  400  pages  of  double-spaced  typewritten  text, 
and  “reads”  it  all  in  one  quarter  of  a  second. 

Technology  like  this  is  helping  customers  of  all  sizes— in  industry, 
science,  government  and  education— solve  problems. 

Because  IBM  is  committed  to  leadership  in  state-of-the-art  technology, 
our  customers  can  depend  on  us  to  offer  more  state-of-the-art  solutions. 
That’s  IBM  technology  at  work.  ====^=  => 
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Is  this  any  way  to  treat  your 
good  old  NCP-4  software? 


Amdahl  Corporation 
1250  East  Arques  Avenue 
Sunnyvale,  CA  94088-3470 


Amdahl’s  4745  lets  you  run  NCP-4  and 
NCP-5.The  choice  is  yours. 

Sooner  or  later,  the  day  always  comes 
when  you  have  to  upgrade  to  a  bigger, 
faster  front-end  processor.  But  these 
days,  that’s  not  exactly  the  simplest, 
most  painless  proposition  around. 

Because  most  of  the  newer,  faster 
hardware  only  runs  NCP-5.  So  there’s 
no  such  thing  as  a  natural  transition 
from  one  system  to  the  next. 

Instead,  you  have  to  disturb  your 
data  center  with  new  software  .You 
have  to  interrupt  who-knows-how- 
many  critical  operations.  And  plan  on 
additional  training  costs. 

That’s  why  you  should  take  a  good 
look  at  our  4745.  It  lets  you  run  NCP-4 
or  NCP-5,  so  you  can  change  at  your 
own  pace. 

Better  yet,  changing  from  one  to 


the  other  is  a  simple  procedure.  If  you 
want  to  get  back  into  your  familiar 
NCP-4  environment,  it’s  there  when 
you  need  it. 

As  if  all  that  weren’t  enough,  the 
4745  also  offers  up  to  40%  higher 
throughput  than  its  closest  competi¬ 
tor.  And  a  new  approach  to  backup 
that  makes  more  sense  than  anything 
you’ve  seen  before. 

The  Amdahl  4745.  Before  you 
upgrade  to  any  other  system,  call  your 
Amdahl  representative.  And  we’ll 
show  you  the  difference  between  a 
drastic  change.  And  a  dramatic 
improvement. 

amdahl 

The  FLEXIBLE  Choice 


MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


Worth  Noting 


L.  ast  year,  1 2%  of  all 
data  processing 
professionals  on  the 
West  Coast  changed 
jobs,  up  from  a  low  of 
7%  just  1 8  months  ago, 
according  to  Edward 
Perlin  Associates,  Inc., 
a  New  York-based 
head-hunting  firm. 


association 

Watch 

The  National  Automat¬ 
ed  Clearing  House  Associ¬ 
ation  (NACHA)  is  sponsor¬ 
ing  a  seminar  entitled  “Bit  by 
Bit”  in  Phoenix  on  Nov.  3-  The 
seminar  will  brief  automated 
clearinghouse  users  on  record 
formats,  rule  changes,  rights 
and  responsibilities  of  net¬ 
work  participants  and  pro¬ 
posed  system  designs. 

NACHA  is  the  umbrella  or¬ 
ganization  for  42  associations 
nationwide.  These  include  29 
regional  automated  clearing¬ 
house  associations,  12  bank 
groups  and  Visa  International, 
Inc. 

The  organization  was  start¬ 
ed  in  1974  by  a  group  of  bank¬ 
ers  who  envisioned  electronic 
banking  replacing  check  pay¬ 
ments. 

For  more  information  on 
the  seminar,  call  Barbara  Hill 
at  (202)  659-4343- 

The  Electronic  Mail  As¬ 
sociation  is  gearing  up  for  its 
fifth  annual  conference,  to  be 
held  in  Boston  Oct.  24  and  25. 

Featuring  a  keynote  ad¬ 
dress  by  Ken  Olsen,  president 
and  chief  executive  officer  of 
Digital  Equipment  Corp.,  the 
conference  will  examine  cur¬ 
rent  trends  and  developments 
in  the  electronic  messaging  in¬ 
dustry. 

Among  other  topics,  “Elec¬ 
tronic  Messaging  ’88”  will  in¬ 
clude  an  overview  of  electron¬ 
ic  mail  by  several  vendor 
companies’  chief  executive  of¬ 
ficers  and  a  look  at  anticipated 
E-mail  offerings  by  regional 
Bell  holding  companies.  For 
further  information,  write 
Electronic  Mail  Association, 
1919  Pennsylvania  Ave.,  NW, 
Suite  300,  Washington,  D.C. 
20006.  □ 


Most  users 
at  TCA  favor 
freer  AT&T 

By  Anita  Taff 

Senior  Correspondent,  Washington 

SAN  DIEGO  —  Most  users  in¬ 
terviewed  at  the  recent  Tele¬ 
communications  Association, 
Inc.  (TCA)  Annual  Conference 
here  said  they  favor  giving  AT&T 
greater  freedom  from  regula¬ 
tions. 

Questions  about  the  manner 
in  which  AT&T  should  be  allowed 
to  compete  were  fueled  by  the 
Federal  Communications  Com¬ 
mission’s  recent  decision  to  al¬ 
low  AT&T  to  proceed  with  its  pro¬ 
posed  Tariff  1 5  while  the  agency 
investigates  it. 

Tariff  1 5  allows  AT&T  to  offer 
services  at  below-tariff  prices  for 
a  customer  that  had  been  offered 
cut-rate  service  by  an  AT&T  com¬ 
petitor.  AT&T  says  it  needs  the 
flexibility  of  Tariff  1 5  to  compete 
with  other,  increasingly  powerful 
long-distance  companies. 

Opponents  of  the  tariff,  which 
include  AT&T’s  rivals  and  some 
user  organizations,  say  FCC  ap¬ 
proval  of  the  tariff  would  effec¬ 
tively  deregulate  the  long-dis¬ 
tance  carrier.  Given  AT&T’s 
dominant  market  share,  they  say 
the  carrier  must  still  be  regulated 
to  prevent  anticompetitive  be¬ 
havior. 

Critics  also  claim  that  Tariff 
1 5  will  benefit  only  the  largest  us¬ 
ers,  while  smaller  companies  will 
continue  to  pay  higher  tariffed 
rates  for  service. 

Many  users  attending  TCA  said 
they  were  unconvinced  by  objec¬ 
tions  raised  against  Tariff  15.  “I 
don’t  see  why  one  company 


should  be  totally  regulated  when 
the  others  aren’t,”  said  Darren 
Thompson,  chief  of  communica¬ 
tions  with  the  county  of  Solano  in 
California. 

He  added  that  layers  of  regula¬ 
tion  raise  the  cost  of  service  for 
users  because  carriers  must  hire 
staff  members  to  ensure  that  they 
comply  with  government  re¬ 
quirements. 

Thompson  said  he  is  not  con¬ 
cerned  that  Tariff  1 5  will  disad¬ 
vantage  small  users  by  giving 
price  reductions  to  large  custom¬ 
ers.  “What  difference  does  it 
make  if  AT&T  can  offer  volume 
discounts?”  he  asked. 

Helmut  Wilp,  MIS  director  for 
the  West  Coast  Grocery  Co.  in  Ta¬ 
coma,  Wash.,  agreed  that  AT&T 
should  have  more  freedom.  He 


▼  T  hy  restrict 
AT&T  just  because  it’s  a 
dominant  carrier?”  Wilp 
asked. 

▲  ▲▲ 


said  that  since  AT&T’s  competi¬ 
tors  can  design  special  low-price 
deals  for  customers,  AT&T 
should  not  be  held  back. 

“Why  restrict  AT&T  from  do¬ 
ing  business  just  because  it’s  a 
dominant  carrier?”  Wilp  asked. 

“By  regulating  AT&T,  MCI  has 
the  chance  to  get  a  jump  on  it,  ’  ’  he 
said.  “AT&T  should  have  the  op¬ 
portunity  to  compete  with  other 
carriers  on  an  even  basis.  After 
all,  isn’t  this  the  land  of  opportu¬ 
nity?” 

Jim  Huckestein,  manager  of 
client  coordination  for  Chevron 
( continued  on  page  31) 


ICIT  produces  video  series 
on  ‘ Competing  in  Time ’ 


By  Wayne  Eckerson 

_ Staff  VWiter _ 

WASHINGTON,  D.C.  —  The 
International  Center  for  Infor¬ 
mation  Technologies  (ICIT)  is 
producing  a  video  series  based  on 
the  best-selling  book  Competing 
in  Time:  Using  Telecommuni¬ 
cations  for  Competitive  Ad¬ 
vantage ,  by  Peter  Keen. 

The  six-part  series,  aimed  at 
senior  communications  execu¬ 
tives,  will  begin  airing  this  winter 
on  “The  Computer  Channel,”  a 
satellite  broadcast  business  tele¬ 
vision  program. 

The  shows  will  feature  inter¬ 
views  with  executives  from  For¬ 
tune  1,000  companies  on  topics 
taken  from  Keen’s  book.  Among 
those  slated  to  appear  on  the  pro¬ 
gram  are  William  McGowan, 


chairman  of  the  board  of  MCI 
Communications  Corp.,  and  Ro¬ 
berta  Frackman,  designer  of  the 
first  international  banking  net  for 
Manufacturers  Hanover  Trust  Co. 

The  show  will  consist  of  taped 
interviews  with  senior  executives 
and  a  live  segment  in  which  call¬ 
ers  can  ask  questions  of  Keen  and 
his  guests. 

“The  Computer  Channel” 
programs  are  available  to  sub¬ 
scribing  businesses  that  have  sat¬ 
ellite  downlink  facilities  on  their 
premises.  ICIT  intends  to  pro¬ 
duce  a  commercially  available  vi¬ 
deocassette  based  on  the  series 
sometime  next  year. 

ICIT  can  be  reached  by  writing 
to  2000  M  Street,  NW,  Suite  800, 
Washington,  D.C.  20036,  or  by 
calling  (202)  659-1314.  □ 
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Voice  system  woes 
trip  up  university 

University  of  Colorado  at  Boulder  experiments 
with  voice-processing  system  for  registration. 


By  Rex  Bowman 

West  Coast  Correspondent 

BOULDER,  Colo.  —  The  Uni¬ 
versity  of  Colorado  (UC)  at  Boul¬ 
der  learned  some  painful  lessons 
from  its  recent  attempt  to  allow 
students  to  register  for  classes 
through  a  voice-processing  sys¬ 
tem. 

The  school  had  envisioned  en¬ 
abling  students  to  drop  or  add 
classes  from  either  terminals  on 
campus  or  push-button  phones  in 
their  dormitory  rooms  or  homes. 
With  a  new  voice-processing  sys¬ 
tem,  students  could  change 
course  schedules  by  using  the 
telephone  keypad  to  respond  to 
voice  prompts. 

“We  went  with  the  voice-pro- 
cessing  system  to  provide  better 
service  to  students,”  said  David 
Makowski,  director  of  systems 
development  for  UC-Boulder. 
“Any  thought  of  economic  bene¬ 
fit  was  secondary.” 


A  number  of  other  schools  are 
exploring  use  of  voice-processing 
technology  to  ease  the  registra¬ 
tion  process. 

Instead  of  making  students 
happy  through  technology,  how¬ 
ever,  the  university  found  itself 
facing  thousands  of  frustrated 
students  because  the  voice-pro- 
cessing  system  was  unable  to 
handle  the  load  placed  upon  it. 

The  trouble  started  on  Aug. 
30,  the  beginning  of  a  two-week 
period  in  which  students  were  al¬ 
lowed  to  change  their  class 
schedules. 

Because  Aug.  30,  a  Tuesday, 
marked  the  eve  of  the  fall  semes¬ 
ter,  thousands  of  the  university’s 
23,000  enrolled  students  rushed 
to  the  University  Memorial  Cen¬ 
ter  and  Events  Center  to  drop  and 
add  classes  through  computer 
terminals  there.  Other  students 
began  using  their  push-button 
( continued  on  page  30) 


EXECUTIVE  BRIEFS 


Top  pay.  Most  chief  executive  officers  in  this  country  will 
pull  in  salaries  and  bonuses  that  top  $412,000  this  year  —  a 
median  increase  of  more  than  8.1%  from  last  year,  according  to 
a  recent  survey  by  The  Conference  Board,  a  New  York-based 
management  group. 


The  CEO  paycheck 

Industry 

Median  compensation  Median  change 
(salary  and  bonus)  from  1986  to  1987 

Diversified  services 

(24  firms) 

$649,000 

+14.3% 

Manufacturing 

(224  firms) 

$642,000 

11.1% 

Energy 

(31  firms) 

$525,000 

10.4% 

Trade 

(33  firms) 

$413,000 

6.4% 

Commercial  banks 

(93  firms) 

$412,000 

4.9% 

Insurance 

(91  firms) 

$398,000 

8.1% 

Utilities 

(111  firms) 

$355,000 

8.6% 

Figures  are  based  on  a  survey  of  607  CEOs. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  THE  CONFERENCE  BOARD.  NEW  YORK 

By  way  of  comparison,  the  average  communications  manager 
earned  about  $61,600  annually,  according  to  a  recent  Network 
World  survey  (“Telecom  managers’  pay,  perks  on  the  rise,” 
Oct.  3).  Network  managers  saw  their  salaries  increase  an 
average  of  7.5%  in  1988.  Increases  in  both  CEO  and  communi¬ 
cations  manager  pay  have  outstripped  inflation,  which  has 
hovered  near  4.5%  for  the  past  18  months. 

Charles  Peck,  a  compensation  specialist  with  The  Conference 
Board,  said  CEO  salary  increases  were  higher  at  companies  with 

(continued  on  page  31) 
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ALCATEL  CORTELCO’ 
Manufacturer  of  Telephones 
and  Key  Systems 


FRIDEN  ALCATEL 
Postage  Meters,  Mailing  and 
Shipping  Systems 


ALCATEL  INFORMATION  SYSTEMS** 
Courier  3270-Compatible  Computer  Systems 
and  XTRA  Microcomputer  Systems 


*Formerly  Apparatus  Division  of  ITT  Telecommunications. 


**Formerly  Alcatel  Courier  and  Alcatel  XTRA  Business  Systems. 


ALCATEL  IS  VOICE 

COMMUNICATIONS 


In  fact,  Alcatel  is  a  synergy  of  leading 
companies  working  together  to  offer 
the  communications  and  information 
processing  systems  your  business  needs 
to  compete,  prosper  and  grow. 

Communications  companies,  such  as 
Alcatel  Cortelco,  Alcatel  PABX  Systems, 
Alcatel  Cable  Systems  and  Alcatel  Network 
SystemsAfianscom. 

For  over  three  decades,  Cortelco  has 
established  new  standards  of  performance 
through  the  development  and  manufactur¬ 
ing  of  a  complete  line  of  telephones,  key 
systems  and  PABXs.  Today,  with  annual 
shipments  of  over  3  million  units,  Cortelco 
is  one  of  the  world’s  largest  suppliers  of 
single-  and  multiline  telephones. 

With  a  record  of  excellence  spanning 
five  decades,  Alcatel  PABX  Systems  offers 
premium  quality  products,  such  as  the 
Alcatel  100  line  of  key  systems  and  small 
PABXs,  and  the  System  3100  voice/data 
PABX  designed  to  meet  the  needs  of 


companies  requiring  up  to  five  hundred 
telephones. 

A  pioneer  company  in  the  development 
of  fiber  optics,  Alcatel  Cable  Systems  offers 
one  of  the  industry’s  most  extensive  prod¬ 
uct  lines.  Including  optical  fiber;  copper, 
fiber,  submarine  and  tactical  cable;  and 
“fiber-to-the-home”  systems. 

Alcatel  Network  Systems/Tfanscom 
brings  over  65  years  of  experience  to  the 
development  and  manufacturing  of  high- 
quality  telecommunications,  transmission 
and  switching  products. 

Now  as  part  of  $13  billion  Alcatel,  these 
companies  share  the  financial  and  tech¬ 
nological  resources  to  provide  you  with 
further  innovations. 

So  take  a  close  look  at  the  communi¬ 
cations  solutions  Alcatel  has  to  offer. 

When  you  do,  you’ll  clearly  see  how  we 
can  improve  the  way  your  business 
communicates. 


T 


A  L  C  ▲  T  E  L 


For  more  information  on  the  Alcatel  companies, 
call  1-800-556-1234  (ext.  247)  or  in  California  1-800-441-2345  (ext.  247); 
or  write  Alcatel  Business  Systems,  1623  Buckeye  Drive,  Milpitas,  CA  95035. 


ALCATEL  PABX  SYSTEMS*** 
Advanced  PABX  and 
Key  Systems 


ALCATEL  SERVCOM 
Computer  Maintenance  and 
Support  Services 


ALCATEL  ALCATEL 

CABLE  SYSTEMS  GROUP  NETWORK  SYSTEMS/TRANSCOM 

Optical  Fiber  and  Cable  Systems  Transmission  and  Switching  Products 


***Formerly  ITT  Business  Communications  Corporation  and  Thomson  CSF  Operations. 


MANAGEMENT  STRATEGIES 


Voice  system  woes 
trip  up  university 

continued  from  page  27 
phones  to  drop  and  add. 

The  idea  of  placing  the  terminals  in  just 
two  locations  was  also  a  new  strategy  for 
UC-Boulder.  Previously,  terminals  were 
located  in  each  academic  department.  For 
example,  students  had  to  walk  to  the  phys¬ 
ics  department  to  drop  a  physics  class, 
then  walk  across  campus  to  the  English  de¬ 
partment  to  add  an  English  class. 

But  university  administrators  felt  the 
phone-in  system,  combined  with  central¬ 
ized  computer  terminals,  would  make  the 
drop/add  process  easier  for  students. 

“The  plan  was  to  have  only  the  fresh¬ 
men  and  graduate  students  call  in  on  Tues¬ 
day,  and  the  other  students  would  be  han¬ 
dled  through  the  computer  terminals,” 


Makowski  explained.  “On  Tuesday  morn¬ 
ing,  it  became  apparent  that  we  didn’t  have 
enough  terminals.  The  student  lines  were 
backed  up  —  we  counted  5,600  students 
waiting  in  line  —  and  they  weren’t  moving 
very  fast. 

“A  quick  meeting  was  called,”  he  con¬ 
tinued,  “and  there  was  a  decision  to  open 
up  the  telephone  drop/add  system  to  ev¬ 
erybody.” 

In  retrospect,  that  wasn’t  a  very  good 
idea.  “[We  thought]  everybody  could  just 
go  home  and  use  the  telephone  to  drop  or 
add,”  Makowski  said.  “But  instead  of  frus¬ 
trated  students  standing  in  line  to  get  to  a 
terminal,  we  had  frustrated  students  on 
phones  hearing  busy  signals.” 

Those  busy  signals  were  due  in  part  to 
the  fact  that  the  voice-processing  system 
also  supports  students  at  the  university’s 
Colorado  Springs  and  Denver  campuses. 


Those  students  were  also  trying  to  drop 
and  add  classes  by  telephone. 

The  Perception  Technology,  Inc.  Vo- 
com  II  voice-processing  system,  housed  on 
the  Boulder  campus,  is  linked  to  the  uni¬ 
versity’s  mainframe  via  an  AT&T  System 
85  private  branch  exchange.  The  voice¬ 
processing  system  supported  nine  lines  for 
calls  from  students  on  the  Boulder  cam¬ 
pus.  Students  calling  from  the  Colorado 
Springs  campus  were  given  eight  lines,  and 
off-campus  Boulder  students  and  students 
on  the  Denver  campus  shared  39  lines. 

Those  lines,  it  turned  out,  were  too  few 
to  handle  the  calls.  After  the  university  had 
announced  that  everyone  could  use  the 
phone-in  system,  long  lines  began  to  form 
in  front  of  phone  booths.  Meanwhile,  the 
long  lines  of  students  waiting  to  get  to  the 
terminals  did  not  go  away.  Some  students 
endured  waits  of  between  six  and  eight 


NEAX  2400  IMS  with  Store  and  Forward  Services: 


I  he  store  and  forward  services  of  the 
NEAX2400  IMS  are  transforming  the 
way  business  people  exchange  informa¬ 
tion.  That's  because  they  eliminate 
much  of  the  time,  trouble,  and  cost  usu¬ 
ally  associated  with  making  calls,  writ¬ 
ing  memos,  and  forwarding  documents. 

Take  Voice  Mail.  It  improves  tele¬ 
phone  efficiency  by  storing  callers'  mes¬ 
sages  and  forwarding  them  at  the 
recipient's  request.  Callers  leave  mes¬ 
sages  when  encountering  a  busy  signal 
or  no-answer,  eliminating  the  need  for 
repeated  callbacks.  Receivers  avoid  in¬ 
terruptions  by  forwarding  calls  to  their 
"mailboxes"  and  collecting  the  mes¬ 
sages  at  their  convenience. 

Text  Mail  enables  users  with  CRTs  or 
other  data  terminals  to  send  electronic 
memos  in  a  similar  way.  It  automatically 
formats  and  addresses  memos  —  to  one 
or  many  addressees  —  and  eliminates 
photocopying  and  mailing.  You  can  do 
the  entire  job  yourself  in  about  the 
same  time  it  now  takes  just  to  dictate 
the  message. 

Facsimile  Mail  improves  the  transfer 
of  image  information,  such  as  pictures, 
diagrams,  and  charts.  It  reduces  costs 
by  storing  documents  during  the  day 
and  sending  them  after  hours,  when 
phone  rates  are  lower.  It  also  saves  time 


VOICE  MAIL  MODULE 


TEXT  MAIL  MODULE 


FACSIMILE  MAIL  MODULE 


CaC 


Computers  and  Communications 


We've  got  it  all... 
and  we've  got  it  now. 


for  your  staff,  by  broadcasting  docu¬ 
ments  to  multiple  destinations  at  a  sin¬ 
gle  touch. 

You  can  add  any  or  all  of  these 
services  whenever  you  wish,  just 
by  adding  compact  modules  to  your 
NEAX2400  IMS  (Information  Manage¬ 
ment  System).  Similar  modules  let  you 
grow  —  from  as  few  as  32  ports  to  as 
many  as  23,184.  Still  other  service  mod¬ 
ules  provide  over  a  dozen  more  of  to¬ 
day's  most  sophisticated  voice  and  data 
capabilities.  Together  they  enable  you 
to  set  up  a  total  information  network, 
customized  to  meet  your  particular 
business  needs. 

The  NEAX2400  IMS  is  N EC's  finest 
expression  ofC&C™  (Computers 
and  Communications), 
and  the  product  of 
nearly  a  century  of 
telecommunications 
experience.  Find  out 
more  about  the 
system  that  handles 
all  of  today's  most  ad¬ 
vanced  communications 
capabilities.  Contact  NEC 
America,  Inc.,  Business 
Systems  Sales  Division, 

8  Old  Sod  Farm  Road., 

Melville,  NY  1 1 747,  via  one 
of  the  numbers  below. 


For  information  contact  us  by: 

Phone  1-800-626-4952 


(In  NY  State) ....  516-293-3015 
Facsimile . 516-753-7041 

Voice  Message ....  516-753-7125 
Teleconference  .  1-800-626-4952 

(Call  for  arrangements) 


NEC 

NEC  America,  Inc. 

Business  Systems  Sales  Division 

©1988,  NEC  America.  Inc. 


hours.  Many  students  slept  outside  the  Me¬ 
morial  Center  to  get  a  good  spot  in  line  the 
next  morning. 

“It  was  definitely  a  crisis,”  Makowski 
said.  “We  had  a  situation  that  we  needed  to 
address  very  quickly.  We  had  very  frustrat¬ 
ed,  angry  students  standing  in  line  without 
much  going  on.  But  it  wras  also  a  learning 
experience,  an  acid  test.” 

On  Thursday,  Sept.  1,  the  university 
added  another  eight  lines  to  the  voice-pro¬ 
cessing  system  and  extended  the  hours  for 
phone-in  drop/add.  Students  were  still 
standing  in  lines  on  Friday,  but  the  lines 
were  shorter  and  moved  more  rapidly. 

Although  they  would  like  to  forget  the 
entire  episode,  the  university’s  adminis¬ 
trators  learned  a  great  deal  from  the  expe¬ 
rience.  The  school  recently  created  a 
Drop-Add  Options  Committee  to  study 
where  the  process  went  wrong  and  how  it 
will  be  handled  in  the  future. 

Byron  McCalmon,  associate  vice-chan¬ 
cellor  for  student  administrative  services, 
was  appointed  chairman  of  the  committee. 
According  to  McCalmon,  the  lessons  UC- 
Boulder  draws  from  the  experience  may 
benefit  other  schools. 

“There  are  schools  that  have  [used 
voice-processing  systems  for  registration- 
type  applications],  and  most  of  those  had 
problems  their  first  time,”  McCalmon  said. 
“Every  school  that  comes  along  thinks  it 
won’t  have  those  problems.  But  it  seems  to 
be  quite  characteristic  that  you  never  plan 
for  the  experience  you’re  going  to  have. 
We  certainly  didn’t  know  what  was  going 
to  happen  to  us.” 

Although  McCalmon’s  committee  has 
not  yet  formally  proposed  changes  to  the 
drop/add  process,  he  said  UC-Boulder 
would  go  back  to  a  more  decentralized  ap¬ 
proach.  By  removing  the  drop/add  pro¬ 
cess  from  individual  departments,  he  ex¬ 
plained,  students  lost  touch  with  their 
academic  advisers. 

For  instance,  when  students  finally  ar¬ 
rived  at  a  terminal  and  tried  to  add  a  class, 
they  may  have  found  it  was  already  filled. 
The  students  were  then  forced  to  pick  an 
alternative  class,  although  there  were  no 
advisers  nearby  to  help  them  make  the  best 
choice. 

Dos  and  don’ts 

Makowski  has  also  come  up  with  a  list  of 
suggestions  to  help  schools  contemplating 
a  shift  to  registration  via  voice-processing. 
His  suggestions  include: 

■  Running  a  simulation  of  the  registration 
process.  For  instance,  UC-Boulder  failed  to 
run  a  simulation  of  the  drop/add  process 
and  therefore  underestimated  the  time  it 
takes  for  a  student  to  change  his  or  her 
schedule.  UC-Boulder  administrators  had 
estimated  students  would  spend  between 
five  and  10  minutes  in  front  of  a  terminal 
or  on  the  phone,  Makowski  said,  when  in 
fact  they  averaged  20  minutes. 

■  Helping  students  prepare  for  the  pro¬ 
cess.  Students  took  20  minutes  to  drop  and 
add  classes  because  once  they  found  par¬ 
ticular  classes  closed,  they  spent  time  flip¬ 
ping  through  catalogs  in  search  of  other 
classes,  Makowski  said.  Had  they  had  lists 
of  alternative  classes  ready,  the  process 
would  have  gone  more  smoothly. 

■  Setting  guidelines  that  state  which  stu¬ 
dents  should  be  allowed  to  use  the  voice¬ 
processing  system  and  at  which  times.  This 
keeps  the  system  from  overloading  from 
too  many  students  trying  to  call  in  at  the 
same  time. 

■  Using  as  many  terminals  as  it  takes  to 
keep  long  lines  from  forming.  Makowski 
also  agreed  with  McCalmon  that  terminals 
should  not  necessarily  be  grouped  in  one 
building.  □ 
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MANAGEMENT  STRATEGIES 


Executive  briefs 

continued  from  page  27 

improved  financial  performance. 

“The  theoretical  justifica¬ 
tion,”  he  said,  “is  that  the  CEO 
has  responsibility  for  company 
profitability.  If  a  company  has 
higher  profits,  then  compensa¬ 
tion  should  reflect  that.” 

Another  barometer  of  top  ex¬ 
ecutive  earnings,  according  to 
Peck,  is  whether  or  not  a  CEO’s 
company  is  regulated. 


Most  users  favor 
freer  AT&T 

continued  from  page  27 
Oil  Co.,  said  support  for  Tariff  1 5 
will  depend  largely  on  the  size  of 
the  user  company.  Large  users 
will  probably  be  the  primary  ben¬ 
eficiaries  of  cost  reductions  avail¬ 
able  under  the  tariff,  he  said. 
Consequently,  “Tariff  15  will 
probably  be  a  point  of  dissatisfac¬ 
tion  for  smaller  customers.” 

Robert  Justham,  telecom¬ 
munications  planner  for  the  Cali¬ 
fornia  Department  of  Motor  Vehi¬ 
cles,  also  dismissed  criticism  of 
Tariff  15. 

“For  a  long  time,  AT&T  was 
the  only  show  in  town.  It  should 
have  the  same  opportunities  to 
compete,”  he  said. 

Justham  said  he  believes  the 
market  is  competitive  enough  to 
operate  with  fewer  regulations. 


“F 

X  or  a  long  time, 
AT&T  was  the  only 
show  in  town.  It  should 
have  the  same 
opportunities  to 
compete,”  Justham  said. 

▲  A  ▲ 


Nancy  Messenger,  telecom¬ 
munications  manager  for  Me- 
morex  Computer  Supply  in  Milpi¬ 
tas,  Calif.,  said  she  doesn’t 
believe  AT&T  engages  in  unfair 
business  practices  and  thinks  that 
efforts  to  strictly  regulate  AT&T 
are  misplaced. 

Regulators  should  turn  their 
attention  to  smaller  providers, 
she  said. 

“They  [smaller  carriers]  come 
to  you  with  a  deal  that  sounds 
good,”  Messenger  said.  “But  in 
some  cases,  the  service  is  not  reli¬ 
able.  They’re  the  ones  that 
should  be  regulated.” 

However,  not  everyone  at  TCA 
was  cominced  that  greater  free¬ 
dom  from  regulation  for  AT&T 
will  benefit  users.  Roger  Martens, 
regional  sales  manager  for  Rock¬ 
well  International  Corp.,  said 
that  AT&T  has  such  a  big  chunk  of 
the  market  that  restrictions  on  its 
operations  are  appropriate. 

“Because  AT&T  has  such  a 
large  customer  base,  it  would  be 
unfair  for  them  to  compete  on  an 
individual-user  basis,”  he  said.  □ 


“CEOs  in  highly  regulated  in¬ 
dustries  make  much  less  money 
than  their  counterparts  in  unreg¬ 
ulated  industries,”  Peck  said. 
“You  can  see  this  in  our  results. 

“CEOs  in  the  most  highly  reg¬ 
ulated  industries,  utilities,  insur¬ 
ance  and  commercial  banks  (me¬ 
dian  compensation  of  $355,000, 
$398,000  and  $412,000,  respec¬ 
tively)  have  much  lower  median 
compensation  than  CEOs  in  the 
largely  unregulated  industries  of 
diversified  services  and  manufac¬ 


turing,”  (median  compensation 
of  $649,000  and  $642,000,  re¬ 
spectively)  he  continued. 

“The  reason  is  that  a  CEO  has 
more  impact  on  profitability  in  an 
unregulated  company  than  in  a 
regulated  one,  where  profits  of¬ 
ten  are  dictated  by  regulators,” 
he  said. 

The  Conference  Board  mailed 
surveys  to  2,700  CEOs  at  midsize 
to  large  companies  headquar¬ 
tered  in  the  U.S.  More  than  600 
responded. 


It’s  crunch  time.  If  you're 
worried  about  losing  your  job, 
you  should  really  worry  for  the 
next  month  or  so. 

That  is  because  more  layoffs 
happen  in  the  month  preceding 
Thanksgiving  than  at  any  other 
time  of  the  year,  according  to 
James  Challenger,  president  of 
Chicago-based  outplacement 
company  Challenger,  Gray  and 
Christmas,  Inc. 

“Based  on  our  records,  layoffs 
increase  about  10%  to  15%  be¬ 


tween  Oct.  15  and  Nov.  15,”  he 
said.  “Its  definitely  the  biggest 
layoff  period  of  the  year.” 

Challenger  said  his  company 
deals  with  some  600  discharged 
managers  each  quarter. 

According  to  Challenger,  lay¬ 
offs  increase  during  this  period 
because  most  companies  review 
budgets.  “Discharges  will  usually 
come  before  Nov.  1 5  because  em¬ 
ployers  do  not  want  to  cast  a  pall 
on  anyone’s  holidays,”  he 
said.  □ 


Introducing  Maxess. 
The  first  SNA  gateway  to 
open  the  wav  with  both 


3270  and  APPC. 
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Announcing  the  Maxess™  SNA  Gateway 
from  CSI.  The  first  LAN  gateway  to  com¬ 
bine  Advanced  Program-to-Program  Com¬ 
munication  with  superior  3270  support  in 
one  high-performance  package.  All  for  the 
price  you’d  pay  for  3270  emulation  alone. 

Our  APPC  support  allows  you  to  take 
advantage  of  the  new  generation  of  dis¬ 
tributed  applications.  Support  of  both 
LU  6.2  and  NT  2.1  lets  you  perform  both 
program-to-program  and  peer-to-peer 
communications. 

Our  3270  support  allows  you  to  access 
the  many  3270  applications  that  exist 
today.  You  get  all  the  features  you  expect 
for  complete  3270  emulation.  Plus,  3270 
PC-compatible  file  transfer,  user-definable 
keyboards  and  screens,  customizable 
printer  support  and  network  management 
capabilities. 

The  Maxess  SNA  Gateway  protects 
your  investment  in  IBM®  technology  and 
paves  the  way  for  the  future.  That’s  because 
the  Maxess  SNA  Gateway  is  fully  IBM- 
compatible  and  100%  complete.  It  supports 
the  same  protocols  and  Application  Pro¬ 
gramming  Interfaces  (3270  HLLAPI  and 


APPC/PC)  IBM  supports  in  its  products. 
You  don’t  need  to  add  additional  non-IBM 
host  software  or  re-write  applications. 

The  Maxess  SNA  Gateway  is  also  SAA 
compliant,  ensuring  compatibility  with 
future  IBM  directions.  It’s  your  guarantee 
the  Maxess  SNA  Gateway  will  be  as  valu¬ 
able  tomorrow  as  it  is  today. 

Most  important,  the  Maxess  SNA 
Gateway  works.  It’s  fully  documented, 
tested  and  supported.  It’s  based  on  soft¬ 
ware  field-proven  in  more  than  100  OEM 
environments  and  thousands  of  end-user 
installations.  Companies  such  as  Baxter, 
GE  Information  Services,  Philips  Informa¬ 
tion  Systems,  Tandem  Micro  Products 
Division,  Texas  Instruments,  Unisys  and 
United  Airlines  rely  upon  CSI  for  the  best 
IBM-compatible  data  communication 
products  and  the  most  respected  technical 
support  in  the  industry.  Once  you’ve  seen 
what  we  can  do  for  you,  we’re  confident 
you’ll  choose  CSI,  too. 

For  more  information  about  the  first 
SNA  gateway  to  provide  both  3270  and 
APPC  support,  plus  a  copy  of  our  informa¬ 
tive  brochure  “How  To  Choose  A  LAN 


Gateway,”  fill  out  and  send  the  coupon,  or 
call  CSI  today. 

CSI, 2125  Hamilton  Ave., San  Jose, CA  95125 
(408)  559-1118  FAX:  (408)  559-1552 
Telex:  171506  COM  SOL  SNJ  UD 
Framingham,  MA  (617)  879-8611 
Malvern,  PA  (215)  648-3994 


CSI 

A  3Com  DIVISION 


C  1988  CSI  Maxess  is  a  trademark  of  Communications  Solutions.  Inc  IBM,  Baxter.  GE  Information  Services.  Philips  Information  Systems.  Tandem  Micro 
Products  Division.  Texas  Instruments,  Unisys  and  United  Airlines  are  trademarks  of  their  respective  corporations. 


Yes.  Send  me  more  information  on 
the  new  Maxess  SNA  Gateway,  plus 
my  free  copy  of  “How  To  Choose  A 
LAN  Gateway.” 

NAME _ 

TITLE _ 


COMPANY, 

ADDRESS_ 


CITY,  STATE,  ZIP, 
PHONE _ 


CSI,  2125  Hamilton  Ave.,  San  Jose,  CA  95125 
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T-l  Risk  Management  Spotlight 


The 

Jury-Rigged  Network. 


Up  until  it  broke  down,  it  wasn't  a  bad  network.  However,  the  jury  is  still 

out  on  who's  responsible  for  fixing  it. 


f  you ’re  planning  to  build  or 
upgrade  your  communications 
^B  network ,  you  should  learn 
^B  about  the  “Jury-Rigged 
K  Network”  before  you 
^B  select  a  vendor. 

A  Jury- Rigged 
Network  is  one  that  was 
never  designed  or  implemented 
within  a  total  systems  perspective 
(including comprehensive,  cen- 
tralized  network  management). 

A  mix-and-match  assortment  of 
components,  it  performs  at 
degraded  levels  to  achieve  ad  hoc 
compatibility.  In  effect,  the  whole 
network  becomes  less  than  the 
sum  of  its  parts,  with  its  end 


We  can  design, 
build,  stage,  test, 
install,  manage, 
service  and 
upgrade  your  net¬ 
work  and  never 
lift  the  phone  to 
dial  a  third-party 
vendor” 


r~ 


users  left  to  discover-as  they  certainly 
will-the  weak  links  built  into  their  patch- 
work  network. 

Therefore,  the  key  to  managing  risk 
in  the  development 
of  your  network  lies 
with  selecting  a  total 
vendor.  A  vendor 
who  holds  all  the 
pieces  to  the  puzzle, 
and  knows  exactly 
what  to  do  with 
them.  A  vendor 
more  interested  in 
developing  a  long¬ 
term  strategy  for 


your  success  than  selling  a  limited  range  of 
off-  the-shelf  products. 

The  General,  General 
DataComm,  meets  these  demand¬ 
ing  criteria. 

Get  The  Total  Network  Story 

Talk  to  the  General  about  your 
networking  needs.  You’ll  find 
nobody  is  better  equipped  to  maxi¬ 
mize  your  network  investment  while 
minimizing  the  risks. 

With  nearly  20 
years  of  industry 
leadership,  the  larg¬ 
est  installed  T-l  cus¬ 
tomer  base,  and  by 
far  the  broadest  line 
of  communications 
products,  the 


General  operates  in  a  league  by  itself. 

Where  other  communications  companies 
farm  out  the  development  of  some  of  their  network 
products,  or  fill  in  the  gaps  with  equipment  from 
third  party  vendors,  the  General  manufactures  vir¬ 
tually  all  of  its  network  equipment.  That  allows  us 
to  design  in  network  integrity  from  the  smallest 
system  to  the  largest.  And  incorporate  system- 
wide  features  that  no  one  else  can  offer:  backward 
and  forward  compatibility  in  all  our  network  equip¬ 
ment;  total  network  management  from  a  central 
site,  even  in  a  DACS  environment;  and  instanta¬ 
neous  and  exact  pinpointing  of  system  failures, 
to  name  just  a  few. 

To  get  more  of  the  story, 
call  the  number  below.  We’ll 
send  you  “How  To  Master 
Your  Network”,  The  General’s 
Guide  To  Successful  Risk 
Management  in  Communica¬ 
tions  Networks. 

It  won’t  teach 
you  more  about 
the  Jury-Rigged  1 
Network-only  how  to 
avoid  it. 

1-800-777-4005 


In  Network  Strategies, 
There’s  Only  One  General 


General  DataComm 

Middlebury,  CT  06762-1299  (203)  574-1118 


PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


Worth  Noting 


Q 

LJee  inside  for: 

■  Products  that  link 
Honeywell  Bull’s  DPS  6, 
DPS  6  Plus  to  Ethernets 

■  Mux  Lab’s  electronic 
patch  panel  that  works  with 
twisted-pair  wire 

■  A  minisuper  that  acts 
like  a  network  server 


irst  Look 


■  ISDN  application 
development  kit  out 


Advanced  Micro  Devices, 
Inc.  recently  announced  a 
hardware  and  software  tool  kit 
for  vendors  and  large  end  us¬ 
ers  that  are  developing  Inte¬ 
grated  Services  Digital  Net¬ 
work  applications. 

The  AmLink3  tool  kit  con¬ 
tains  software  required  for 
ISDN  terminal  equipment  to 
communicate  directly  with  an 
AT&T  5ESS  central  office 
switch.  Future  versions  of  the 
software  will  support  North¬ 
ern  Telecom,  Inc.  DMS-100 
and  Siemens  Public  Switching 
Systems,  Inc.  EWSD  central  of¬ 
fice  switches. 

The  tool  kit  also  contains 
two  ISDN  Terminal  Coproces¬ 
sor  boards  and  two  Digital  Ex¬ 
change  Controller  boards  with 
evaluation  software.  Each  of 
these  requires  a  full  slot  in  an 
IBM  Personal  Computer,  XT, 
AT  or  compatible  with  at  least 
256K  bytes  of  random-access 
memory.  Together,  the  boards 
simulate  an  end-to-end  ISDN 
communications  environment 
and  can  be  used  in  component 
evaluation  and  software  de¬ 
velopment.  With  the  boards 
and  software,  designers  can 
produce  ISDN  terminal  equip¬ 
ment  that  provides  voice-only, 
data-only  or  combined  voice 
and  data  communications 
over  a  single  link. 

The  software  supports 
voice  and  data  transfer 
through  Layer  3  of  the  Open 
Systems  Interconnection 
model  and  is  independent  of 
operating  systems. 

AmLink3,  including  a  one¬ 
time  license  fee,  complete 
documentation  and  develop¬ 
ment  tools,  costs  $40,000. 
Update  packages  for  the  DMS- 
1 00  and  EWSD  switches  will  be 
( continued  on  page  34 ) 


DEC,  AB  join 
to  develop 
controller 

By  Wayne  Eckerson 

Staff  Writer 

NEW  YORK  —  Allen-Bradley 
Co.  and  Digital  Equipment  Corp. 
have  teamed  up  to  produce  an  in¬ 
dustrial  controller  that  speeds  up 
the  exchange  of  data  between  the 
factory  floor  and  DEC  applica¬ 
tions  in  companywide  networks. 

The  new  controller,  called  the 
Pyramid  Integrator,  compiles 
raw  data  from  factory  floor  de¬ 
vices  into  applications  running 
under  DEC’S  MVS  operating  sys¬ 
tem. 

“This  is  the  first  time  that  en¬ 
terprisewide  control  and  infor¬ 
mation  environments  have  been 
connected  in  a  completely  inte¬ 
grated  way,”  said  Linda  Sanders, 
a  DEC  spokeswoman.  “Previous¬ 
ly,  such  connections  required  in¬ 
terfacing  a  number  of  different 
vendors’  products.” 

The  alliance  represents  the 
first  time  DEC  has  licensed  a  com¬ 
pany  to  integrate  any  VAX  pro¬ 
cessor  for  a  jointly  developed 
commercial  product,  DEC  report¬ 
ed. 

“It’s  part  of  DEC’S  ongoing 


strategy  to  team  up  with  other 
leading  vendors  and  merge  our 
expertise  in  different  areas,” 
Sanders  said. 

“We  have  recognized  that 
manufacturing  is  inherently  a 
multivendor  environment  and  no 
one  company  can  provide  all  the 
answers  to  make  computer-inte¬ 
grated  manufacturing  work,”  she 
said. 

Allen-Bradley,  a  manufactur¬ 
er  of  industrial  automation 
equipment,  will  manufacture  the 
Pyramid  Integrator  using  DEC 
products,  development  expertise 
and  marketing  support. 

The  Pyramid  Integrator, 
which  will  be  sold  by  Allen-Brad¬ 
ley,  is  a  modular  system  of  hard¬ 
ware,  software  and  communica¬ 
tions  products  that  monitors  and 
regulates  automated  I/O  equip¬ 
ment  on  the  factory  floor.  The 
unit  contains  a  MicroVAX  Infor¬ 
mation  Processor  module,  which 
is  based  on  DEC  VAX  microchip 
technology  and  runs  the  MVS  op¬ 
erating  system. 

The  consolidation  of  the  Mi¬ 
croVAX  Information  Processor 
and  Allen-Bradley’s  logical  pro¬ 
grammable  controller  into  one 
unit  increases  the  rate  at  which 
data  can  travel  from  the  factory 
floor  to  VAX  applications  serving 
MIS  managers  elsewhere  in  the 
company. 

This  increased  data  rate  al- 
( continued  on  page  35 ) 


Dial-up  modem  for  IBM 
PCs  supports  AutoSync 


By  Jim  Brown 

New  Products  Editor 

SAN  ANTONIO,  Texas  —  Data 
Race,  Inc.  recently  introduced  a 
Hayes  Microcomputer  Products, 
Inc.-compatible  asynchronous 
dial-up  modem  for  IBM  Personal 
Computers  that  is  also  capable  of 
supporting  synchronous  and  fac¬ 
simile  transmissions. 

The  firm’s  MasterModem  PC  is 
compatible  with  the  Hayes  AT 
command  set  when  used  for  stan¬ 
dard  asynchronous  communica¬ 
tions.  Other  modes  of  operation 
are  made  possible  with  optional 
software. 

Used  in  asynchronous  mode, 
the  modem  supports  full-duplex 
transmission  and  can  communi¬ 
cate  with  Bell  103-compatible 
modems  at  300  bit/sec,  Bell 
212A-  and  CCITT  V.22-compati- 
ble  modems  at  1 ,200  bit/sec,  and 
CCITT  V.22bis-compatible  mo¬ 
dems  at  2,400  bit/sec. 

In  addition,  MasterModem  PC 
supports  Hayes’  AutoSync  soft¬ 
ware,  which  enables  Personal 
Computers  running  AutoSync- 
compatible  IBM  3270-type  termi¬ 
nal-emulation  software  to  use  an 
asynchronous  modem  to  commu¬ 
nicate  with  an  IBM  host  via  a  Sys¬ 
tems  Network  Architecture  net¬ 


work  at  speeds  up  to  9  -6K  bit / sec. 

Data  Race  also  announced  its 
own  AutoSync-compatible  termi¬ 
nal-emulation  software.  That 
software  enables  a  Personal 
Computer  using  MasterModem 
PC  to  emulate  an  IBM  3  2 78  termi¬ 
nal,  or  IBM  3770  or  3780  remote 
job  entry  workstation. 

The  full-duplex  MasterModem 
PC  can  also  be  used  in  conjunc¬ 
tion  with  Data  Race’s  Personal 
Computer-resident  PC-Fax  soft¬ 
ware  to  support  Personal  Com- 
puter-to-CCITT  Group  III  facsim¬ 
ile  transmissions. 

PC-Fax  software  translates 
Personal  Computer  files  to  fac¬ 
simile  format  and  transmits  them 
via  MasterModem  PC.  In  this 
mode,  MasterModem  PC  operates 
as  a  CCITT  V.  3  2 -compatible  mo¬ 
dem  at  up  to  9-6K  bit/sec. 

PC-Fax  also  converts  incom¬ 
ing  facsimiles  to  Personal  Com¬ 
puter  files,  which  can  be  automat¬ 
ically  printed  or  stored  to  disk. 

In  addition,  MasterModem  PC 
supports  Data  Race’s  built-in  Re¬ 
mote  Asynchronous  Computer 
Extension  software.  This  feature 
supports  a  link  between  ASCII 
terminals  or  Personal  Computers 
emulating  ASCII  terminals  and 
( continued  on  page  34 ) 
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Software  links  POS 
with  multiple  nets 

Package  lets  Stratus  minis  act  as  gateways 
that  connect  POS  devices  to  larger  systems. 


By  Jim  Brown 

New  Products  Editor 

WASHINGTON,  dZ  — 
Shared  Financial  Systems,  Inc.  in¬ 
troduced  software  that  enables 
retailers  to  link  a  mix  of  point-of- 
sale  devices  to  mainframes  and 
credit-card  authorization  net¬ 
works. 

The  company’s  StoreNet/2 
software  was  released  at  the  re¬ 
cent  National  Retail  Merchants 
Association’s  (NRMA)  30th  An¬ 
nual  Retail  Information  Systems 
Conference  here. 

GTE  Corp.  used  the  NRMA 
show  to  announce  the  formation 
of  its  Retail  Information  Systems 
division,  which  will  market  soft¬ 
ware  and  network  services  to  re¬ 
tailers.  GTE  has  divisions  specifi¬ 
cally  aimed  at  marketing 
software  and  network  services  to 
the  educational,  health  care,  fi¬ 
nancial  services  and  state  and  lo¬ 
cal  government  vertical  markets. 

StoreNet/2 

The  StoreNet/2  software  runs 
on  Stratus  Computer,  Inc.  mini¬ 
computers,  enabling  the  mini¬ 
computers  to  act  as  communica¬ 
tions  gateways  linking  POS 
devices  to  larger  systems.  Cou¬ 
pled  with  Stratus  minicomputers, 
StoreNet/2  will  compete  against 
IBM’s  Series/ 1  minicomputer, 
which  many  retailers  use  to  link 
POS  networks  to  corporate  IBM 
hosts  via  a  backbone  Systems  Net¬ 
work  Architecture  network. 

StoreNet/2  enables  Stratus 
minicomputers  to  communicate 
with  in-store  POS  controllers  that 
support  electronic  cash  registers 
via  a  serial  loop  network,  such  as 
IBM’s  4680  system.  It  also  lets 
the  Stratus  minicomputer  com¬ 
municate  with  stand-alone  elec¬ 
tronic  cash  registers,  electronic 
gas  pumps,  automated  teller  ma¬ 
chines  and  bar-code  scanners  at¬ 
tached  to  POS  cash  registers. 

StoreNet/2  uses  a  polling  al¬ 
gorithm  to  collect  data  from  at¬ 
tached  POS  devices.  That  data  is 
passed  to  a  transaction-process¬ 
ing  application,  such  as  price 
lookup,  running  on  the  Stratus  or 
to  another  application  running 
on  the  corporate  host,  such  as  in¬ 
ventory  management. 

Through  the  software,  the 
host  system  can  download  data, 
such  as  price  lookup  files,  to  re¬ 
mote  POS  controllers.  Store¬ 
Net/2  also  supports  a  messaging 
function  that  enables  the  host  site 
to  broadcast  messages  that  in¬ 
struct  each  store  manager  on 
such  matters  as  how  to  price  and 
display  sale  items  or  implement 


companywide  policies. 

StoreNet/2  also  works  in  con¬ 
junction  with  other  Shared  Finan¬ 
cial  Systems  software  for  the 
Stratus  minicomputer,  including 
ON/2  Electronic  Transaction  De¬ 
livery  System  (ON/ 2  ETDS). 
ON/2  ETDS  provides  direct  links 
to  private  credit-card  authoriza¬ 
tion  networks  operated  by  Ameri¬ 
can  Express  Co.,  MasterCard  In¬ 
ternational,  Inc.  and  Visa  Inter¬ 
national,  Inc. 

Currently,  many  retailers  sup¬ 
port  an  individual  link  between 
each  store’s  in-store  POS  cash 
register  controller  and  the  corpo¬ 
rate  host  as  well  as  a  link  to  third- 
party  network  services  that  pro¬ 
vide  access  to  credit-card 
authorization  networks. 
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To  consolidate  some  of  that 
traffic,  users  can  link  each  store 
to  a  Stratus  minicomputer  run¬ 
ning  StoreNet/2  at  regional  cen¬ 
ters.  That  Stratus  minicomputer 
then  provides  the  connections  to 
either  the  host  or  to  credit-card 
authorization  networks.  Like¬ 
wise,  users  can  place  a  Stratus 
minicomputer  in  each  store  and 
provide  a  single  link  to  a  host,  en¬ 
abling  links  to  other  nets. 

StoreNet/2  actually  consists 
of  a  series  of  terminal  control 
program  modules  that  support 
the  various  data  formats  used  by 
such  POS  terminal  vendors  as 
IBM  and  NCR  Corp.  These  termi¬ 
nal  control  programs  convert  the 
various  incoming  data  formats  to 
the  data  format  supported  by  the 
receiving  device. 

The  data  is  wrapped  in  a  com¬ 
munications  protocol  packet  by 
boards  residing  in  the  Stratus 
minicomputer.  The  networking 
protocols  now  supported  by  Stra¬ 
tus  include  asynchronous,  IBM 
Binary  Synchronous  Communi¬ 
cations,  IBM  Synchronous  Data 
Link  Control,  IBM  2780/3780 
Remote  Job  Entry  and  X.25. 

StoreNet/2  also  supports  net¬ 
work  management  functions. 
The  package  will  receive  network 
management  alarms  from  POS 
( continued  on  page  35 ) 
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available  next  year  for  $12,000 
each.  A  stand-alone  AmLink  tool 
kit  supporting  Link  Access  Proce¬ 
dure  (LAP)  D  and  LAP  B  proto¬ 
cols  can  be  ordered  separately  for 
$12,000. 

Advanced  Micro  Devices, 
Inc.,  5204  E.  Ben  White  Blvd., 
Austin,  Texas  78741,  or  call 
(512)385-8542. 


B  Honeywell  Bull  links 
its  minis  to  Ethernet 

Honeywell  Bull,  Inc.  recently 
announced  hardware  and  soft¬ 
ware  that  link  its  DPS  6  and  DPS  6 
Plus  minicomputers  to  Ethernet 
local-area  networks. 

Honeywell  Bull’s  Local  Area 
Control  Subsystem  (LACS)  is 
a  DPS  6  or  DPS  6  Plus  minicom¬ 
puter-resident  local-area  net¬ 
work  controller  board.  The 
board,  together  with  new  atten¬ 
dant  software,  links  those  mini¬ 
computers  to  Ethernet  networks 
or  any  network  compatible  with 
the  International  Standards  Or¬ 
ganization’s  Open  Systems  Inter¬ 
connection  model. 

Used  with  Honeywell  Bull’s 
new  Office  Network  Exchange 
(ONE)  server  file/print  server 
software,  LACS  lets  MS-DOS- 
based  Ethernet-attached  devices 
access  DPS  6  and  DPS  6  Plus  disks 
and  printers.  In  addition,  Ether¬ 
net-attached  microcomputers 
running  new  ONEpc  software  are 
able  to  access  DPS  6  or  DPS  6  Plus 
applications  via  LACS. 

The  LACs  and  file  server  soft¬ 
ware  are  available  now,  and 
prices  vary  depending  on  config¬ 
uration.  A  LACS  enabling  up  to 
eight  Ethernet-attached  devices 
to  simultaneously  access  a  DPS  6 
Plus  costs  $5,500. 

Honeywell  Bull,  Inc.,  200 
Smith  St.,  Waltham,  Mass. 

02154,  or  call  (617)  895-6733. 


Baiuns  let  users  transmit 
over  twisted-pair  wire 

3M  Corp.  recently  introduced 
baluns  that  enable  users  of  IBM 
3270  and  System/3X  equipment 
as  well  as  Wang  Laboratories,  Inc. 
minicomputers  to  transmit  data 
over  twisted-pair  wire,  instead  of 
coaxial  or  twinaxial  cable. 

3M’s  101  Coax  Eliminators, 
w'hich  link  IBM  3270-type  coaxial 
cable  to  twisted-pair  wire,  can  be 
used  individually  on  each  end  of  a 
point-to-point  link  or  in  many 
other  configurations,  including  a 
32-port  rack. 

The  baluns  have  BNC  connec¬ 
tors  for  connection  to  IBM  equip¬ 
ment  and  RJ-21  connectors  for 
twisted  pair.  The  maximum  dis¬ 
tance  supported  ranges  from 
1,000  to  1,500  feet,  depending 
on  the  type  of  twisted-pair  wire 
and  configuration  used. 

The  108  Coax  Eliminators 
support  data  transmission  from 
Viang  systems  and  compatibles. 
The  108  Coax  Eliminators  can 
support  distances  up  to  900  feet. 


The  baluns  use  BNC,  RJ-11  and 
screw7  terminal  connectors. 

The  110  Twinax  Cable 
Eliminators  replace  twinaxial 
cable  in  IBM  System/34,  Sys¬ 
tem/36  and  System/38  mini¬ 
computers.  They  can  connect  up 
to  six  terminals  and  printers  in  a 
daisy-chain  configuration.  The 
110  Twinax  Cable  Eliminators 
can  be  spaced  up  to  3,000  feet 
apart.  An  RJ-11  jack  is  used  for 
the  twisted-pair  wire. 

All  three  products  are  avail¬ 
able  now.  Prices  were  unavailable 
at  press  time. 

3 M  Corp.,  Dept.  88-012,  P.O. 
Box  2963,  Austin,  Texas 
78769,  or  call  (512 )  834-3897. 


■  Patch  panel  works  with 
unshielded  twisted  pair 

Mux  Lab  in  Montreal  recently  in¬ 
troduced  an  electronic  patch  pan¬ 
el  that  accommodates  unshielded 
twisted-pair  wire. 

Called  Muxpatch,  the  prod¬ 
uct  supports  the  eight-pin  RJ-45 
and  six-pin  RJ-12  interfaces  and 
is  available  in  16-  or  24-port 
models.  Muxpatch  ports  can  be 
configured  to  support  Universal 
Service  Order  Code,  AT&T  and 
IBM/Rolm  Systems  Division  wir¬ 
ing  standards. 

A  50-pin  interface  in  the  back 
of  the  panel  attaches  to  a  2  5 -pair 
feeder  cable  or  patch  cord.  Each 
port  is  identified  by  a  dual  set  of 
numbers. 

The  modular  units  can  be 
stacked  in  a  cabinet  or  wiring 
closet  to  provide  more  than  800 
ports.  Muxpatch  fits  a  standard 
19-in.  rack  and  comes  with  a 
dust-proof  cover. 

Muxpatch  is  compatible  with 
other  Mux  Lab  IBM  3270  and  Sys¬ 
tem  3X  products,  as  well  as  Wang 


Laboratories,  Inc.  products  such 
as  the  Monorack  24,  Monorack 
32,  W*rack  16,  Twinstar  and 
Double  Octopus. 

The  1 6-port  Muxpatch  is 
priced  at  $220,  and  the  24-port 
model  costs  $250.  Both  units  will 
be  available  later  this  month. 

Mux  Lab,  165  Graveline  St., 
Montreal,  Quebec,  Canada 
H4T1R3,  or  call  (514)  735- 
2741. 


Stellar  server  acts 
like  a  processor 

Stellar  Computer,  Inc.  recently 
announced  a  minisupercomputer 
that  can  act  as  a  network  server  to 
provide  processing  power  to  en¬ 
gineering  workstations  linked  in 
a  multivendor  local-area  net¬ 
work. 

The  CS1000  Computation¬ 
al  Server  processes  large  com¬ 
putation-intensive  applications 
for  a  network  of  workstations  at 
25%  the  cost  of  a  typical  minisu¬ 
percomputer,  according  to  the 
vendor.  The  CS1000  also  serves 
as  a  file  server  for  local-area  net¬ 
work-attached  workstations. 

Users  at  workstations  at¬ 
tached  to  Ethernet,  Transmission 
Control  Protocol/Internet  Proto¬ 
col  or  Proteon,  Inc.’s  ProNet  net¬ 
works  can  access  applications 
running  on  the  CS 1 000  as  well  as 
submit  processing  tasks  requiring 
more  power  than  the  workstation 
supports.  For  example,  the 
CS1000  can  conduct  finite  ele¬ 
ment  analysis,  seismic/geophys- 
ical  processing,  computational 
chemistry,  computational  fluid 
dynamics,  advanced  image  ren¬ 
dering  and  business  and  econo¬ 
metric  modeling  in  much  less 
time  than  the  workstation. 

In  addition,  workstations  run¬ 


ning  Sun  Microsystems,  Inc.’s 
Network  File  System  can  use  the 
CS1000  to  store  or  retrieve  files 
that  are  too  large  for  a  single 
workstation. 

Running  under  the  Stellix  op¬ 
erating  system,  the  CS1000  is 
transparent  to  users.  The  device 
acts  as  a  multiuser  system  for  up 
to  1 2  workstations  tied  to  it  via 
RS-232  connections. 

CS1000  supports  X/Windows 
and  Stellar’s  Programmers  Hier¬ 
archical  Interactive  Graphics  Sys¬ 
tem,  a  graphics  library  of  three- 
dimensional  interactive  graphics 
software. 

The  CS1000,  which  supports 
25  million  instructions  per  sec¬ 
ond,  is  compatible  with  Stellar’s 
GS1000  graphics  supercomputer 
and  runs  most  of  the  40  software 
applications  currently  available 
for  the  GS1000.  The  CS1000  can 
be  upgraded  to  function  like  the 
GS1000. 

The  CS1000  has  16M  bytes  of 
main  memory,  expandable  to 
1 28M  bytes,  and  1M  byte  of  cache 
memory.  The  superminicom¬ 
puter  supports  up  to  four  internal 
380M-byte  or  760M-byte  disks. 
Its  SPC/386  processor  monitors 
and  diagnoses  the  server,  and 
emulates  an  IBM  Personal  Com¬ 
puter. 

A  package  consisting  of  a 
1 50M-byte  cartridge  tape  drive,  a 
1 .2M-byte  floppy  disk,  the  Stellix 
operating  system,  the  Stellar  X/ 
Window  program,  an  operator 
console,  16M  bytes  of  main  mem¬ 
ory  and  a  380M-byte  disk  drive 
costs  $95,000. 

The  product  is  available  now 
and  can  be  delivered  90  days  after 
an  order  is  placed. 

Stellar  Computer,  Inc.,  85 
Wells  Ave.,  Newton,  Mass. 
02159,  or  call  (617)  964- 
1000.  U 


Modem  supports 
AutoSync 

continued  from  page  33 
ASCII  hosts.  The  modem-resident 
software  transmits  screen  up¬ 
dates  from  the  host  to  the  termi¬ 
nal  or  Personal  Computer  at  9-6K 
bit/sec  while  transferring  termi¬ 
nal  or  Personal  Computer  key¬ 
strokes  to  the  host  at  200  bit/sec. 

Data  Race  also  includes  its 
Block  Mode  Excelerator  software 
with  MasterModem  PC.  This  mo¬ 
dem-resident  software  makes  a 
9-6K  bit/sec  half-duplex  circuit 
act  as  a  full-duplex  circuit  and  is 
used  mostly  for  transferring  files 
between  Personal  Computers. 

MasterModem  PC  also  sup¬ 
ports  Microcom,  Inc.’s  Microcom 
Network  Protocol  (MNP)  Class  5 
data-compression  algorithm,  en¬ 
abling  the  modem  to  achieve  a 
throughput  rate  of  up  to  19-2K 
bit/sec.  MNP  Class  5  translates  a 
string  of  repetitive  bits  into  a 
shortened  code.  The  receiving 
modem,  which  must  also  support 
MNP  Class  5,  reassembles  the 
original  string  of  bits. 

A  stand-alone  MasterModem 
PC  costs  $  1,345,  while  a  Personal 
Computer  add-on  board  version 
costs  $995. 

The  PC-Fax  software  costs 
$295,  and  the  PC-3270-SNA  soft¬ 
ware  that  enables  the  Personal 
Computer  to  support  eight  con¬ 
current  IBM  3278  terminal  ses¬ 
sions  costs  $595.  PC-3770-SNA 
software  supporting  IBM  3770 
RJE  workstation  emulation  costs 
$495,  while  PC-3780-RJE  soft¬ 
ware  supporting  IBM  3780  RJE 
workstation  emulation  costs 
$395. 

Data  Race  is  located  at  1 2758 
Cimarron  Path,  Suite  108,  San 
Antonio,  Texas  78249,  or  call 
(512)692-3909- □ 
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When  we  built  our  first  statistical  multi¬ 
plexors,  hardly  anybody  knew  what  they 
were.  But  they  were  so  good  at  saving  data 
network  users  money,  they  got  popular  fast. 
And  got  a  shorter  name  in  the  process: 


'muxes."  f  brands  together.) 

Now  they’re  everywhere.  Over  180,000  But  they’re  not  just  the  same  old  muxes. 
MICOM  muxes  are  at  work  around  the  Take  our  third-generation  MICOM®  BOX 
world.  Cutting  costs  on  networking  1.5  mil-  series.  They  can  handle  32  channels  of 
lion  users.  (About  as  many  as  all  other  mux  sync  and  async  data  over  a  high-speed  link 
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PRODUCTS  &  SERVICES 


Microspace 
18-in.  USAT 
antenna  out 

By  Jim  Brown 

New  Products  Editor 

RALEIGH,  N.C.  —  Microspace 
Communications  Corp.  recently 
announced  an  18-in. -diameter 
ultrasmall  aperture  terminal 
(USAT). 

USATs  are  nearly  half  the  size 
of  traditional  30-in. -diameter 
very  small  aperture  terminals. 
Microspace’s  USAT  is  currently 
only  capable  of  receiving  trans¬ 
missions,  while  VSATs  support 
two-way  transmissions. 

Microspace  is  developing  a 
two-way  USAT  and  hopes  to  re¬ 
lease  the  product  next  year,  said 
Stephen  Grissom,  company  vice- 
president. 

The  USAT  can  receive  data 
from  Ku-band  satellites  at  up  to 
56K  bit/sec.  Typical  applications 
include  one-way  broadcasting  of 
electronic  mail  messages,  trans¬ 
mission  of  financial  information 
such  as  stock  quotes,  and  distri¬ 
bution  of  radio  programs  and 
one-way  voice  messages. 

Microspace  also  provides  sat¬ 
ellite  transmission  services  for 
USAT  users.  The  service  requires 
subscribers  to  transmit  data  from 
their  central-site  facilities  to  a  Mi¬ 
crospace  earth  hub  site  via  VSAT, 
microwave  or  land  lines. 

The  hub  site  uplinks  the  data 
to  General  Electric  American 
Communications’  K-2  satellite, 
which  broadcasts  the  data  back  to 
earth  where  it  is  received  by  a 
USAT.  A  receiving  USAT  antenna 
is  linked  either  to  a  stand-alone 


receiver  unit  or  directly  to  an 
add-on  receiver  board  residing  in 
an  IBM  Personal  Computer. 

Grissom  said  USATs  are  small 
enough  to  enable  some  users  to 
sidestep  local  laws  that  effective¬ 
ly  preclude  the  use  of  satellite 
transmission  equipment.  Con¬ 
cerned  over  the  appearance  of 
satellite  dishes,  some  cities  and 
towns  have  enacted  laws  requir¬ 
ing  users  to  build  screens  that 
hide  satellite  dishes  from  public 
view. 

A  USAT  can  overcome  those 
aesthetic  problems  because  it  can 
be  mounted  on  the  side  of  build¬ 
ings  or  inside  offices,  Grissom 
said.  When  mounted  inside  an  of¬ 
fice,  the  USAT  must  be  pointed  to¬ 
ward  a  window.  That  window  can 
be  closed  as  long  as  the  glass  does 
not  adversely  affect  the  data  sig¬ 
nal. 

A  USAT  can  also  be  mounted 
atop  a  building  with  less  chance 
of  causing  structural  damage, 
Grissom  said. 

The  USAT  is  priced  at  $900 
and  includes  the  antenna,  a  roof 
mount  and  a  receiver.  The  cost  of 
a  USAT  antenna,  a  roof  mount 
and  a  Personal  Computer-resi¬ 
dent  receiver  board  is  $1,100. 

While  the  USAT  is  less  expen¬ 
sive  than  some  VSAT  offerings, 
Grissom  said,  the  transmission 
costs  will  be  higher  than  those  as¬ 
sociated  with  VSATs  due  to  the 
fact  that  more  satellite  transmis¬ 
sion  power  is  needed  to  support 
smaller  antennas. 

Microspace  was  formed  last 
March  as  a  subsidiary  of  Capitol 
Broadcasting  Co.  In  addition  to 
USAT  services,  the  company  also 
provides  VSAT  services. 

Microspace  can  be  reached  by 
writing  to  711  Hillsborough  St., 
Raleigh,  N.C.  27605,  or  by  calling 
(919)890-6068.  □ 


DEC,  AB  develop 
controller 

continued  from  page  33 
lows  management  to  monitor 
and  change  processes  occurring 
on  the  shop  floor.  For  example,  a 
milling  or  metal-cutting  machine 
can  be  instantaneously  checked 
and  altered  to  stay  within  pre¬ 
scribed  tolerances  determined  by 
quality  assessments,  according  to 
Peter  Graham,  product  director 
at  DEC. 

The  MicroVAX  Information 
Processor  module  takes  up  two 
slots  on  the  Pyramid  Integrator’s 
eight-slot  chassis.  Computerized 
I/O  equipment  on  the  shop  floor 
is  controlled  by  another  module, 
the  Allen-Bradley  PLC-5/250 
Programmable  Controller. 


These  two  modules  have 
shared  memory,  which  allows  in¬ 
formation  from  control  equip¬ 
ment  to  pass  into  applications 
available  on  VAX  computers,  Gra¬ 
ham  said.  This  connection  cre¬ 
ates  a  “data  highway”  that  serves 
as  the  link  between  shop  floor 
data  and  VMS  applications  run¬ 
ning  on  VAX  computers,  accord¬ 
ing  to  Graham. 

The  MicroVAX  processor  sup¬ 
ports  DECnet  on  Ethernet. 

The  Pyramid  Integrator  re¬ 
places  three  pieces  of  free-stand¬ 
ing  hardware:  a  VAX,  a  protocol 
converter  and  a  programmable 
controller,  all  of  which  usually 


would  be  connected  using  RS- 
232-C  and  Allen-Bradley  local 
network  products. 

Besides  requiring  custom  pro¬ 
gramming,  the  old  setup  could 
handle  speeds  only  up  to  9-6K 
bit/sec,  compared  with  the  40M 
bit/sec  supported  by  the  Pyramid 
Integrator,  said  Michael  Moore, 
an  Allen-Bradley  spokesman. 

According  to  DEC’S  Sanders, 
many  joint  customers  of  DEC  and 
Allen-Bradley  have  been  explor¬ 
ing  ways  to  connect  VAX  applica¬ 
tions  with  controllers  running 
shop  floor  equipment. 

“We’ve  had  a  positive  re¬ 
sponse  from  potential  custom¬ 
ers,”  Sanders  said.  “We  have 
done  for  them  what  they  were 
planning  to  do  themselves.  They 
were  relieved  to  learn  that  they 


do  not  have  to  invest  the  dollars 
or  man-hours  doing  the  integra¬ 
tion  on  their  own.” 

DEC  and  Allen-Bradley  signed 
a  nonexclusive  agreement  that 
permits  the  two  companies  to 
make  similar  arrangements  with 
other  vendors. 

Officials  at  both  companies, 
however,  said  they  anticipate  that 
their  working  relationship  will  be 
long-term  and  will  generate  oth¬ 
er  products. 

The  Pyramid  Integrator  will 
be  available  by  the  first  quarter  of 
next  year.  Pricing  for  the  product 
will  be  released  by  the  end  of  No¬ 
vember.  □ 
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band  transmission  services.  Thus  giving 
you  the  most  cost-efficient  way  to  feed  into 
T1  mux  networks. 

Like  all  MICOM  muxes,  they’re  modular. 


Expand  them.  In  seconds. 

Our  muxes  also  support  far  more  applica¬ 
tions  than  anybody  else’s.  So  whatever  your 
network  need,  we've  got  a  mux  to  match. 
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Software  links 
POS  to  nets 

continued  from  page  33 
devices  and  pass  them  along  to 
the  IBM  host-based  NetView  net¬ 
work  management  package  as 
NetView  alerts.  A  StoreNet/2  en¬ 
hancement  due  out  in  the  first 
quarter  of  1 989  will  enable  a  Net- 
View  console  operator  to  issue  a 
NetView  command  to  resolve  a 
problem  with  a  POS  device.  That 
enhanced  StoreNet/2  package 
will  include  a  series  of  modules 
that  convert  NetView  commands 
to  the  comparable  command  sup¬ 
ported  by  the  POS  device  vendor. 

StoreNet/2  pricing,  which  in¬ 
cludes  the  cost  of  the  software 
and  a  Stratus  minicomputer, 
starts  at  $300,000. 

GTE  Retail  Information 

The  Tampa,  Fla.-based  GTE 
Retail  Information  Services  divi¬ 
sion  will  initially  sell  two  soft¬ 
ware  products  as  well  as  trans¬ 
mission  and  data  processing 
services  offered  by  other  GTE  di¬ 
visions. 

The  software  packages,  called 
Winning  Connection  and  Retail 
Success,  were  developed  by 
Choice  Computer  Corp.,  which 
GTE  acquired  last  April.  Both 
Winning  Connection  and  Retail 
Success  run  on  Unix-  or  Xenix- 
based  microcomputers  or  mini¬ 
computers.  Like  StoreNet/2, 
Winning  Connection  links  a  mix 
of  POS  devices  to  larger  systems. 
It  includes  modules  that  convert 
the  POS  device  data  formats  to 
the  data  format  supported  by  a  re¬ 
ceiving  device. 

Winning  Connection  also  sup¬ 
ports  links  to  third-party  vendors 
that  provide  such  services  as  data 
processing  or  credit-card  autho¬ 
rization.  It  supports  IBM  SNA, 
IBM  Binary  Synchronous  Com¬ 
munications  and  X.25  wide-area 
network  links. 

Additionally,  Winning  Con¬ 
nection  supports  a  network  man¬ 
agement  console  linked  to  the 
Unix-  or  Xenix-based  computer. 
This  console  can  control  POS  de¬ 
vices  as  well  as  convert  POS  net¬ 
work  management  alarms  to  Net- 
View  alerts  and  pass  them  to  the 
host. 

Like  StoreNet/2,  Winning 
Connection  supports  configura¬ 
tions  in  which  a  Unix-  or  Xenix- 
based  computer  in  each  store  is 
linked  directly  to  a  host.  Those 
in-store  systems  can  first  be 
linked  to  systems  at  regional  cen¬ 
ters  that  are  also  running  Win¬ 
ning  Connection. 

Retail  Success  software  is  a 
suite  of  applications  that  helps 
retailers  track  inventory  and 
sales  as  well  as  create  pricing 
data  bases. 

The  GTE  division  is  initially 
targeting  the  software  at  retailers 
with  a  chain  of  between  30  and  50 
stores.  The  cost  of  Winning  Con¬ 
nection  for  a  50-store  chain 
ranges  from  $10,000  to 
$100,000,  depending  on  config¬ 
uration.  The  cost  for  Retail  Suc¬ 
cess  in  a  50-store  chain  ranges 
from  $15,000  to  $150,000,  de¬ 
pending  upon  configuration.  □ 
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OPINIONS 


MARKETING  STRATEGY 


BY  JAMES  HERMAN 


NetwqrkWqrld 


AT&T  struggles  to 
meet  users’  net 
management  needs 

AT&T  is  pushing  hard  to  dislodge  IBM’s  NetMew  as  the  de 
facto  standard  for  enterprisewide  network  and  systems  manage¬ 
ment.  The  centerpiece  of  AT&T’s  strategy  is  its  Unified  Network 
Management  Architecture  (UNMA). 

UNMA  will  use  International  Standards  Organization  (ISO) 
protocols  to  support  information  exchange  between  AT&T’s 
owti  management  systems  and  those  of  other  vendors,  carriers 
and  users.  Its  specification  for  use  of  the  ISO  protocols  is  called 
the  AT&T  Network  Management  Protocol  (NMP).  AT&T  has  so 
far  published  four  NMP  documents,  which  provide  one  of  the 
most  detailed  glimpses  to  date  of  how  Open  Systems  Intercon¬ 
nection  management  will  work. 

Although  AT&T’s  initiative  in  fleshing  out  the  concepts 
behind  ISO  management  is  laudable,  this  can  only  be  an  interim 
measure.  Achieving  multivendor  interoperability  requires  a 
vendor-independent  definition  and  naming  of  management 
data.  This  is  the  major  motivation  for  the  OSI  Network 
Management  Forum,  which  AT&T  played  a  major  part  in 
forming.  If  the  members  of  the  forum  can  establish  a  common 
set  of  OSI  management  definitions,  they  will  create  an  industry 
standard  that  other  vendors  will  be  compelled  to  implement. 

UNMA  and  NMP  are  not  products,  however,  and  AT&T’s 
current  set  of  network  management  products  is  a  mixed  bag. 
The  major  deficiency  of  AT&T’s  systems  is  that  they  are  not 
capable  of  analyzing  higher  level  data  communications  proto¬ 
cols;  they  have  been  aimed  at  physical  networks  that  carry 
voice  rather  than  data. 

AT&T  also  lacks  software  distribution  and  remote  support 
functions  for  distributed  computer  systems. 

AT&T’s  public  network  services  do  not  yet  send  real-time 
alarm  information  to  private  management  systems,  even  those 
made  by  AT&T.  Although  there  are  many  AT&T  services  that 
allow  customers  to  control,  configure  and  get  reports  on  the 
network  services  they  use,  these  are  all  structured  as  simple 
terminal  access  to  multiple  public  management  systems. 

UNMA  is  supposed  to  fix  all  this,  of  course.  UNMA  and  NMP 
will  allow  AT&T  to  tie  many  different  public  and  private 
network  management  systems  together.  AT&T  is  currently 
working  on  an  integrated  management  system  that  will  be  a 
customer  premises  system  capable  of  integrating  information 
from  other  management  systems  with  information  from  public 
networks. 

But  can  AT&T  fill  in  the  big  holes  in  data  network  and 
remote  system  management?  Its  recently  announced  joint 
development  agreement  with  Cincom  Systems,  Inc.,  the  provid¬ 
er  of  Net/Master,  is  especially  significant  for  two  reasons.  First, 
it  gives  maximum  irritation  to  IBM,  which  finds  Net/Master  a 
particularly  unwanted  competitor  of  NetView.  Second,  it  gives 
AT&T  an  essential  entree  into  Systems  Network  Architecture 
networks  without  using  IBM’s  proprietary  interface.  Instead, 
AT&T  will  use  an  NMP  interface  into  the  IBM  environment. 

AT&T’s  success  hinges  on  two  questions.  First,  can  it  really 
make  hybrid  public/private  network  solutions  attractive  and 
functional?  If  so,  it  will  command  a  powerful  advantage.  But 
this  could  require  cooperation  from  the  Bell  operating  compa¬ 
nies,  which  may  not  come  easily. 

Second,  will  the  OSI  movement  take  hold  and  begin  to 
dislodge  SNA?  OSI  will  take  at  least  two  years  to  become  real, 
even  if  the  vendors  supporting  the  OSI  approach  come  to 
agreement  quickly.  In  the  meantime,  IBM’s  offerings  will 
continue  to  improve. 

AT&T  is  making  progress  in  the  network  management  area 
and  laying  a  foundation  for  strong  products  that  meet  the  needs 
of  the  next  two  generations  of  networks.  Whether  AT&T  can 
meet  the  needs  of  data  networks,  however,  is  far  from 
certain.  □ 

Herman  writes,  teaches  and  consults  on  telecommunica¬ 
tions  technology  in  Cambridge,  Mass. 
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■  EDITORIAL  ■ 

A  house  divided 
against  itself 


Our  industry  has  two  prob¬ 
lems  with  implementing  inter¬ 
connectivity  standards:  vendors 
and  users.  Such  standards,  offi¬ 
cially  agreed  upon  by  interna¬ 
tional  associations  of  users  and 
vendors,  have  little  support  in 
the  real  world.  No  enforcement 
mechanism  exists  to  push  or  pull 
information  industry  companies 
into  accepting  and  implement¬ 
ing  similar  communications 
methods  for  their  products. 

The  result,  of  course,  is  chaos 
among  users  and  a  strong  mar¬ 
ket  for  third-party  communica¬ 
tions  software.  But  such  soft¬ 


ware  is  a  Band-Aid  solution  to  a 
major  information  hemorrhage. 

How  much  time  and  money 
are  lost  by  companies  around 
the  world  when  they  can’t  send 
data  base  files  from  one  user’s 
microcomputer  to  another’s 
minicomputer  or  when  their 
mainframes  are  unable  to  down¬ 
load  to  microcomputers  located 
in  several  different  cities? 

At  today’s  level  of  technical 
sophistication,  it  should  be  pos¬ 
sible  to  link  computers  any¬ 
where  in  the  world  at  any  time 
and  simply  let  them  work  to¬ 
gether.  Vendors’  short-term  tun¬ 
nel  vision  is  keeping  the  global 
village  in  the  thatch  hut  and 


smoke  signal  stage. 

Witness  the  latest  storm 
raised  by  major  U.S.  vendors 
over  “restrictions”  on  private 
computer  networks  in  Japan. 
The  Japanese  Post,  Telegraph 
and  Telephone  administration 
recently  proposed  that  all  value- 
added  networks  (VAN)  in  that 
country  conform  to  X.75,  cur¬ 
rently  used  around  the  world  by 
AT&T  and  most  European  VANs 
and  PTTs. 

But  rather  than  support  such 
an  important  move  to  standard¬ 
ize  — Japan  is  one  of  the  world’s 
largest  users  of  communications 


services  —  several  U.S.  private 
network  suppliers  and  the  U.S. 
Department  of  Commerce  at¬ 
tacked  the  idea  as  protectionist. 

Lowell  Ravesloot,  director  of 
telecommunications  for  IBM, 
was  quoted  as  saying,  “To  re¬ 
quire  international  standards  is 
one  way  to  slow  down  U.S.  com¬ 
panies  and  allow  native  provid¬ 
ers  time  to  catch  up.” 

But  all  blame  cannot  be  laid 
at  the  vendors’  feet;  users  must 
shoulder  their  share.  Rather 
than  raising  a  grass-roots  rebel¬ 
lion  and  forcing  vendors  to  com¬ 
ply  with  standards,  users  are 
finding  it  easier  to  “go  along  to 
get  along.” 


Stories  abound  of  users  —  in¬ 
cluding  Fortune  100  companies 
—  that  shrink  from  buying  com¬ 
munications  equipment  from  a 
second  vendor  to  avoid  angering 
their  primary  vendor  and  losing 
its  support.  Imagine  not  buying 
a  Toyota  for  fear  of  voiding  the 
service  contract  on  your  Ford. 

Standards  efforts  by  users 
and  vendors  alike  should  be  met 
with  what  they  deserve:  support 
and  recognition.  But  for  real 
progress  to  be  made,  the  user 
community  must  learn  to  put  its 
money  where  its  mouth  is  and 
use  economic  pressure  to  force 
vendors  into  accepting  workable 
international  standards. 

Such  pressure  can  easily  be 
applied  via  requests  for  propos¬ 
al  that  insist  on  international 
standards  compatibility,  as  well 
as  actions  by  users  groups  and 
industry  associations. 

At  the  same  time,  vendors 
should  finally  realize  that  the 
standardized  international  mar¬ 
ket  is  almost  infinitely  larger 
than  local  or  national  markets 
for  proprietary  equipment. 
There  is  more  room  for  competi¬ 
tion  —  and  profit  —  in  a  stan¬ 
dardized  world. 

Vendors  should  keep  the  best 
parts  of  their  operating  systems, 
continue  to  develop  better  inter¬ 
connect  schemes  and  forge 
ahead  on  those  64-bit  multitask¬ 
ing  processors.  But  if  these 
aren’t  based  on  standards  that 
everybody  can  work  with,  they 
shouldn’t  complain  if  market 
shares  begin  to  dwindle. 

Standards  are  needed  and 
available.  It’s  up  to  everyone  to 
make  them  work.  □ 


V, 
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COMPETITIVE  ADVANTAGE 


BY  JAMES  KOBIELUS 

Information  technology  saves 
the  world  —  or  does  it? 


Someone  once  described  En¬ 
gland  as  “a  nation  of  shopkeep¬ 
ers,”  but  that  label  seems  to  fit 
the  Pacific  Rim  country  of  Indo¬ 
nesia  even  better.  Java  —  the 
main  island  of  Indonesia  —  ap¬ 
pears  to  be  one  long,  riotous  ba¬ 
zaar  from  end  to  end.  Stores, 
stalls  and  peddlers  carry  on  a 
fast-paced,  hurly-burly  business 
throughout  the  day  and  much  of 
the  night.  This  is  laissez-faire, 
caveat  emptor  capitalism  at  its 
most  boisterous  —  and  nerve- 
racking. 

Indonesians  are  embracing 
much  of  Western  culture  with 
great  gusto,  but  if  the  domestic 
press  is  any  indication,  they  are 
taking  a  more  cautious  approach 
with  respect  to  information 
technology. 

One  thing  noticeably  missing 
from  Indonesian  articles  on  in¬ 
formation  technology  is  bubbly 
enthusiasm  of  the  sort  Western¬ 
ers  generally  bring  to  this  topic. 
There’s  next  to  no  mention  of  an 
information  age.  In  fact,  men¬ 
tion  of  information  technology 
as  a  competitive  weapon  comes 
primarily  from  outside,  from 
Westerners,  as  in  IBM’s  recent 
advertisement  touting  its  new 
line  of  mid-range  computers 
that  appeared  in  the  Indonesian- 
language  newsweekly  Tempo. 

This  is  not  to  say  that  Indone¬ 
sians  are  technology-illiterate 
or  even  indifferent  to  the  role  of 
advanced  computer  and  commu¬ 
nications  technologies  in  a  mod¬ 
ern  economy.  On  the  contrary, 
Indonesian  companies  are  rap¬ 
idly  becoming  computerized, 
and  spot  satellite  dishes  dot  of¬ 
fice  rooftops  throughout  the 
country’s  fast-growing  capital 
city  of  Jakarta. 

As  evidence  of  official  aware¬ 
ness,  an  Indonesian  govern¬ 
ment  minister  recently  cited 
high  domestic  telecommunica¬ 
tions  tariffs  as  a  barrier  to  fur¬ 
ther  foreign  investment,  which 
the  country  sorely  needs  to  keep 
the  economy  growing  at  the 
healthy  clip  of  the  past  several 
years. 

It’s  clear  that  Indonesians 
consider  information  technol¬ 
ogy  important  to  national  eco¬ 
nomic  development  but  not  any 
more  important  than  roads, 
electricity  or  other  pieces  of  the 
infrastructure. 

In  discussions  about  informa¬ 
tion  technology,  the  tone  is  gen- 

Kobielus  consults  on  infor¬ 
mation  technology  in  Alexan¬ 
dria,  Va. 


erally  one  of  cautious  pride  in 
incremental  improvements,  not 
buoyant  anticipation  of  a  tech¬ 
nological  cornucopia.  In  this, 
Indonesia  differs  little  from  oth¬ 
er  developing  nations.  The  slow 
spadework  of  national  develop¬ 
ment  demands  a  balanced  ap¬ 
proach  to  upgrading  an  often 
substandard  infrastructure. 
These  nations  have  modest  ex¬ 
pectations  of  their  telecom¬ 
munications  industry.  Their 
prime  concern  is  that  it  not  pre¬ 
sent  an  impediment  to  economic 
development. 


Indonesia  and  other  develop¬ 
ing  nations  are  still  following 
the  same  “low-tech”  develop¬ 
ment  strategy  they  always  have. 
For  them,  the  road  to  competi¬ 
tive  advantage  has  three  planks: 
low-cost  production,  access  to 
precious  natural  resources  and 
close  government  involvement 
in  the  domestic  economy. 

These  nations  realize  they 
have  to  walk  before  they  can 
run,  and  they  have  to  establish 
industrial  economies  for  them¬ 
selves  before  they  can  enter  the 
postindustrial  age.  Information 
technology  can  play  a  support¬ 
ing,  but  not  lead,  role  in  such  a 
strategy. 

Contrast  this  with  the  ad¬ 
vanced  economies  of  North 
America,  Western  Europe  and 
the  Far  East.  The  U.S.  is  perhaps 
the  premier  example  of  a  nation 
in  which  information  technol¬ 
ogy  is  deemed  central  to  further 
development  as  a  service-ori¬ 
ented,  postindustrial  economy. 

The  general  perception  is 
that  national  competitiveness 
depends  critically  on  continual 
improvements  in  installed  com¬ 
puter  and  communications  sys¬ 
tems.  If  anything,  Westerners 
have  unrealistically  inflated  ex¬ 
pectations  of  information  tech¬ 
nology  —  that  it  is  somehow  a 
yellow  brick  road  leading  to  sus¬ 
tained  prosperity. 

In  matters  of  national  devel¬ 
opment  strategy,  we  should  give 
the  developing  nations  the  bene¬ 
fit  of  the  doubt.  There’s  not  just 
one  road  to  economic  prosperi¬ 
ty  and  competitive  advantage, 


but  many.  Low-tech  or  high- 
tech,  the  proof  is  in  the  pudding. 

The  advanced  economies 
should  not  lose  sight  of  the  fact 
that  many  Japanese  firms  rose 
to  dominance  on  the  basis  of  su¬ 
perior  organization,  though 
their  information  technology 
resources  were  often  nothing 
more  than  a  phone  and  a  facsim¬ 
ile  machine. 

This  suggests,  for  advanced 
economies,  a  new  attitude  to¬ 
ward  the  role  of  information 
technology  in  business.  The  best 
information  technology  may  be 


the  minimal  appropriate  tech¬ 
nology  needed  to  carry  out  the 
core  functions  of  the  firm. 

Management  strategies,  not 
technical  tools,  are  what  drive 
competitive  advantage.  Infor¬ 
mation  technology  serves  the 
company  best  when  it  doesn’t 
present  an  impediment  to  cor¬ 
porate  growth  and  develop¬ 
ment. 

The  dangers  of  taking  the  op¬ 
posite  approach,  overinvesting 
in  information  technology,  are 
well-documented.  As  the  spend¬ 
thrift  1980s  come  to  a  close, 
perhaps  a  bit  of  caution  is  justi¬ 
fied.  For  every  company  that 
gained  market  share  thanks  to 
technology,  there  are  several 
that  spent  too  much  and  have 
nothing  to  show  for  it.  Unpro¬ 
ductive  investments  contribute 
to  bloated  overhead,  which  ulti¬ 
mately  hurts  the  firm  in  the  mar¬ 
ketplace. 

The  Javanese,  Indonesia’s 
dominant  ethnic  group,  have  a 
saying  that  applies  here.  Re¬ 
garding  the  notion  of  strategic 
and  competitive  information 
technology,  the  Javanese  might 
see  the  idea  as  “water  on  the 
moon,”  something  highly  allur¬ 
ing  but  beyond  the  reach  of  mere 
mortals. 

No  one  can  deny,  of  course, 
that  information  technology 
will  play  an  increasing  business 
role  in  developed  and  develop¬ 
ing  nations  alike.  But  few  firms 
will  ever  attain  that  nirvana  in 
which  technology  saves  the  day 
and  the  quality  of  management 
is  irrelevant.  □ 


W, 


esterners  think  information  technology  is  a 
yellow  brick  road  leading  to  sustained  prosperity. 
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LETTERS 


The  Westmoreland  Effect 

In  your  response  to  Roy 
Gottesman’s  letter  in  your 
Sept.  26  issue,  why  are  you  so 
arrogant  as  to  “stand  by  your 
report?”  That  is  known  as 
“stonewalling”  or  “The  West¬ 
moreland  Effect.”  My  experi¬ 
ence  is  that  everyone  can 
make  mistakes,  and  in  a  situa¬ 
tion  such  as  the  polyvinyl¬ 
chloride  (PVC)  one,  is  it  not 
better  to  thank  someone  for  a 
contrary  view,  inviting  com¬ 
ments  from  other  experts  in 
the  field?  Too  often  stonewall¬ 
ing  has  led  to  proof  of  igno¬ 
rance  at  a  later  date. 

I  would  suspect  that  the 
illuminating  statement  by  Max 
Planck,  one  of  the  outstanding 
physicists  of  the  past  century, 
is  worth  noting  in  this  regard. 
He  said,  in  effect,  “A  new 
scientific  truth  does  not  tri¬ 
umph  by  convincing  its  oppo¬ 
nents  [contemporaries]  and 


making  them  see  the  light; 
rather  it  is  because  opponents 
eventually  die,  and  a  new  gen¬ 
eration  eventually  grows  up 
that  is  familiar  with  it.” 

Keats  Pullen 
Life  fellow 
Institute  of  Electrical  and 
Electronics  Engineers 

We  didn’t  mean  to  sound 
arrogant  and  we  certainly 
thank  Gottesman  for  his  op¬ 
posing  view.  Network  World 
solicits  comments  from  its 
readers  —  which  take  the 
( continued  on  page  53 ) 

Network  World  welcomes 
letters  from  readers.  Letters 
should  be  typed,  double¬ 
spaced  and  sent  to  Editor, 
Network  World,  375  Cochitu- 
ate  Road,  Box  9171,  Fra¬ 
mingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


DO  YOU  THINK  THAT  WISE  MEN  SPEAK  but  fools 
decide?  Maybe  the  wise  ones  aren’t  speaking  loud  enough.  Let 
your  point  of  view  be  known  far  and  wide  by  writing  a  guest 
column  for  Network  World’s  Opinions  pages. 

Columns  should  be  timely,  opinionated,  literate,  thoughtful 
and  accurate. 

Manuscripts  should  be  letter-quality,  double-spaced  and 
between  600  and  900  words  in  length.  Disk  or  modem 
submissions  are  preferred. 

If  you’d  like  to  write  a  column,  contact  Steve  Moore,  features 
editor,  Network  World,  Box  9171,  Framingham,  Mass.  01701, 
or  call  (508)  820-2543,  ext.  732. 
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What  should  have  been  an  order  is  about  to 
become  a  hang-up,  because  you  don’t  hold  on  to 
customers  by  keeping  them  on  hold. 

With  AT&T’s  Systems  85  and  75  Automatic  Call  Distribution 


The  AT&T  3B  Call  Management  System  gives  you  the  critical 
information  you  need  to  manage  your  center  for  optimum  effi¬ 
ciency.  Real-time  reports  enable  you  to  respond  immediately  to 
changing  call  volumes,  while  historical  data  helps  you  analyze 


system,  your  call  center  can  provide  the  fast  and  efficient  service 


With  AT&T’s  System  85  ACD  you’re  ready  to  take  advantage 


Will  the  canned  music  get 
to  her  before  you  do? 


©1988  AT&T 


of  advanced  ISDN  capabilities  that  will  have  dramatic  implica¬ 
tions  for  the  telemarketing  industry.  For  example,  the  System 
would  use  INFO-2  automatic  number  identification  to  simultan¬ 
eously  route  the  account  record  with  an  incoming  call  to 
your  agents  terminal. 

For  more  information,  call  your  AT&T  Account  Executive, 


or  1800  247-1212. 

From  equipment  to  networking,  from  computers  to  com¬ 
munications,  AT&T  is  the  right  choice. 

J^AT&T 

— The  right  choice. 


Automatic  call  distributors  are  working  harder 
and  smarter  in  a  variety  of  applications. 


CONTINUED  FROM  PAGE  1 
the  total  ACD  market  revenue  for 
1987  was  $264.5  million.  The 
stand-alone  ACD  market  in  1987 
produced  $131-7  million  in  reve¬ 
nue,  while  the  PBX-integrated 
ACD  systems  market  produced 
$  1 32.8  million  in  revenue. 

Dataquest’s  ACD  market  fore¬ 
cast  projects  9-9%  compound  an¬ 
nual  growth  in  revenue  until 
1992.  The  revenue  growth  for 
stand-alone  products  will  be  at  a 
higher  1 2%  rate,  while  PBX-inte¬ 
grated  products  will  have  a  low'er 
revenue  growth  rate,  about  7.3%. 
“Users  will  move  toward  the  larg¬ 
er  installations  and  more  sophis¬ 
ticated  approaches  to  telemar¬ 
keting  that  are  offered  by  the 
stand-alone  products,”  Keeler 
says. 

Another  market  research  firm 
that  follows  the  ACD  market,  Tel- 
eos  Resources,  Inc.,  of  Somerset, 
N.J.,  provides  a  different  market 
assessment.  According  to  Teleos 
Resources  President  A1  Fross,  to¬ 
tal  1987  ACD  revenue  w'as 
$353-5  million.  This  will  jump  to 
$667  million  by  1992,  he  says, 
adding  that  the  majority  of  the 
revenue  will  be  on  the  PBX-inte¬ 
grated  software  side. 

“In  1987, 62%  of  the  total  rev¬ 
enue  w'as  for  the  PBX-integrated 

Shartna  is  president  of  Tele- 
syne,  Inc.,  a  San  Jose,  Calif.- 
based  telecommunications 
and  network  design  firm. 


systems,”  Fross  says.  “By  1992, 
the  revenue  for  the  PBX-integrat¬ 
ed  systems  will  increase  to  74% 
of  the  total.” 

Teleos  Resources  believes  that 
the  lower  cost  of  the  PBX-inte¬ 
grated  systems  is  the  primary 
reason  for  their  higher  growth. 
“The  average  per-agent  cost  of  a 
stand-alone  ACD  is  $3,000,  while 
the  per-agent  cost  for  the  PBX- 
based  ACD  is  $1,300,”  Fross 
says.  “PBX  manufacturers  can  le¬ 
verage  the  large  installed  base  of 
PBXs  and  just  add  ACD  functiona¬ 
lity  at  much  lower  cost.” 

Most  stand-alone  ACD  suppli¬ 
ers  also  claim  to  provide  PBX  ca¬ 
pabilities,  and  PBX  vendors  are 
willing  to  sell  their  products  as 
fully  configured  stand-alone  ACD 
systems.  “Within  the  ACD  mar¬ 
ket,  PBX  vendors  with  integrated 
ACD  functions  and  the  ACD  ven¬ 
dors  with  integrated  PBX  func¬ 
tions  are  converging  from  oppo¬ 
site  directions,”  says  Paul 
Merideth,  ACD  product  manager 
at  Data  Plus,  Inc.  in  Springfield, 
Va.  “We’re  a  stand-alone  ACD 
provider,  but  one  of  the  features 
wre  offer  is  PBX  functionality.  Of 
all  our  systems  in  service,  38% 
are  used  to  satisfy  both  PBX  and 
ACD  functions.” 

Emil  Wang,  Aspect  Telecom¬ 
munications  Corp.’s  vice-presi¬ 
dent  of  marketing,  sees  a  two- 
tiered  marketplace.  “There  are 
price-sensitive  users,  who  typi¬ 
cally  buy  PBX  software,  and  then 


there  are  feature-sensitive  users, 
who  buy  stand-alone  systems,” 
he  says.  “Stand-alone  systems 
typically  cost  twice  as  much  as 
PBX-integrated  systems.  With 
stand-alone,  you  are  buying 
enormously  more  computing 
power,  and  that  translates  into 
more  features.” 

Aspect  Telecommunications’ 
internal  user  survey  shows  that 
beyond  a  call  center  size  requir¬ 
ing  40  to  50  agents,  the  ACD  sys¬ 
tem  cost  contributes  only  5%  to 
the  overall  cost  of  operating  the 
call  center. 

In  terms  of  revenue  for  the 
stand-alone  systems,  Dataquest’s 
numbers  show  43-1%  of  the  mar¬ 
ket  share  belongs  to  Rockwell  In¬ 
ternational  Corp.,  30%  belongs 
to  Teknekron  Info  Switch  Corp., 
and  20%  goes  to  Telecommunica¬ 
tions  Technology,  Inc.  For  PBX- 
integrated  systems,  40%  of  the 
end-user  revenue  belongs  to 
Northern  Telecom,  Inc.,  25%  be¬ 
longs  to  AT&T,  and  18%  goes  to 
IBM/Rolm  Systems  Division 
(IBM/Rolm’s  ACD  is  not  listed  in 
the  accompanying  chart  because 
IBM  did  not  respond  to  Network 
World’s  requests  for  detailed 
product  specifications). 

General  features 

The  key  components  of  an 
ACD  are  the  incoming  trunks,  the 
switch  matrix,  the  call  processor, 
the  agent  telephone  sets,  special 
supervisory  sets  and  the  call  man- 
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agement  information  system. 

The  basic  ACD  functions  in¬ 
clude  automatic  call  answering, 
prioritizing  calls,  routing  calls  eq¬ 
uitably  to  agents,  placing  the  call 
in  a  queue  when  all  agents  are 
busy,  providing  recorded  an¬ 
nouncements  or  music  to  queued 
calls  on  hold,  overflowing  a 
queued  call  to  another  group  of 
agents  after  a  preprogrammed 
waiting  interval,  and  collecting 
and  processing  statistics  related 
to  a  call. 

Call  distribution  is  the  key  fea¬ 
ture.  ACDs  distribute  calls  on  a 
first-in  first-out  basis.  The  agent 
who  has  handled  the  fewest  calls 
gets  the  next  call. 

The  agents  can  be  grouped 
into  functional  categories  (also 
called  gates  or  splits).  Incoming 
trunk  groups  are  assigned  to  the 
agent  groups.  Such  grouping  al¬ 
lows  departments  or  functions 
(sales  vs.  service)  to  be  separate¬ 
ly  supervised,  monitored  and 
managed. 

In  addition  to  several  features 
that  may  accompany  an  ACD  (see 
“ACD  features  and  functions,” 
page  52),  users  should  be  aware 
of  differences  and  how  these  can 
affect  their  application.  “The 
same  feature  can  exist  on  several 
products,  but  there  are  nuances 
in  implementation,”  says  Lee 
Duty,  ACD  product  manager  at 
Executone  Information  Systems, 
Inc.  in  Darien,  Conn.  “For  exam¬ 
ple,  wrap-up  can  be  provided  only 


as  manual  entry  by  agents,  as  an 
automatic  systemwide  forced 
wrap-up  or  as  automatic  wrap-up 
programmable  by  individual 
agents.” 

Another  area  where  imple¬ 
mentation  differences  can  affect 
applications  is  the  manner  in 
which  call  overflow  to  a  second¬ 
ary  or  tertiary  group  of  agents  is 
handled  and  tracked.  Call  over¬ 
flow  criteria  can  be  based  on  the 
length  of  time  a  call  has  been 
waiting  or  its  position  in  a  queue. 
For  example,  the  fifth  call  in  a 
queue  or  a  call  in  queue  for  more 
than  10  seconds  will  overflow  to 
a  secondary'  group  of  agents.  Dif¬ 
ferent  trunk  routes  and  call  prior¬ 
ities  can  be  assigned  different 
overflow'  criteria,  depending  on 
the  extent  of  the  ACD’s  call-rout¬ 
ing  capabilities. 

Some  feature-conscious  sys¬ 
tems  have  a  look-ahead  or  look- 
back  capability.  Look-ahead 
automatically  selects  the  best 
overflow  queue  where  the  call 
can  be  processed  the  fastest. 
Look-back  allows  the  call  to  be 
sent  back  to  any  preceding  group 
that  frees  up  before  the  call  is 
processed. 

The  level  of  overflow  (or  the 
number  of  groups  that  can  be  as¬ 
signed  for  overflow')  and  the  lev¬ 
el  of  look-back  can  vary  from  sys¬ 
tem  to  system.  Overflow  and 
look-back  can  be  multilevel  so 
that  the  call  can  be  overflowed  to 
( continued  on  page  43 ) 
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Automatic  call  distributors 


Vendor 

Models 

Type 

Trunk 

interface 

Maximum  port 
configuration 

Maximum 

groups 

Traffic 

capacity 

Interactive 

processing 

Networking 

DNIS 

Outgoing 

telemarketing 

Real-time 

displays 

Historical  data 
accumulation 

Custom 

report 

creation 

Forecasting 

and 

scheduling 

Price 

Aspect 

Telecommunications 

Corp. 

San  Jose,  Calif. 

Aspect  Call 
Center 

Series  (1 00- 
400R);  R 
series  with 
system 
redundancy 

Stand¬ 

alone 

ACD 

Loop/ 
ground, 
E&M,  DID, 
T-1 

408  trunks,  304 
agents,  24 
supervisors 

64 

functional, 
64  trunk,  64 
agent 

Non- 

blocking 

switch 

matrix; 

7,000 

calls  per 

hour 

SIVM,  SIAA, 

caller-entered 

coded  digits, 

user  data 

base  directed 

routing 

through 

optional 

application 

bridge 

interface 

\S 

Interface  to 
user's 

telemarketing 
system  with 
application 
bridge  option 

CRT 

display,  2- 
sec  refresh 
rate, 

electronic 

bulletin 

board 

option 

Hourly,  daily, 
weekly, 
monthly  or 
user-specified 
interval 

Optional 
with  SQL 
DBMS 

System- 

integrated 

option 

Average 
$5,000 
per  agent 

ATM  Systems 
Richardson,  Texas 

SR  Series 

Stand¬ 

alone 

ACD 

Loop  / 
ground, 
E&M,  DID, 
T-1 

1,376  universal 
ports,  512 
agents,  32 
supervisors 

32 

functional, 

255  trunk, 

256  agent 

Non- 

blocking 

switch 

matrix; 

24,768 

CCS 

VMI,  AAI, 
ARU- 

integrated  or 
interface 

Overflow  with 

call-control 

signaling 

Optional 

Full 

telemarketing 
turnkey  system 
with 

Convergent 
Technologies, 
Inc.  processor 

Color  CRT 
display  and 
graphics,  6- 
sec  refresh 
rate 

Hourly,  daily, 
weekly  or  user- 
selected 

EMIS 

package  on 

external 

Personal 

Computer 

AT 

Optional  with 
external 
Personal 
Computer  AT 

Minimum 
$20,000 
(8  by  8 
matrix, 
single- 
line  sets) 

AT&T 

Basking  Ridge,  N.J. 

System  85, 
Release  2, 
Version  4 

PBX- 

inte- 

grated, 

separate 

3B2- 

based 

CMS 

Loop  / 
ground, 
E&M,  DID, 
T-1 

6,000  trunks, 

1 ,024  agents, 

60  supervisors 

60 

functional, 
255  trunk 

Switch 

50,000 

call 

comple¬ 
tions  per 
hour; 
10,000  to 
25,000 
call 

comple¬ 
tions  per 
hour  for 
CMS;  3B 
pro- 
cessor- 
depen- 
dent 

VMI  with 
Audix;  AAI 

Four-site 
centralized  call 
control  with 
3B/600,  no 
central 
reporting 

\S 

Optional 

telemarketing 

software  for  3B 

series,  OCM 

stand-alone 

telemarketing 

system 

CRT 

display,  10- 
sec  and  up 
refresh  rate 
selectable 

Daily,  weekly  or 
monthly 

Custom 

reports 

generator 

software 

Forecasting 

standard, 

scheduling 

optional  with 

Names 

package 

Minimum 
$25,000, 
including 
software, 
3B/310 
proces¬ 
sor,  two 
CRTs 
and  one 
printer; 
call¬ 
vectoring 
features 
additional 

System  75, 
Release  2, 
Version  3 

PBX 

inte¬ 

grated, 

separate 

3B2- 

based 

CMS 

Loop/ 
ground, 
E&M,  DID, 
T-1 

200  trunks,  200 
agents,  32 
supervisors 

32 

functional, 
99  trunk 

2,000  call 
comple¬ 
tions  per 
hour 

VMI  with 
Audix;  AAI 

\S 

Optional 

telemarketing 

software  for  3B 

series,  OCM 

stand-alone 

telemarketing 

system 

CRT 

display,  1 0- 
sec  and  up 
refresh  rate 
selectable 

Daily,  weekly  or 
monthly 

Custom 

reports 

generator 

software 

Forecasting 

standard, 

scheduling 

optional  with 

Names 

package 

Minimum 
$25,000, 
including 
software, 
3B/310 
proces¬ 
sor,  two 
CRTs 
and  one 
printer 

Merlin  II  CMS 

Full 

function 
ACD  and 
MIS 

software 
on  AT&T 
PC 

6300/ 
WGS, 
inte¬ 
grated 
with 
Merlin  II 
key 

system 

Loop 

System:  56 
loop  start,  72 
agents; 
processor:  28 
loop  start,  28 
agents 

Four  main 
groups;  2 
overflow 
groups,  4 
trunk 
groups 

88 

connec¬ 

tions 

PC  monitor, 
continuous 
refresh 

Daily 

cumulation  or 
user-defined 
hourly  totals 

File 

conversion 
utility  for 
data  import 
to  PC 
applica¬ 
tions 

Interface  to 
Names  1 0 
scheduling 
package 

$8,000 

for 

software, 

PC 

interface 

card 

Data  Plus,  Inc. 
Springfield,  Va. 

ACD + Plus 
192  (or  96) 
port  cabinet 

Stand¬ 

alone 

ACD 

Loop/ 

ground 

96  (48)  trunks, 
96  (48)  agents, 

8  supervisors 

8 

functional, 
96(48) 
trunk,  8 
agent 

Non- 

blocking 

switch 

matrix 

VMI,  SIAA, 
caller-entered 
coded  digits 

Overflow,  no 
call  control 

CRT 

display,  5- 
sec  refresh 
rate 

Hourly,  daily, 
weekly  or 
monthly 

$1 ,500  to 
$2,500 
per  agent 
position 

Executone 

Information 

Systems,  Inc. 

Darien,  Conn. 

Isoetec 

System  228; 

software 

packages: 

basic, 

dynamic, 

advanced, 

custom 

PBX- 
integ- 
rated  or 
stand¬ 
alone 

Loop/ 
ground, 
E&M,  DID 

228  universal; 

1 0  independent 
supervisor 

25 

functional, 
10  trunk,  15 
agent 

Totally 

non- 

blocking 

SIVM,  SIAA, 
user  data 
base-directed 
routing 
through 
optional  CPU- 
to-CPU 
interface 

Overflow,  no 
call  control 

Telemarketing 
support 
through 
optional  CPU- 
to-CPU 
interface  with 
user’s 
processor 

CRT 
display, 
continuous 
refresh  with 
dynamic, 
advanced 
and  custom 
packages 

Hourly,  daily, 
weekly  or 
monthly  with 
advanced  and 
custom 
packages 

Integrated 

with 

custom 

package 

Optional  with 

separate 

processor 

$800  to 
$2,000 
per  agent 

Fujitsu  Business 
Communications 
Anaheim,  Calif. 

Focus  960 
with  ACD, 
separate  PC- 
based 
ACD/MIS 
processor 

PBX- 

integ- 

rated 

Loop/ 
ground, 
E&M,  DID, 
T-1 

1 60  trunks,  300 
agents,  1 0 
supervisors 

50 

functional, 
40  trunk,  50 
agent 

36  CCS 
per  line 

VMI  to  Focus 
Mail,  AAI 

Rve  remote 
cabinets 
centrally 
controlled  and 
managed  with 
ACD/MIS 

PC  monitor; 
5-  to  60-sec 
refresh  rate 
selectable 

Hourly,  daily, 
weekly  or 
monthly 

Files 

imported  to 
PC  applica¬ 
tions 

NA 

Focus  196 

PBX- 

integ- 

rated 

Loop/ 
ground, 
E&M,  DID 

1 04  trunks,  240 
agents,  1 0 
supervisors 

10 

functional, 
63  trunk,  10 
agent 

36  CCS 
per  line 

VMI,  AAI 

Four-line, 

80- 

character 
per  line 
super¬ 
visor; 
telephone 
display;  20- 
sec  manual 
refresh 

NA 

Fujitsu  GTE 

Business 

Systems,  Inc. 

Tempe,  Ariz. 

Starlog/ 

SBCS 

PBX- 

integ- 

rated 

Loop/ 
ground, 
E&M,  DID 

104  trunks,  240 
agents,  20 
supervisors 

20 

functional, 
32  trunk,  20 
agent 

36  CCS 
per  line 

SIAA 

Autodialing 
with  preview 

No  add¬ 
on  cost  of 
ACD; 

$350  to 
$400  per 
line  for 
PBX 

AAI  —  Automated  attendant  interface 
ACM  -  Automated  Call  Management 
AP  —  Application  Processor 
ARU  =  Automatic  Response  Unit 
Audix  =■  Ai&T  voice-messaging  system 
CCMS  —  Customer  Contact  Management  System 
CCS  —  Hundred  call  seconds 
CMS  =  Call  Management  System 


CRF  =  Custom  Reports  Formatter  NMS 

DBMS  —  Data  base  management  system  OAI 

DID  —  Direct-inward  dialing  OCM 

DNIS  =  Dialed  Number  Identification  Service  OPA 

EMIS  =  Enhanced  Management  Information  System  RMC 

ESP  II  =  Enhanced  Scheduling  Package  II  SIAA 

MPS  =  Man  Rower  Planning  System  SIVM 

Names  =  James  River  Group,  Inc.  software  SMA 


Network  Management  System 
Open  Application  Interface 
Outgoing  Call  Management 
Operator  Assist  Card 
Remote  Management  Center 
System-integrated  automated  attendant 
System-integrated  voice  messaging 
Staff  Management  Aid 


SQL  =  Informix  Software,  Inc.  product 
VMI  =  Vbice-messaging  interface 
VRU  =  Voice  Response  Unit 


( continued  on  page  42 ) 
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Vendor 

Models 

Type 

Trunk 

interface 

Maximum  port 
configuration 

Maximum 

groups 

Traffic 

capacity 

Interactive 

processing 

Networking 

DNIS 

Outgoing 

telemarketing 

Real-time 

displays 

Historical  data 
accumulation 

Custom 

report 

creation 

Forecasting 

and 

scheduling 

Price 

Fujitsu  GTE 

Business 

Systems,  Inc. 
(continued) 

Omni  Sill, 
Omni  SIV 

PBX- 

integ- 

rated, 

PC  Intel 
Corp. 
80386- 
based 
external 
proces¬ 
sor 

Loop  / 
ground, 
E&M,  DID, 
T-1 

Sill:  640  trunks, 
192  agents,  8 
supervisors; 

SIV:  1,174 
trunks,  320 
agents,  32 
supervisors 

Sill:  32 
'unctional, 

64  trunk,  8 
agent;  SIV: 
128 

unctional, 
640  trunk, 
128  agent 

Sill:  24 
CCS  per 
line,  SIV: 
36  CCS 
per  line 

VMI,  AAI 

PC  processor 

can  centrally 
control  within 
engineered 
limits 

Autodialing 

with  preview 

PC  CRT, 

color  and 
graphics,  2- 
sec  refresh 
rate 

Quarter  hour, 
hourly,  shift, 
daily,  weekly  or 
monthly 

No;  custom 
screens 
with  Sill 

$400  to 
$450  per 
agent; 
$5,500 

PC 

software; 
Omni  Sill, 
$3,500  to 
$8,000 
hard¬ 
ware; 

Omni 

SIV, 

$9,000  to 

$22,000 

hardware 

Harris  Corp. 

Digital  Telephone 
Systems  Division 
Novato,  Calif. 

Harris  20-20 
INS.  Release 

6 

PBX- 

integ- 

rated 

Loop/ 
ground, 
E&M,  DID, 
T-1 

1 ,500  trunks, 

384  agents,  4 
supervisors 

32 

functional, 
256  trunk, 

1 6  agent 

36  CCS 

per  line, 
15,000 
call 

comple¬ 
tions  per 
hour 

VMI,  SIAA 

Overflow,  no 
call  control 

\S 

CRT 

display  1 5- 
or  30-sec 
refresh  rate 

Half  hour,  daily, 
weekly  or 
monthly 

$1 ,000  to 

$2,000 
per  agent 
position 

Intecom,  Inc. 

Allen,  Texas 

S/10,  S/80, 
S/80+ 

PBX- 

integ- 

rated 

Loop/ 
ground, 
E&M,  DID, 
T-1 

S/10: 1,500 

trunks,  3,000 
agents,  32 
supervisors; 
S/80:  3,000 
trunks,  1 1 ,000 
agents,  64 
supervisors; 
S/80 +:  6000 
trunks,  16,000 
agents,  128 
supervisors 

S/10: 60 

functional, 
500  trunk, 
60  agent; 
S/80:  255 
functional, 
4,096 
trunk,  255 
agent; 

S/80  4- : 

255 

functional, 
4,096 
trunk,  255 
agent 

Totally 

non- 

blocking 

VMI,  AAI 

Overflow,  no 

call  control 

VS 

Telemarketing 

support 
through 
optional  OAI 
with  user's 
processor 

CRT 

display,  or 

optional 

adjunct 

processor 

through 

OAI;  10- to 
60-sec 
refresh  rate 

Hourly  data; 
optional 
reporting  with 
adjunct 
processor 
through  OAI 

Optional 

adjunct 

processor 

through 

OAI 

Optional 
adjunct 
processor 
through  OAI 

NA 

Inter-Tel,  Inc. 
Chandler,  Ariz. 

GX-24,  GX- 
60,  GX-120 

PBX- 
and  key 
system- 
integ¬ 
rated 

Loop 

GX-24: 12 
trunks,  60 
agents,  5 
supervisors; 
GX-60:  24 
trunks,  60 
agents,  5 
supervisors; 
GX-120:  32 
trunks,  60 
agents,  15 
supervisors 

GX-24:  8 

trunk,  5 
agent;  GX- 
60:  8  trunk, 
5  agent; 
GX-120:  9 
trunk,  15 
agent 

GX-24: 

398  inter¬ 
connec¬ 
tion,  9.6 
CCS  per 
line;  GX- 
60:  908 
inter¬ 
connec¬ 
tion,  9.75 
CCS  per 
line;  GX- 
120: 

1,550 
inter¬ 
connec¬ 
tion,  7.8 
CCS  per 
line 

Integrated 

with  Inter-Tel 
voice  mail 
SIAA 

Keyset 

LCD,  two 
lines,  16 
characters 
per  line; 
continuous 
refresh  rate 

Cumulation 
from  last  time 
cleared 

Data  base 

access 

through 

CRT 

terminal 

$1,500  to 
$2,000 
per  agent 

NEC  America,  Inc. 
Melville,  N.Y. 

NEAX  2400 
IMS  with 
optional 
NP50/MIS  or 
PC-based 
APC/MIS 

PBX- 

integ- 

rated; 

external 

MIS 

proces¬ 

sor 

Loop/ 
ground, 
E&M,  DID, 
T-1 

360  agent,  14 
supervisors;  63 
agents,  1 
supervisor  with 
APC/MIS 

32 

functional, 
63  trunk 

VMI,  AAI 

Overflow; 

centralized 

control 

\S 

CRT  with 

MIS 

processor; 

60-sec 

refresh 

Hourly,  daily, 

weekly  or 
monthly;  40  day 
storage  of 
hourly  data 

NA 

Northern 

Telecom,  Inc. 

Dallas 

Meridian  SL- 
1  ACD 
packages  A, 
B,  C,  MAX, 

D;  HP 

Vectra- 
based 
ACD/MIS 
processor 
with  MAX; 
DEC  PDP 
11-73  orll- 
83  with  D 

PBX- 

integ- 

rated 

Loop/ 
ground, 
E&M,  DID, 
T-1 

A,  B,  C:  1,200 
agents;  MAX: 
85;  D:  1 ,000; 
engineered 

MAX 

supervisor  with 
A,  B,  C;  8 
supervisors  (4 
CRT)  with 

MAX;  32 
supervisors 
(CRT)  with  D; 
7,000  trunks 

A,  B,  C:  240 
functional; 
MAX,  D: 

30;  128 

trunk 

groups 

Engin¬ 
eered  for 
A,B,C; 
MAX 

1.500 
calls  per 
hour;  D: 

7.500 
calls  per 
hour  with 
PDP  11- 
73;  D: 
9,000 
calls  per 
hour  with 
PDP 

1183 

VMI  with 
Meridian  Mail; 
AAI  with 
Meridian  Mail 

Centralized 

management 
and  control  with 
D'sNMS 
(approxi¬ 
mately  1 0 
nodes) 

report¬ 
ing  with 

D 

MAX  and  D 

with  IBM 
VT-220 
CRT;  10-, 
20-,  30-sec 
refresh  rate 
with  D;  30- 
sec  refresh 
rate  with 
MAX 

With  C,  MAX 
and  D;  Half 
hour,  daily, 
weekly, 
monthly  or  by 
shifts 

Custom 
formatting 
option  with 
D 

SMA  software 
optional  with  D 

NA 

Northern 

Telecom,  Inc. 
Switching  Division 
Nashville 

DMS-100 

Integ¬ 
rated 
with 
central 
office- 
based 
soft¬ 
ware, 
MIS  on 
external 
PC  at 
premises 

Loop/ 
ground, 
E&M,  DID, 
T-1 

Central  office 
capacity,  4,000 
agents  total 

256 

functional, 
2,048  trunk 

Central 

office- 

based 

VMI,  AAI, 

integrated 

direct 

inbound 

station, 

access  call 

prompter 

OEM  RT- 
1 00  from 
Perimeter 
Technolo¬ 
gy,  Inc. 

OEM  RT-100 
from  Perimeter 
Technology 

OEM  RT- 
1 00  from 
Perimeter 
Technology 

Optional  from 

Perimeter 

Technology 

Local 

carrier 

tariffed 

offering 

Rockwell 

International  Corp. 
Downers  Grove,  III. 

GVS-050B, 

GVS-3000B; 

GVS-050B 

field- 

upgradable 

toGVS 

3000B 

Stand¬ 

alone 

ACD 

Loop/ 
ground, 
E&M,  DID, 
T-1 

3,024 

universal, 

1 ,200  agents, 
116 

supervisors 

128 

functional, 
255  trunk, 

1 1 6  agent 

Non- 

blocking 

switch 

matrix; 

36,000 

calls  per 

hour 

VMI,  AAI, 
VRU- 

integrated  or 
interface 

Centralized 
control  and 
reporting,  40 
sites  with  RMC 
system; 
remotely 
located  agent 
groups 

\S 

Full 

telemarketing 
turnkey  system 
with  Tandem 
Computers, 

Inc.  processor 

CRT 

display 

standard, 

color 

graphics 

with 

external 

PC,  2-sec 
refresh  rate 

Daily,  weekly  o 

monthly 

Optional 

with  CRF 
system 

Optional  with 
MPS  on  PC 

NA 

Siemens 

Information 

Systems,  Inc. 

Boca  Raton,  Fla. 

Saturn  PBX 
with  ACD 
packages  A, 
B,  C 

PBX- 
integ- 
rated, 
Per¬ 
sonal 
Com¬ 
puter 
AT- 
based 
MISAP 
with  C 

Loop/ 
ground, 
E&M,  DID, 
T-1 

72  or  255 
trunks,  96 
agents  (A,  B), 
200  agents  (C); 
4  supervisory 
positions  with 
PC 

64  func¬ 
tional,  32 
trunk,  64 
agent,  96 
agents  per 
group 

Fully  non 
blocking 
switch; 
10,000 
call 

comple¬ 
tions  per 
hour;  MIS 
AP800 
call 

comple¬ 
tions  per 
hour 

VMI,  AAI 

\S 

PC  color 
monitor 
withC,  1  Vi- 
sec  refresh 
rate 

Daily,  weekly  o 
monthly  with  C 

Flat  files 
available  for 
PC 

software 

NA 
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Vendor 

Models 

Type 

Trunk 

interface 

Maximum  port 
configuration 

Maximum 

groups 

Traffic 

capacity 

Interactive 

processing 

Networking 

DNIS 

Outgoing 

telemarketing 

Real-time 

displays 

Historical  data 
accumulation 

Custom 

report 

creation 

Forecasting 

and 

scheduling 

Price 

Shared  Resource 
Exchange,  Inc. 

Dallas 

SRX 

System  1 

PBX- 

integ- 

rated 

Loop/ 

ground, 

E&M 

255  universal, 
144  trunks,  7 
supervisors 

255  agent, 

1 5  trunk 

Non- 
blocking 
switch 
matrix; 
9,000  call 
comple¬ 
tions  per 
hour 

VMI,  SIAA 

Remote 

systems  up  to  9 
sites 

No  added 
software 
cost  for 
ACD; 
$650  to 
$750  per 
line  for 
PBX 

Tadiran  Electronic 
Industries 

Clearwater,  Ra. 

Coral  PBX 
series 

PBX- 

integ- 

rated 

with 

adjunct 

based 
ACD  and 
MIS 

software 

Loop/ 
ground, 
E&M,  DID, 
T-1 

360  agents,  8 
supervisors, 

400  trunks 

64 

functional, 
64  trunk, 

64  agent 

Fully  non- 
blocking 
switch 
matrix 

VMI,  AAI 

Overflow,  no 
call  control 

Autodial  out; 
audio  tone 
supervision 

Color  PC 
monitor; 
refresh  with 
each  new 
activity 

User-defined 
totals;  hourly, 
daily  or  monthly 

Import  files 
for  PC 
applica¬ 
tions 

$12,000 
plus  PC 
hardware 

Teknekron 

Info  Switch  Corp. 

Fort  Worth,  Texas 

ISD/ACD 
Version  2(1) 

Stand¬ 

alone 

ACD 

Loop/ 
ground, 
E&M,  DID, 
T-1 

500  universal, 

32  supervisors; 
800  universal 
with  dual 
switching  units 

64(16) 
functional, 
64(16) 
trunk,  64 
(16)  agent 

Non- 

blocking 

switch 

matrix; 

15,000 

call 

comple¬ 
tions  per 
hour 

VMI,  optional 

turnkey 

automated 

attendant, 

optional 

turnkey  VRU 

Centralized 
control  and 
reporting  for  5 
sites;  remotely 
located 
attendant 
groups 

✓ 

Interface  to 
user 

telemarketing 
system  with 
ACM  system; 
turnkey 
system, 
CCMS/target 
with  preview 
dialing  or 
CCMS/power 
with  predictive 
dialing 

IBM 

Personal 

System/2 

or 

equivalent, 
color  and 
graphics;  2- 
sec  refresh 
rate 

Half  hour,  daily, 
weekly  or 
monthly 

Standard 
with  SQL 

Optional  with 
ESP  II  on  IBM 
Personal 
System/2 

Approxi¬ 
mately 
$4,000 
per  agent 

Telecommunications 
Technology,  Inc. 
Pomona,  Calif. 

ECD  4000ex 

Stand¬ 

alone 

ACD 

Loop/ 
ground; 
E&M,  DID 
options 

96  trunks,  96 
agents,  15 
supervisors 

15 

functional, 
15  trunk, 

1 5  agent 

36  CCS 
per  line; 
totally 
non- 
blocking 

VMI,  SIAA 

Overflow,  no 
call  control 

Option 

CRT 

display, 

continuous 

refresh 

Hourly,  daily, 
weekly  or 
monthly 

PC-based 

information 

manager 

option 

PC-based  work 
force  manager 
option 

$2,500 
per  agent 

ECD1000E 

Stand¬ 

alone 

ACD 

Loop  / 
ground 

20  trunks,  20 
agents,  8 
supervisors 

8 

functional, 

8  trunk,  8 
agent 

36  CCS 
per  line; 
totally 
non- 
blocking 

VMI 

CRT 

display, 

continuous 

refresh 

Hourly,  daily  or 
weekly 

$1,800 
per  agent 

TIE  / 

communications,  Inc. 
Shelton,  Conn. 

Data  Star 

PBX- 

integ- 

rated 

Loop/ 

ground, 

DID 

64  trunks,  1 92 
agents,  16 
supervisors 

32 

functional, 

1 1  trunk 

32  CCS 
per  line 

VMI,  AAI  with 
TIE  AP 

Single-line 

16- 

character 
display,  4- 
sec  refresh 
rate 

Hourly 
cumulation; 
reporting  with 
optional  PC- 
based  software 

ACD 
software 
included 
with  PBX; 
basic 
system 
$500  per 
line 

Ultracom 
DCX  and 
Onyx 

PBX- 

integ- 

rated 

Loop/ 

ground, 

DID 

32  trunks,  60 
agents,  1 6 
supervisors 

32 

functional, 

9  trunk 

32  CCS 
per  line 

VMI,  AAI  with 
TIE  AP;  IAA 
option  with 
OPA  for  DCX 

Single-line 

character 
display;  4- 
sec  refresh 
rate 

ACD 
software 
included 
with  PBX; 
basic 
system 
$450  per 
line 

VMX/Opcom,  Inc. 

San  Jose,  Calif. 

D.I.A.L. 
Release  4.2 

Call- 

proces¬ 

sing 

system 

with 

ACD  in 
conjunc¬ 
tion  with 
user’s 
PBX 

Loop/ 
ground, 
E&M,  DID 

160  trunk 
connections  to 
PBX,  agent 
positions  are 
PBX  supported 

NA 

NA 

SIVM,  SIAA 

Manually 
routed  overflow 
between 
networked 
systems;  no  call 
control 

NA 

Cumulation 
from  last  time 
data  is  cleared 

PC-based 
Admin  2.0 
software 

Typical 
$30,000 
for  8 
ports 

AAI  =  Automated  attendant  interface 
ACM  =  Automated  Call  Management 
AP  —  Application  Processor 
ARU  =  Automatic  Response  Unit 
Audix  =  AT&T  voice-messaging  system 
CCMS  =  Customer  Contact  Management  System 
CCS  =  Hundred  call  seconds 
CMS  —  Call  Management  System 


CRF  =  Custom  Reports  Formatter 
DBMS  =  Data  base  management  system 
DID  =  Direct-inward  dialing 
DNIS  =  Dialed  Number  Identification  Service 
EMIS  =  Enhanced  Management  Information  System 
ESP  II  =  Enhanced  Scheduling  Package  II 
MPS  =  Man  Power  Planning  System 
Names  =  James  River  Group,  Inc.  software 


NMS  =  Network  Management  System 
OAI  =  Open  Application  Interface 
OCM  =  Outgoing  Call  Management 
OPA  =  Operator  Assist  Card 
RMC  =  Remote  Management  Center 
SIAA  =  System-integrated  automated  attendant 
SIVM  =  System-integrated  voice  messaging 
SMA  =  Staff  Management  Aid 


SQL  =  Informix  Software,  Inc.  product 
VMI  =  Voice-messaging  interface 
VRU  =  Voice  Response  Unit 


This  chart  includes  a  representative  selection  of  vendors  in  the  ACD  market.  Most  vendors  offer  other  ACDs,  and  many  vendors  not  included  offer  a  full  range  of  competitive  offerings. 

SOURCE:  TELESYNE.  INC  ,  SAN  JOSE.  CALIF. 


( continued from  page  40) 
several  groups  and  processed  by 
the  group  where  the  queuing  time 
will  be  the  shortest. 

For  reporting  purposes,  users 
may  find  it  necessary  for  their 
system  to  track  overflowed  calls 
by  their  primary  group,  whether 
or  not  they  were  processed  by  a 
secondary  group. 

Interactive  call  transactions 

ACD  call  processing  is  moving 
toward  integration  with  ad¬ 
vanced  voice-processing  func¬ 
tions  that  give  users  more  control 
over  how  incoming  calls  are 
treated.  Most  vendors  will  pro¬ 


vide  interfaces  to  separate  stand¬ 
alone  voice  messaging,  voice  re¬ 
sponse  and  automated  attendant 
units.  These  interfaces  can  vary 
from  simple  analog  line  inter¬ 
faces  to  tightly  coupled  digital  in¬ 
terfaces  that  allow  the  separate 
units  to  perform  as  an  integrated 
unit. 

To  provide  a  tightly  coupled 
interface,  vendors  either  supply 
their  own  turnkey  voice-process¬ 
ing  units  or  obtain  one  through 
an  OEM  agreement  with  a  pre¬ 
ferred  vendor.  The  latest  systems 
are  moving  toward  integrating 
these  functions  within  the  ACD  it¬ 
self.  Data  Plus’  Merideth  predicts 


that  “the  people  who  will  move 
farthest  in  this  area  are  now  inte¬ 
grating  interactive  voice-process¬ 
ing  features  that  enhance  the  ba¬ 
sic  ACD  call-processing  func¬ 
tions.” 

A  key  advantage  of  system- 
level  integration  is  the  ability  of 
an  ACD  to  track,  monitor  and  col¬ 
lect  statistics,  even  when  the  call 
is  being  handled  by  a  voice-pro¬ 
cessing  or  voice-messaging  sys¬ 
tem. 

With  voice  response  units, 
also  called  automatic  response 
units,  callers  can  be  presented 
with  information  such  as  airline 
schedules,  stock  quotes  and  bank 
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balances,  again  based  only  on 
push-button  codes,  without  direct 
contact  with  an  agent.  Interactive 
call  processing  through  caller- 
entered  push-button  codes  can  be 
further  extended  by  prompting 
callers  to  enter  pertinent  infor¬ 
mation,  such  as  account  codes 
and  area  codes.  These  can  be  pre¬ 
sented  to  the  agent  either  directly 
or  through  an  interface  to  a  user- 
provided  data  base. 

Caller  identification 

Traditionally,  incoming  call 
centers  assigned  different  800 
numbers  to  different  services.  In 
the  past,  each  number  was  usual¬ 


ly  served  by  a  separate  trunk 
group.  The  call  was  then  routed 
to  the  appropriate  agent  group. 

Long-distance  carriers  are 
now  offering  a  service  that  per¬ 
mits  different  800  numbers  to  be 
assigned  to  the  same  trunk  group. 
This  service,  called  dialed  num¬ 
ber  identification  service  (DNIS), 
allows  ACD  users  to  obtain  the 
trunking  efficiency  achievable 
from  a  single  large  trunk  group 
and  still  be  able  to  distinguish 
callers  and  serv  e  them  according¬ 
ly.  An  ACD  equipped  with  the 
DNIS  feature  automatically 
makes  the  appropriate  routing 
( continued  on  page  48) 


Action  Center 


TESTERS 


New  Hand-Held  T1  Testers 


I! 


T-Tester 

$4,495 


Full-Function  Test  Set  (8  lbs.) 

SF,  ESF,  B8ZS,  SLC-96  compatible 
QRSS/BERT/user  test  patterns 
Full  duplex  alarm  monitoring 
Signaling  bits  —  all  displayed 
■  DSO  drop/insert  capability 

T-Watcher 

$1,495 

DS1  Monitor/Analyzer  (2.5  lbs.) 


Alarms/counts:  BPV,  RLOS,  FB/CRC, 
B8ZS,  SES,  OOF,  Yellow,  Blue 
Auto  configures  to  SF  or  ESF 
DSO  signaling  and  V F  monitoring 

$$  T-Sender 

$495 

DS1  Signal  Generator  (1  lb.) 


■  D3/D4  bipolar  bit  stream 

■  Digital  milliwatt  output 

■  Gated  or  continuous  tone 


CALL  TOLL  FREE  800-233-3151 

Digilog  Inc.,  1370  Welsh  Road,  Montgomeryville,  PA  18936  In  PA,  215-628-4530 


Circle  Reader  Service  No.  53 


COMPUTER  NETWORKING  ALERT 


Reduce  Networking  Costs 


Baiuns,  balun  and  modular  panels  for 

IBM  *  DEC  *  Wang  *  Apple  *  most  others 


Components  Unlimited  offers  a  proven  line  of  products  to  install  computers,  teminals 
and  peripherals.  Quick  delivery,  caring  customer  service,  and  competitive  pricing  will 
make  it  easy  for  you  to  secure  all  your  datacomm  installation  needs.  Call  us  today! 

Components  Unlimited,  Inc. 

12140  S.W.  Garden  PI. 

Portland,  OR  97223 

1-800-443-2854 


Circle  Reader  Service  No.  52 


HANDS  ON  EDUCATION 


KAZCOM  Inc.,  the  originator  and  creator  of 
successful  “Hands-On”  seminars  presents  . . . 

PERSONALIZED 

“HANDS-ON”  TRAINING 

■  INTERACTIVE  SNA 

■  INTERACTIVE  NETWORK 
TROUBLESHOOTING 

Training  software  to  be  used  with  YOUR  personal  computer 

Benefits:  1.  Learn  when  you  want  to  learn 

2.  Dedicate  as  much  time  as  you  want 

3.  Use  it  over  and  over  again 

4.  Interactive  for  a  more  valuable  educational  experience 

1-800-444-0543  or  312-823-8386 

Brochure  and  demo  disk  available 


KAZCOM,  Inc. 


Circle  Reader  Service  No.  55 


MODEMS 


y 


1  -800-288-DATA 
The  Modem  Exchange 

Serving  the  data  processing  industry  for  26  years. 


TO  SAVE  MONEY 

Call  Ruth  Ann  Brown  toll-free  at  1-800-288  DATA  (3282). 


SAVINGS. 

MAINTENANCE. 

SERVICE. 

WE  DELIVER. 

SPECIALS 

TIMEPLEX  USED  SPECIALS 

PENRIL  DL  9600  FT(new) 

$1,295. 

EO400 

$695. 

Paradyne  MPX  4800 

475. 

1 2  ports 

1695. 

Paradyne  T-96 

625. 

1 6  ports 

1995. 

Paradyne  14.4 

695. 

20  ports 

2295. 

UDS  801  ACU 

150. 

24  ports 

2595. 

Buy.  Sell.  Lease.  New.  Used. 
UDS 
IBM 

TIMEPLEX 
TELLABS 
AVATAR 


PARADYNE 

CONCORD 

ARK 

PENRIL 

MICROCOM 


mmm 

VISA 


90  day  warranty  on  used  equipment,  extended  warranty  available. 

The  Modem  Exchange,  2330  Kemper  Lane,  Cincinnati,  Ohio  45206 

Circle  Reader  Service  Nc  37 


NETWORK  OPTIMIZATION 


NETWORK  SYNERGIES,  INC. 

Pacesetters  In  Least-Cost  Communication  Network  Design  end  Capacity  Planning 


STAR*PAK  X.25  NETWORK  DESIGNER 

THE  NEWEST  MEMBER  OF  THE  STAR  FAMILY 
OF  INTEGRATED  DESIGN  TOOLS! 


INPUT: 

“WHAT  IF”?  UTILITIES: 

SWITCH  LOCATION  NPA/XXX 

ADD  LINKS 

TRAFFIC  BETWEEN  NODE  PAIRS 

DELETE  LINKS 

DESIGN  PARAMETERS 

MODIFY  BANDWIDTH 

MAXIMUM  ACCEPTABLE  DELAY 

MODIFY  TRAFFIC  VOLUMES 

DESIGN  CONSTRAINTS 

PRICE  W/AT&T,  MCI,  SPRINT,  BELL... 

NSI 


OUTPUT: 

NETWORK  LINK  TOPOLOGY  &  MAP 
PERFORMANCE  MODELS 
CHANNEL  CAPACITIES/BANDWIDTH 
DETERMINISTIC  &  ADAPTIVE  ROUTING  TABLES 
SWITCHING  EQUIPMENT  SELECTION 
TELCO  &  EQUIPMENT  COSTS 
RELIABILITY  PROBABILITIES 
CUT  SET  MEMBERS  &  SOLUTIONS 


$7,995 


NETWORK  SYNERGIES,  INC. 

330  MAIN  STREET  *  LAFAYETTE,  IN  47901 
(800)  NET-1 -NSI  VISA/MC 
30  DAY  MONEY  BACK  GUARANTEE! 
Circle  Reader  Service  No.  56 


$7,995 
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Action  Center 


OCTOBER 


STRATUM  1  SOURCE 


T1  MULTIPLEXER 


m&mmu  sMmmmmm ws. 


ACCU-SYNC  4060 

*  A  SELF-CONTAINED  STRATUM  1  CLOCK 

*  UNCHALLENGEABLE  ACCURACY  AND  RELIABILITY 

*  BELLCORE  CODED 

The  ACCU-SYNC  4060  Cesium  Time  and  Frequency  Standard  is  designed  specifically  for  com¬ 
mercial  telecommunications.  The  ACCU-SYNC  4060  gives  the  user  Stratum  1  clock  stability  with¬ 
out  antennas  or  any  user  adjustment.  The  ACCU-SYNC  4060  is  available  in  DS1  or  CEPT  config¬ 
urations  and  can  be  used  as  the  master  clock  for  a  digital  network  as  well  as  a  test  instrument  to 
assure  synchronization  of  your  network. 

For  more  information  call: 


H 


SEE  US  AT: 

Network  90’s/Booth  719 
Comnet  ’89/Booth  2901 


FREQUENCY  AND  TIME  SYSTEMS,  INC. 
34  Tozer  Road 
Beverly,  MA  01915-5510 
(508)  927-8220;  FAX:  (508)  927-4099 


Circle  Reader  Service  No.  39 


TIMING  SIGNAL  GENERATOR 


ACCU-SYNC  3000 

*  STRATUM  3  ACCURACY  AND  STABILITY 

*  FULLY  REDUNDANT  INPUTS,  OUTPUTS  AND  CLOCK  GENERATORS 

*  ACCEPTS  DS1  OR  COMPOSITE  CLOCK  INPUT  REFERENCES 

The  ACCU-SYNC  3000  Timing  Signal  Generator  is  a  low  cost,  fully  redundant,  Stratum  3  source 
for  the  synchronization  of  digital  networks.  The  ACCU-SYNC  3000  can  be  locked  to  1  or  2  exter¬ 
nal  DS1  or  composite  clock  sources,  or  to  a  master  clock,  as  used  in  a  large  private  network.  The 
equipment  can  be  used  in  either  2048  kHz  or  1 544  kHz  synchronized  networks  and  generates 
and  distributes  both  DS1  and  composite  clock  timing  signals.  Up  to  170  outputs  are  possible  in  a 
basic  system  configuration. 

For  more  information  call: 


l/i 


SEE  US  AT: 

Network  90’s/Booth  719 
Comnet  ’89/Booth  2901 


FREQUENCY  AND  TIME  SYSTEMS,  INC. 
34  Tozer  Road 
Beverly,  MA  01915-5510 
(508)  927-8220;  FAX:  (508)  927-4099 


Circle  Reader  Service  No.  54 


MODEM 


MODEM  WAREHOUSE 

1  -800-548-9555  *  * 

CODEX  VV 

Used  and  Overstocked 
Equipment 

NEW  Codex  2382s 

2  ch.  19.2  modem . $5,075 

USED 

Codex  2660 . $4,000 

Codex  CS9600  . $495 

NEW  Codex  6003s 

4  channel  mux . $650 

4  ch.  mux  w/ 9600  modem  $1,100 

LEASE:  Codex  CS  9600 

Month-to-month  . $35/mo. 

3  year . $25/mo. 

(Pricing  valid  tor  any  quantity.) 

In  Oklahoma  call  548-9555 
Circle  Reader  Service  No.  42 


Maxi "  T1  Multiplexer: 


Expand  your  voice  and  data  transmission  capacity 
without  investing  in  a  private  T1  network. 


. . 


[■  *  «■  *  *■ «  « 

•  •  •  :  '  j 

.  .  .  :  .  sj  4it  ■  • 
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•  Accunet®,  DDS®,  Megacom®  compatible 

•  Complies  with  all  Bellcore  and  AT&T  standards 

•  D4  and  ESF  framing  formats 

•  Multiple  clock  sources 

•  Built-in  CSU/DSU,  and  212A  modem 

•  Microfloppy  disk  drives  permit  easy  configuration 
changes  and  software  upgrades 

•  Fully  redundant 

•  Private  or  mixed  public/private  applications 

•  Continuous  self-testing  diagnostics 


Call  today  for  more  info: 

1-800-426-3926 

(In  Washington  State:  206-827-9626) 


® 


Teltone  Corporation,  10801-120th  Avenue  NE,  Kirkland,  WA  98033 

'  Registered  trademarks  of  AT&T 
Circle  Reader  Service  No.  57 


VOICE/DATA  MULTIPLEXER 


Give  Your  Data  a  Voice  of  Its  Own! 


-  HEADQUARTERS  OR  LOCAL  PREWISE  - 


SDM-1  FEATURES 

•  One  voice  channel  plus  one  data  channel  over 
one  analog  leased  line. 

•  Pays  for  itself  in  less  than  one  year. 

•  Communications  grade  voice  quality  at  9.6  Kbps. 

•  Built-in  support  for  PBXs,  key  telephone 
systems,  and  telephones. 


Call  today  for  more  information 

(818)  889-3618 

FAX  (818)  889-2041 


Advanced 
Compression 
Technology.  Inc. 


Circle  Reader  Service  No.  44 


Advertise 

In  ActionCenter 

Ads  run  for  entire  month 

(4  or  5  issues) 

3  sizes  available: 

2”x4” 

$950  per  month 

4  1 3/1 6”x  4” 

$1150  per  month 

4  13/16”x  8” 

$2300  per  month 

Call  for  information: 

Joan  Bayon  Pinsky 
800-343-6474 

In  MA  508-820-2543 

Pacific  &  Mountain  Time  Zones 

Call  Susan  Egan 

714-250-3006 

■ 

NetworkWorld’s 
ActionCenter  Reader  Service 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Company 
Phone  ( 

Street  _ 

City _ 

State _ 

NW  10/17 


Zip. 


(  Expires  Dec  31/88  ) 
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NETWORKING  MARKETPLACE 


TELECOMMUNICATIONS 


TELECOMMUNICA  TIONS 
DIVISION 


■■■HHBr  COMPUTE#  COPPO/PAlT/ON 

*025  BRONZE  WAY,  DALLAS.  TEXAS  75 237 


THE  BEST  FOR  LESS 


SECONDARY  MARKET  VENDOR 


CONSULTANTS 


FRANK  MARCHUK,  PhD/CS/EE 
Computer  Network  Consultant 

Custom-Designed  Networks 
Specialist,  Network  Hardware/Software 
Communications  Software 
Network  Management  Architecture 

TCP/IP  •  DECNET  •  ETHERNET  •  X.25  •  ARPANET  •  ISDN  •  DDN 
BSD  4. 2/4. 3  •  UNIX-C  •  PRONET  •  INTERNET  •  XENIX-UNIX.*  SNA 
DNA  •  VAX/VMS  •  HYPERCHANNEL  •  NCP  •  MAP  •  TOP  •  LAN  •  WAN 
SATNET  •  SDLC  •  HDLC  •  IPSS  •  VME  •  PC-NET  •  TOKEN  RING  NET 
NFS  •  PDN  •  TELNET  •  WANGNET  •  VSAT  •  NETVIEW 
NETBIOS  •  T-1  •  FDDI  •  PSNT  •  ARCNET 

(714)  638-9601 

3808  ROSECRANS  STREET  SUITE  272  SAN  DIEGO,  CA  921 1 0 
Professional  Fees  Quoted  Upon  Request 


Your  Ad 
Could  Be 
Here  For 
$199.50 

Contact: 

Joan  Bayon  Pinsky  at 
1-800-343-6474  xtn  755 
(or  in  MA  508-820-2543) 

Pacific  &  Mountain: 
Contact  Susan  Egan  at 
714-250-3006 


—f=AT&T 

v</  •  DIMENSION®  *\ 

^  •  HORIZON®  \ 

•  SYSTEM  75®/85®  \ 

•  SYSTEM  25®  * 

•  MERLIN® 

COMPLETE  SYSTEMS  &  PARTS  INVENTORY 
ALL  EQUIPMENT  REFURBISHED  LIKE  NEW 
GUARANTEED  FOR  AT&T  INSTALL  &  MAINTENANCE 


TRAINING 


DATA  & 
TELECOM 
COURSES 

Transform  your  PC  into  a 
personal  instructor  with 


FOUNDING  MEMBER  OF: 

800-527-6438 

•  REGISTERED  TRADEMARK  OF  AT&T 


HELEtUtOr 


COMPUTER  BASED  TRAINING  SERIES 


K-PLAn  TEL,  me. 

AUTHORIZED  NATIONAL  PARTS  DIST. 

NEC  AMERICA,  INC. 

BUSINESS  SYSTEMS  SALES  DIVISION 

•  SALES  •  PURCHASING 

•  REPAIRS  •  PARTS 

•DOCUMENTATION 
K 

2400 
NEAX  12 
NEAX  22 
ELECTRA 
ELECTRA 
ELECTRA 
ELECTRA  28 
PATRICIAN  411 
PATRICIAN 
COMMUNICATOR 

—Price  Quotes— Technical  Assistance 
FOR  FURTHER  INFORMATION 
PLEASE  CALL  US: 

(516)242-0111 

3G  SAXWOOD  ST.,  DEER  PARK,  NY  11729 

FAX  #516-242-0162 


E 

Y 

SEC 


B 

X 


CALL  FOR 
FREE  CATALOG 

(603) 433-2242 

800-542-2242 


LANS 


RF  LAN  DESIGN 
PC  SOFTWARE 


MAP  -  IEEE  COMPATIBLE 

Broadband  System  Engineering  is 
a  very  affordeble  software  pack¬ 
age  for  designing  any  kind  of  RF 
broadband  network.  BSE  designs 
any  split  or  dual  cable  system  from 
1-600  Mhi.  Pro-configured  mfgr 
database  files  for  taps,  cable,  etc. 
Selects  taps  automatically.  Up¬ 
dates  rf  levels/components  after 
an  insertion  or  deletion.  Printout  of 
BOM  and  rf  level  performance  Ask 
about  our  14  day  tiiaVelection  to 
purchase.  $1595  Complete. 

nrrmc  vemsiOM  Am/iAM  AjrtMacs/tccfrreo 

■M  &  COS-^AT  BLit  -  DO*  3  0  0*  HO« 

ComNet  Engineering  Co. 

3310  Waiters  Or  AMSttn.  TX  70  745 

512-892-2085 


Attn:  End  Users 

Upgrading  Your  Equipment? 

Sell  your  present  system  through  an  ad  in  Network  World. 

\AAite  Or  Phone:  Network  World,  Classified  Advertising 

Joan  Bayon  Pinsky,  375  Cochituate  Road,  Post  Office  Box  9171, 
Framingham,  MA  01701-9171;  1-800-343-6474  (in  MA  508-820-2543)  x755 

Pacific  &  Mountain:  Susan  Egan,  18004  Sky  Park  Circle, 

Suite  100,  Irvine,  CA  92714;  714-250-3006 


NETWORK  WORLD 

A  number  of  Management  Updates,  Data  Comm  Buyer’s  Guides,  Te¬ 
lecom  Buyer’s  Guides,  PC  Buyer’s  Guides  and  Industry  Focuses  are 
scheduled  to  run  in  NETWORK  WORLD  during  1988.  Each  of  these 
features  will  focus  on  one  aspect  of  the  networking  and  communica¬ 
tions  industry  and  give  our  advertisers  a  chance  to  reach  a  more  se¬ 
lect  audience.  These  are  some  of  the  topics  the  features  will  cover: 

Management  Updates: 

Network  and  Communications  managers  gain  the  edge  they  need  - 
and  advertisers  gain  a  receptive  audience  --  from  in-depth  discus¬ 
sions  of  key  issues  in  Network  World's  Management  Updates.  The 
focused  editorial  in  these  sections  provides  managers  with  invaluable 
assistance  in  planning  and  optimizing  their  networks. 

*  October  24  -  PC  Management  Update:  LAN  Management 

*  November  7  -  Purchasing  Alternatives 

*  November  1 4  -  Data  Comm  Management  Update: 

Open  Systems  Networking 

*  November  21  -  Telecom  Management  Update: 

Wiring  and  Cabling  Alternatives 

*  December  1 2  -  Telecom  Management  Update: 

Fiber  Optic  Systems  (Early  close  due  to  Holiday) 

Buyer’s  Guides: 

Products  and  services  are  front  and  center  in  these  Buyer’s  Guides, 
providing  Network  World  readers  --  your  customers  -  with  the  impor¬ 
tant  information  they  need.  Here’s  where  they  get  the  information 
that  helps  them  make  the  most  informed  buying  decisions  for  a  vari¬ 
ety  of  products  and  services. 

Telecom  Buyer’s  Guides: 

*  October  1 7  -  PBX  Enhancements 

Industry  Focuses: 

This  year  Network  World  introduces  a  new  feature  that  takes  a  close 
look  at  vertical  markets  with  special  networking  needs.  The  Industry 
Focus  sections  are  mailed  directly  to  top  decision  makers  in  financial, 
retail/point-of-sale,  government,  travel,  manufacturing,  education  and 
insurance  industries,  giving  you  added  reach  into  these  important 
market  segments. 

*  October  31  -  Manufacturing 

*  November  28  -  Insurance 

Editorial  Show  Coverage: 

Bonus  Show  Distribution  -  Your  advertisement  reaches  thousands  of 
show  attendees  at  no  extra  cost,  when  Network  World  distributes 
bonus  copies  at  the  industry’s  major  trade  shows.  It's  a  great  way  to 
expand  your  marketing  opportunities  -  and  make  your  advertising 
dollars  go  even  further. 

*  October  17  -  CMA  Wap-up  Issue 

*  November  7  -  Comdex  Fall  Preview  Issue 

*  November  14  -  Comdex  Fall  Show  Issue 

(Bonus  Show  Distribution) 

*  November  21  -  Comdex  Fall  Wap-up  Issue 

NETWORK  WORLD  publishes  every  Monday  with  an  ad  deadline  of 
1 2  days  prior  to  each  issue  date.  The  October  31  st  Issue  will  be  clos¬ 
ing  October  19th.  You  may  send  in  copy  to  be  pubset  or  camera- 
ready  material  (velox  or  negative)  via  the  mail.  We  provide  telecopier 
service  and  will  also  take  ads  over  the  phone. 

Our  mailing  address  is 

NETWORK  WORLD  Classified  Advertising 

Joan  Bayon  Pinsky,  PO  Box  9171, 

375  Cochituate  Road,  Framingham,  MA  01701-9171 

Susan  Egan,  18004  Sky  Park  Circle, 

Suite  100,  Irvine,  CA  92714 

Or  call  for  more  information  at: 

1-800-343-6474,  In  MA:  (508)  820-2543 

Pacific  &  Mountain:  (714)  250-3006 
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COMPUTER  CAREERS 


It’S 

the  efficient 
way  to  recruit 
qualified 
computer 
professionals. 

Now  you  can  target  your  recruitment  adver¬ 
tising  to  the  qualified  computer  professionals 
you  want  to  reach  -  where  you  want  to  reach 
them.  All  you  need  is  the  new  IDG  Communi¬ 
cations  Computer  Careers  Network.  Here’s 
how  it  can  work  for  you: 

You  choose  the  newspapers.  Depending 
on  who  you’re  looking  for,  you  can  select  the 
combination  of  eight  newspapers  that  best 
suits  your  needs  -  Computerworld, 
InfoWorld,  Network  World,  Digital  News, 
Federal  Computer  Week,  and  Computer 
Currents/Northern  California,  Southern  Cali¬ 
fornia,  Boston  and  Washington,  D.C.  Edi¬ 
tions. 

You  choose  the  region.  If  you  wish  to  re¬ 
cruit  within  a  specific  area,  you  can  advertise 
in  the  regional  editions  of  the  newspapers 
you  choose  -  East,  West,  or  Midwest.  Of 
course,  national  buys  of  individual  newspa¬ 
pers  or  various  combinations  are  also  avail¬ 
able  when  you  need  to  extend  your  reach. 

You  don’t  pay  for  readers  you  don’t  want. 

Gone  are  the  days  when  you  have  to  worry 
about  paying  for  waste  circulation.  The 
Computer  Careers  Network  puts  you  in 
touch  with  qualified  computer  professionals 
-  and  only  those  qualified  computer  profes¬ 
sionals  you  need  to  reach. 

To  put  the  new  Computer  Careers  Network 
to  work  for  you  -  regionally  or  nationally  -  call 
the  sales  office  nearest  you.  Or  contact  John 
Corrigan,  Recruitment  Advertising  Director, 
at  508-879-0700.  And  if  you  hurry,  you  can 
still  get  in  on  the  special  low  introductory  of¬ 
fer. 

Sales  Offices 

John  Corrigan,  Recruitment  Advertising 
Sales  Director,  375  Cochituate  Road,  Box 
9171,  Framingham,  MA  01701-9171;  508- 
879-0700. 

BOSTON:  375  Cochituate  Road,  Box  9171, 
Framingham,  MA  01701-9171,  Al  DeMille, 
Regional  Manager,  Nancy  Ftercival,  Account 
Executive;  800-343-6474.  (in  Massachu¬ 
setts,  508-879-0700). 

NEW  YORK:  Paramus  Plaza  1, 140  Route  17 
North,  Paramus,  NJ  07652;  Warren  Kolber, 
Regional  Manager,  201-967-1350;  Jay  No- 
vack,  Account  Executive  800-343-6474. 

WASHINGTON,  D.C.:  3022  Javier  Road, 
Suite  210,  Fairfax,  VA  22031;  Katie  Kress, 
Regional  Manager,  703-573-4115;  Pauline 
Smith,  Account  Executive  800-343-6474. 

CHICAGO:  10400  West  Higgins  Road,  Suite 
300,  Rosemont,  IL  60018;  Patricia  Powers, 
Regional  Manager,  312-827-4433;  Ellen  Ca¬ 
sey,  Account  Exective  800-343-6474. 

LOS  ANGELES:  18004  Sky  Park  Circle, 
Suite  100,  Irvine,  CA  92714;  Barbara  Mur¬ 
phy,  Regional  Manager,  714-250-0164; 
Chris  Glenn,  Account  Executive,  800-343- 
6474. 

SAN  FRANCISCO:  18004  Sky  Park  Circle, 
Suite  100,  Irvine,  CA  92714;  Barbara  Mur¬ 
phy,  Regional  Manager,  714-250-0164; 
Chris  Glenn,  Account  Executive,  800-343- 
6474. 


ENGINEER 

APPLICATIONS 

ENGINEER 

DATA  COMM 

We  are  a  rapidly  growing  compa¬ 
ny,  specializing  in  the  design  and 
sale  of  networking  products  and 
systems  to  the  end  user  market. 
We  have  an  immediate  opening  for 
an  Applications  Engineer  with  a 
background  in  design,  installation, 
and  maintenance  of  local  area  net¬ 
works.  An  engineering  degree  or 
equivalent  is  desirable,  along  with 
good  written  and  oral  communica¬ 
tion  skills.  Duties  will  include  sup¬ 
port  of  a  national  sales  force,  with 
frequent  travel  required.  Location 
will  be  at  corporate  headquarters 
in  Farmingdale,  LI,  NY.  Send  re¬ 
sume  in  confidence  to: 

PRESIDENT 
VERTEX 

Computer  Cable  &  Products 
61  Executive  Boulevard 
Farmingdale,  NY  11735 


Telecommunications:  Distin¬ 
guished  Visiting  Professor,  voice/ 
data,  spring  quarter,  1989.  Quality 
professional  and/or  academic  ex¬ 
perience  in  design,  management, 
development  or  operation  of  voi¬ 
ce/data  systems  or  networks.  Full¬ 
time  commitment  responsible  for 
teaching  two  courses  in  areas  of 
expertise,  assist  with  curriculum 
development,  placement  of  gradu¬ 
ates.  Salary  $15,000  plus  modest 
campus  apartment.  Statement  of 
interest,  credentials,  references  by 
October  28,  to:  Chair,  Search 
Committee,  J.  Warren  McClure 
School  of  Communication  Sys¬ 
tems  Management,  Ohio  Universi¬ 
ty,  Athens,  OH  45701.  Ohio  Uni¬ 
versity  is  an  affirmative 
action/equal  opportunity  employ¬ 
er. 


Now... 
you  can 
recruit 
the  right 
people 
in  the 
right 
places 
at  the 
right 
price. 

With  the  new  IDG  Com¬ 
munications  Computer 
Careers  Network,  you 
can  run  the  most  targeted 
and  cost-efficient  recruit¬ 
ment  program  possible. 
You  simply  choose  the 
combination  of  eight  lead¬ 
ing  newspapers  -  Com¬ 
puterworld,  InfoWorld, 
Network  World,  Digital 
News,  Federal  Comput¬ 
er  Week,  and  Computer 
Currents/  Northern  Cali¬ 
fornia,  Southern  Califor¬ 
nia,  and  Boston  editions 
that’s  right  for  you. 

For  all  the  facts  on  putting 
the  Computer  Careers 
Network  to  work  for  you  - 
regionally  or  nationally  - 
call  the  sales  office  near¬ 
est  you.  Or  contact  John 
Corrigan,  Recruitment 
Advertising  Sales  Direc¬ 
tor,  at  508-879-0700. 

Sales  Offices: 

BOSTON:  375  Cochituate 
Road,  Box  9171,  Framing¬ 
ham,  MA  01701-9171,  (508) 
879-0700; 

NEW  YORK:  Paramus  Plaza 
I,  140  Route  17  North,  Pa¬ 
ramus,  NJ  07652,  (201)  967- 
1350; 

WASHINGTON:  3022  Javier 
Road,  Suite  210,  Fairfax,  VA 
22031,(703)  573-4115 

CHICAGO:  10400  West  Hig¬ 
gins  Road,  Suite  300,  Rose¬ 
mont,  IL  60018,  (312)  827- 
4433; 

LOS  ANGELES:  18004  Sky 
Park  Circle,  Suite  1 00,  Irvine, 
CA  92714,(714)  250-0164; 

SAN  FRANCISCO:  18004 
Sky  Park  Circle,  Suite  1 00,  Ir¬ 
vine,  CA  92714,  (714)  250- 
0164 


Experienced  Communications  Professionals 


Join  the  winning  team!  Bring  your  talent, 
motivation,  and  experience  to  the  fastest 
growing  communications  group  in  America. 
Computer  Task  Group  (CTG)  offers  you  the 
opportunity  to  join  a  group  of  consultants 
doing  dynamic,  leading  edge  work  in 
communications. 

CTG  is  an  international  professional  services 
firm  with  a  network  of  sixty  offices  in  the  US, 
Canada  and  the  United  Kingdom.  We  plan, 
design,  build,  and  implement  information/ 
communications  systems,  primarily  for  Fortune 
500  Companies. 

We  are  looking  for  candidates  experienced  in: 

•  Business  Information/Communications 
Systems  Planning 

•  IBM  Teleprocessing  Software  (VTAM, 

NCP,  etc.) 

•  Network  Management  System  Development 

•  Local  Area  Networking 

•  Communications  Architectures  (ISDN, 

OSI,  SNA) 

You  must  be  willing  to  travel,  but  you  don’t 
have  to  relocate.  CTG  offers  a  highly 
competitive  compensation  plan,  a 
comprehensive  benefits  package,  extensive 
educational  opportunities,  and  a  stock 
purchase  plan. 

Send  your  resume  to  Ms.  Donna  Neddy, 
Corporate  Telecommunications  Recruiting, 
Computer  Task  Group,  800  Delaware  Ave., 
Buffalo,  NY  14209  or  call  1-800-PLAN 
CTG  (716-887-7463  in  New  York  State). 


Computer  Task  Group  Inc. 

Delivering  competitive  advantage  through  information  technology. 


DIRECTOR, 

TELECOMMUNICATIONS  AND 
COMPUTING  SERVICES 
Loyola  College  in  Maryland 

Loyola  College  is  a  dynamic,  increasingly  selective 
Jesuit  institution  serving  the  mid-Atlantic  region. 
The  Director  of  Telecommunications  and  Comput¬ 
ing  Services  is  a  newly  created  position  designed  to 
unite  existing  strong  programs  in  academic  and  ad¬ 
ministrative  computing,  to  provide  leadership  for  a 
campus  networking  project  and  stewardship  in  the 
attainment  of  college-wide  strategic  information 
technology  goals. 

The  director  will  serve  as  chief  information  officer, 
responsible  for  academic  and  administrative  com¬ 
puting,  telecommunications,  word  processing  and 
office  automation.  The  director  will  report  to  the 
Provost  and  serve  as  a  member  of  the  Deans’ 
Council. 

Candidates  should  have  a  minimum  of  five  years 
experience  and  proven  understanding  of  the  role  of 
information  technology  in  an  academic  setting.  Or¬ 
ganizational  and  communication  skills,  as  well  as  an 
orientation  to  service,  are  absolute  requirements. 
Screening  of  applicants  will  begin  October  24th. 
Nominations  or  applications  should  be  sent  to:  Di¬ 
rector  of  Personnel,  LOYOLA  COLLEGE  IN  MARY¬ 
LAND,  4501  N.  Charles  Street,  Baltimore,  Maryland 
21210-2699. 

EOE 


COMMUNICATIONS 

PROFESSIONALS 

Hillenbrand  Industries,  Inc.,  a  progressive  Fortune  500 
Company,  has  two  exciting  positions  available  for  qualified 
candidates  in  our  new  Corporate  Communications  Depart¬ 
ment. 

•  NETWORK  ANALYST  -  This  position  will  be  responsible 
for  assisting  in  the  initial  and  ongoing  implementation  of  a 
corporate  wide  telecommunications  network.  Position  re¬ 
quirements  include:  (1)  BS  Degree  with  major  in  electron¬ 
ics,  engineering  or  related  field.  (2)  3  -  5  years  experience  in 
data  or  voice  network  analysis  or  management. 

•  NETWORK  OPERATIONS  SPECIALIST  -  This  position 
will  be  responsible  for  organizing  configuration  and  change 
management  control  for  all  network  locations.  Position  re¬ 
quirements  include:  (1)  BS  Degree  in  related  field;  relevant 
work  experience  may  be  substituted.  (2)  3  or  more  years 
hands-on  work  experience  in  a  voice  or  data  communica¬ 
tions  environment. 

Both  positions  provide  excellent  compensation  and  bene¬ 
fits  including  an  incentive  based  bonus  program. 

Hillenbrand  Industries  is  located  in  Batesville,  IN,  a  small, 
high  quality  of  life  community  30  minutes  west  of  Cincin¬ 
nati,  OH. 

Send  resume  and  salary  history  to: 

Ed  Isakson 

HILLENBRAND  INDUSTRIES,  INC. 

Highway  46 
Batesville,  IN  47006 

An  Equal  Opportunity  Employer  M/F/H/V 
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GETTING  MORE  FROM  YOUR  PBX 


NETWORK  WORLD 


PC-based  third-party  ACD/MIS  products 


Vendor 

Models 

Compatibility 

Data  collection 

Real-time  displays 

Historical  reporting 

Custom  report 
creation 

Forecasting  and 
scheduling 

Pricing 

Affinrtec  Corp. 

SL  Louis 

Collector, 

Analyzer, 

Forecaster, 

Scheduler,  other 

planning  and 

analysis 

packages 

Centrex  UCD;  AT&T 
System  75;  Northern 
Telecom,  Inc.  DMS- 
100,  DMS-200,  SL-1; 
Rockwell 

International  Corp. 
Galaxy  3000; 
IBM/Rolm  Systems 
Division  8000, 9000, 
9751 

Raw  ACD  data 
via  Collector 
line  scanner, 
automatic  via 
RS-232 
PBX/ACD  port 

Data  via  Collector  sent 
to  CRT,  10-sec  refresh 
rate 

Analyzer  1 5  seconds  to  38 
months,  Forecaster  2  years  of 

1 5  or  30  minutes  data 

Custom  screens, 
Reportwriter, 
customized  statistics 

Intraday  or  interday  with 
Analyzer,  single/multiweek 
with  Forecaster,  scheduling 
with  Scheduler  using  data 
from  Forecaster 

Collector  from  $5,000,  Analyzer 
from  $1 0,000,  Forecaster  from 
$3,000,  Scheduler  from  $6,500 

Cybernetics 

Systems 

International 

Coral  Gables,  Fla. 

Employee 
Management  and 
Planning  System 

NA 

Automatic 
collection  from 
an  ACD  printer 
port 

NA 

5-year  data  retention 

Data  imported  to  other 
applications 

Daily,  weekly,  monthly 
forecasts  for  a  range  of 
dates;  agent  schedules, 
employee  assignments 

NA 

HTL 

Telemanagement,  Ltd. 
Burtonsville,  Md. 

ACD  Designer 

NA 

Manual  ACD 
traffic  data 
entry 

NA 

Analysis  tool  for  ACD 
optimization 

NA 

Forecasting  analysis 

Initial  license  $2,500,  annual 
renewal  $625 

Keystone  Technologies 
Camp  Hill,  Pa. 

Scoop  (Basic  and 

Plus) 

Northern  Telecom 
Meridian  SL-1  C 
package 

Automatic  via 
PBX  RS-232 
port 

1 3  months  minimum  retention, 
daily  summaries 

Through  SQL 

Erlang  C-based  analysis 
package 

DOS-based  Scoop  Basic 

$1 2,995,  Xenix-based  Scoop  Plus 

$14,995 

Monitec  Systems,  Inc. 

Vancouver 

Monitel  Orbit 

(Standard  and 
Plus) 

Northern  Telecom 
Meridian  SL-1  C 
package 

Automatic  via 
ACD 

management 
report  port  and 
supervisor  CRT 
port 

Orbit  Plus  with  color 
monitor  and  graphics, 
30-sec  refresh  rate 

Automatic  reporting  hourly  to 
quarterly,  call  volume  retention: 
3  years,  30  minutes  data 
retention:  4  months 

Files  imported  to  PC 
applications 

Standard  with  Orbit  Plus 

$1 3,999  to  $1 9,500  for  single- 
user  version,  $1 5,000  to  $21 ,500 
for  version  with  3Com  Corp.  LAN 

Nova  Systems,  Inc. 

Cambridge,  Mass. 

ACD  Reporter 

IBM/Rolm  8000, 

9000, 9751 

Automatic  via 

PBX  quad  port 

Color  display,  30-sec 

refresh  rate 

Retention  disk  size-dependent, 
user-selected  daily  or  date- 
range  reporting  periods 

Files  imported  to  PC 
applications 

Basic  forecast  standard, 
advanced  forecast  optional 

$9,800  to  $34,000 

Pacecom 

Technologies 

Bellevue,  Wash. 

RMS-800 

Resource 

Management 

System 

NA 

Emulates 

supervisor  CRT 
on  most  ACD 

Emulated  ACD  screens 

3-year  retention  of  weekly 
reports 

Daily  forecasting,  agent 
schedules,  budget 
projections  up  to  one  year  in 
advance 

$9,600 

Perimeter 

Technology,  Inc. 

Nashua,  N.H. 

RT-100,  RT-10 

Northern  Telecom 

DMS-1 00  with  RT- 
100,  any  ACD  with 
RT-10 

DMS-1 00  X. 25 

port  with  RT- 
100,  line 
scanners  with 
RT-10 

Color  and  graphics, 

continuous  update 

1  -year  retention  for  50  agents, 
30-minute  cumulation  with 
40M-byte  hard  disk,  user- 
defined  cumulation  periods 

Files  imported  to  PC 
applications 

Optional  MPS 

Single-user  basic  $25,000  to 
$30,000,  forecasting  $10,000 

Professional  Resource 

Management,  Inc. 
Chicago 

Agent  Power, 

Agent  Power  II 

Rockwell  Galaxy; 

IBM/Rolm  8000, 

9000, 9751 ;  Northern 
Telecom  SL-1 ; 
Telecommunications 
Technology,  Inc.  ECD 
2000  and  4000 

Automatic  via 

PBX/ACD  RS- 
232  port, 
manual  data 
entry  possible 
with  Agent 
Power  for  other 
PBX/ACD 

With  Agent  Power  II  PC 

color  monitor  and 
graphics,  ACD- 
dependent  refresh  rate 

Weekly,  monthly  and  quarterly, 
3-year  retention 

Files  imported  to  PC 
applications 

Standard 

Agent  Power  $9,000  to  $1 5,000, 
Agent  Power  II  $1 5,000  to 
$30,000 

TC  Telemanagement 
Tampa,  Fla. 

ACD-1 

Management 
Software,  real¬ 
time  display 
options  with  Q- 
View  1  and  Q- 
View  II 

Northern  Telecom 
Meridian  SL-1  C 
package 

Through  a 

collection 

device 

connected  to 
PBX  RS-232 
port 

Color  PC  monitor  with 

Q-View  1  or  II,  30-  or  60- 
sec  refresh  rate 

Automatic  generation  of  daily, 

weekly,  monthly  reports,  user- 
selectable  reporting  periods, 
retention  depends  on  PC  hard 
disk  size 

Files  imported  to  PC 
applications 

Standard 

$7,000  to  $15,000 

TeleCalc,  Inc. 

Bellevue,  Wash. 

MIS  System 

Centrex  UCD; 

Telecommunications 
Technology  ECD 

Line  scanning 

devices 

PC  monitor,  color 

codes,  graphics, 
refresh  with  every  new 
call 

30  minutes  or  daily  automatic 
reporting,  retention  is 
configuration-dependent 

Through  custom  report 
templates 

Standard 

$25,000  to  $80,000 

ACD 

Telemanager 

IBM/Rolm  8000  and 

9000  series 

Automatic  via 

PBX  RS-232 
port 

Terminal  emulation  of 

PBX  status  displays, 
PBX-based  refresh  rate 

6-week  retention  with  30 
minutes  or  daily  cumulation,  3- 
year  retention  with  weekly 
summary  cumulation 

Files  imported  to  PC 
applications 

Optional 

$9,500  to  $18,000 

Telecorp  Products,  Inc. 
Southfield,  Mich. 

ACD  Manager 

Northern  Telecom 
Meridian  SL-1  C 
package 

Automatic  via 

PBX  RS-232 
port 

Color  CRT,  large 

screen  TV,  graphics, 

30-  or  60-sec  refresh 
rate 

2-year  retention  for  20  to  1 00 

agents,  30  minutes  cumulation, 
user-selected  reporting  periods 

Files  imported  to  PC 
applications 

Optional  with  additional 
software  package 

$4,500  to  $1 9,000  single  PC 
system 

ACD  =  Automatic  call  distributor 
MPS  —  Man  Power  Planning  System 
NA  —  Information  not  available 
PBX  —  Private  branch  exchange 

SQL  =  Informix  Software,  Inc.  data  base  management  system 
UCD  —  Uniform  call  distribution 

This  chart  includes  a  representative  selection  of  vendors  in  the  personal  computer-based  third-party  ACD/MIS  product  market.  Most  vendors  offer  other  products,  and  many  vendors  not  included  offer  a  full 
range  of  competitive  offerings. 

SOURCE:  TELESYNE,  NC.,  SAN  JOSE,  CALF. 


( continued from  page  43 ) 
decisions  by  recognizing  the  di¬ 
aled  digits. 

Some  vendors,  such  as  Rock¬ 
well,  AT&T,  Aspect  Telecom¬ 
munications  and  Teknekron  Info 
Switch,  provide  a  customized  in¬ 
terface  to  a  user’s  data  base. 
Thus,  caller  identification  is  auto¬ 
matically  passed  by  the  ACD  to 
the  data  base,  allowing  custom¬ 
ized  screens  to  show  up  on  the 
agent’s  terminal.  The  agent  is 
then  prepared  to  answer  a  call 
from  the  instructions  provided 
through  customized  scripts  or 
other  special  instructions  rele¬ 
vant  to  the  type  of  call. 

American  Express  Travel  Re¬ 
lated  Services  Co.  in  Phoenix  uses 
its  ACD’s  DNIS  capability  in  sev¬ 


eral  ways.  According  to  Barry 
Wilson,  manager  of  voice  systems 
operation,  “Our  system  has  more 
than  100  DNIS  numbers  pro¬ 
grammed.  We  have  the  Area  Code 
Routing  service  [an  AT&T  tariffed 
service],  which  permits  us  to  as¬ 
sign  a  single  800  number  for  all 
our  corporate  card  customers  na¬ 
tionwide.  The  Area  Code  Routing 
service  translates  the  calling  par¬ 
ty’s  area  code  into  a  DNIS  number 
that  the  ACD  can  use  for  routing 
and  queuing  decisions. 

“For  example,  through  area 
code  translation,  we  can  process 
calls  differently  for  each  time 
zone.  Between  6  a.m.  and  9  a.m. 
West  Coast  time,  we  can  give  pref¬ 
erential  treatment  to  East  Coast 
customers  and  take  advantage  of 


the  reduced  [AT&T]  Megacom 
rates  during  those  hours.  Also, 
we  are  able  to  make  feature  avail¬ 
ability  and  agent  availability  deci¬ 
sions  based  on  the  caller’s  geo¬ 
graphical  location. 

“Additionally,  I  could  have  a 
single  group  of  agents  that  might 
be  handling  several  different 
products,  with  each  product  dis¬ 
tinguished  by  its  own  DNIS.  An¬ 
other  tariffed  service  where  we 
make  excellent  use  of  DNIS  is 
AT&T's  Call  Prompter.  Through 
call  prompts,  the  user  can  enter 
digits  that  are  translated  by  the 
serving  office  to  DNIS  numbers 
that  can  be  appropriately  pro¬ 
cessed  by  the  ACD.” 

ACDs  that  are  geographically 
dispersed  can  sometimes  be  net- 
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worked  together  so  that  calls  into 
one  city  can  be  diverted  to  anoth¬ 
er  city.  This  is  especially  useful  in 
accommodating  geographic  time 
differences.  For  example,  a  call 
center  on  the  East  Coast  can  di¬ 
vert  its  calls  to  the  West  Coast 
during  off-hours.  Several  vendors 
provide  the  capability  to  inter¬ 
connect  ACDs  via  tie  lines  so  that 
calls  can  be  programmed  to  over¬ 
flow  to  another  site.  The  over¬ 
flowed  call  is  usually  processed 
as  a  brand  new  call  by  the  ACD  re¬ 
ceiving  it. 

Only  some  vendors  offer  the 
capability  to  exchange  call  con¬ 
trol  parameters.  This  allows  an 
ACD  to  pass  call-specific  parame¬ 
ters  that  tell  the  receiving  ACD 
how  to  handle  the  incoming  call. 


Some  vendors  allow  indepen¬ 
dent,  networked  ACDs  to  be  cen¬ 
trally  monitored  and  controlled. 
This  lets  a  hub  location  monitor 
and  control  the  whole  network 
and  collect  statistics  and  reports 
on  network  performance  as  well 
as  individual  ACD  performance. 
Another  useful  distributed  call¬ 
processing  feature  offered  by 
some  vendors  is  the  ability  to  dis¬ 
tribute  agent  groups  geographi¬ 
cally.  Equipment  can  be  placed 
remotely  and  tied  to  the  central 
unit  via  T-l  links  (see  the  chart 
on  page  4 1  for  a  sample  listing  of 
vendors  and  features  offered). 

All  ACD  systems  in  the  accom¬ 
panying  charts  offer  PBX-type 
outbound  call-handling  features 
( continued  on  page  51 ) 
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DSC  Communications  Corporation 

Intelligent  Networks  Division 
3101  Scott  Boulevard 
Santa  Clara,  CA  95054-3394 


DSC’s  DEX  CP2000 Tl  Multiplexer 
Puts  You  In  The  Driver’s  Seat 

The  DEX  CP2000  from  DSC  Communications  Corporation  meets  the  challenge  of  today’s  private  network  user. . . 

Maximum  Utilization  of  Costly  T1  Lines  with  Continuous  Control,  Reliability  and  Management. 


Why  Consider  DSC’s  DEX  CP2000? 

■  Proven  Reliability7 

Years  of  central  office  experience 
supplying  tough,  telephone  company 
tested  and  accepted  equipment  with 
unparalleled  reliability.  We  offer  a  full 
year  warranty,  not  just 90  days. 

■  Network  Management  Architecture 

The  DEX  CP2000  has  an  open  archi¬ 
tecture  embracing  emerging  industry 
standards.  DSC’s  tailored  network 
management  provides  the  right  price/ 
performance  for  any  application. 

■  Maximum  Voice  and  Data 
Throughput 

Industry  standard  Subrate  Data  Multi¬ 
plexing  (SDM)  and  voice  compression 
guarantees  maximum  throughput 
continuously. 

■  Network  Certifications 

Connectivity  to  the  public  network  is 
ensured  through  certifications  for  a 
multitude  of  applications —voice, 
data,  compressed  voice,  Tl,  customer 
controlled  reconfiguration  and  ESF. 

■  Integral  Extended  Super  Frame 

No  need  for  external  ESF  converters. 
The  DEX  CP2000  has  ESF  built  in . . . 
ensuring  network  quality  (CRC6)  and 
control. 


■  Network  Standard  Channelization 

DS1,  DSO  and  sub  DSO  channelized 
for  increased  network  efficiency  and 
complete  compatibility  with  digital 
cross-connect  systems. 

■  Company  Support 

DSC  Communications  Corporation  is 
a  leading  supplier  of  tandem  switches, 
digital  cross-connects  and  other 
intelligent  network  elements  to  the 
telecommunications  industry.  Decades 
of  commitment  and  experience  in 
supplying  the  best  products  and 
support  nationwide  are  now  available 
for  your  network. 

We  challenge  other  Tl  manufacturers  to 
match  the  DEX  CP2000’s  level  of  reli¬ 
ability,  control  and  cost-effective  features. 

Call  or  write  today  for  full  details  on  how 
you  can  take  control  of  your  Tl  network 
and  drive  confidently  into  the  future. 


DSC  Communications 
Corporation 
Business  Network 
Systems  Group 


3101  Scott  Blvd., 

Santa  Clara,  CA  95054 


InCA:  (408)  727  3101  Ext.  1232 
1  (800)  426-0977 


Think  about  your  investment  in  your  network. 
Think  about  what  you  know  about  ISDN. 
Think  about  what  you  don’t  know  about  ISDN. 
Think... 


ISDN:  Revolutionary  or  Redundant? 

October  21,  1988 
11:30  a.m.  -  4:30  p.m.  EST 


A  research  forum  broadcast  live  via  satellite  to 
your  office 

Moderator:  Bruce  Hoard,  Director  Network  World 
Enterprise  Division 

Panelists  include: 

Irwin  Dorros 

One  of  the  most  respected  technical  voices  in  the 
communications  community,  Dorros  is  currently 
Executive  Vice  President,  Technical  Services  for 
Bell  Communications  Research  (Bellcore)  in 
Livingston,  New  Jersey. 

Howard  Anderson 

Howard  Anderson  is  managing  director  of  the 
Yankee  Group,  a  Boston-based  information-industry 
market  research  and  consulting  firm. 

Jim  Mathieu 

One  of  the  ISDN  users,  Mathieu  is  supervisor 
for  telecommunications  planning  with  Lockheed 
Missiles  and  Space  in  Sunnyvale,  California. 

Richard  K.  Snelling 

Richard  Snelling  is  Executive  Vice  President  with 
Southern  Bell  Telephone  and  Telegraph. 

John  Kauza 

John  Kauza  is  Product  Manager,  ISDN  Services,  with 
AT&T. 

Scott  Augerson 

Scott  Augerson  is  Group  Product  Manager,  Systems 
and  Networks,  with  Siemens  Information  Systems. 
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The  Computer  Channel,  Inc. 

99  Tulip  Avenue  •  Floral  Park,  NY  11001 
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On  the  ACD 
cutting  edge 

Automatic  call  distributor  (ACD) 
vendors  are  preparing  to  offer  features 
that  take  advantage  of  new  Integrated 
Services  Digital  Network-based  services 
offered  by  long-distance  carriers.  How¬ 
ever,  the  only  ACD  product  currently 
capable  of  fully  supporting  ISDN  is  one 
from  AT&T. 

American  Express  Travel  Related 
Services  Co.  (TRS)  in  Phoenix  uses 
AT&T’s  System  85-integrated  ACD  with 
the  3B2/600-based  Call  Management 
System  (CMS). 

TRS  is  also  a  pioneering  user  of 
AT&T’s  ISDN  Primary  Rate  Interface 
service  for  incoming  call  management. 
Through  an  AT&T  3B  processor-based 
gateway,  the  ACD  interfaces  with  a  host 
system  that  has  a  customer  account 
data  base.  TRS  is  experimenting  with 
both  automatic  number  identification 
(ANI)  and  call-by-call  service  selection. 

ANI,  the  first  commercially  available 
ISDN  service  from  AT&T,  identifies  the 
calling  party’s  telephone  number.  The 
primary  application  for  ANI  is  the  auto¬ 
matic  matching  of  the  caller’s  number 
with  the  user’s  data  base.  This  allows 
the  caller’s  profile  to  be  automatically 
delivered  to  an  agent’s  screen,  thus  sav¬ 
ing  several  seconds  on  the  average  call 
service  time. 

“ANI  works  only  within  areas  where 
equal  access  technology  is  in  place  — 
that  is,  the  call  must  originate  from  an 
equal-access  area  for  the  calling  num¬ 
ber  to  be  passed  through  the  [Primary 
Rate  Interface]  service,”  explains  Barry 
Wilson,  manager  of  voice  systems  oper¬ 
ation  for  TRS.  “We  are  pleased  with 
both  the  number  of  calls  coming 
through  with  ANI  and  the  number  of 
matches  we  are  getting  with  our  cus¬ 
tomer  data  base.  With  ANI,  we  also  have 
the  opportunity  to  update  our  data  base 
if  the  calling  number  does  not  match.” 

Another  ISDN-based  function  uses  a 
D-channel  message  to  identify  the  ser¬ 
vice  type  requested  when  establishing  a 
call  on  the  B  channel.  The  message  con¬ 
tains  information  on  the  specific  type  of 
service  the  user  wants  —  private-line, 
public-switched  or  packet  —  for  setting 
up  the  requested  connection. 

The  AT&T  service  that  applies  this 
feature  is  known  as  call-by-call  service 
selection.  With  it,  the  B  channels  of  an 
ISDN  Primary  Rate  Interface  access  line 
are  dynamically  reconfigured  to  access 
different  network  services,  thus  allow¬ 
ing  the  user’s  telemarketing  call  center 
to  achieve  significant  economies  by  not 
dedicating  separate  trunk  groups  to  in¬ 
bound  services  (such  as  Megacom  800) 
and  outbound  services  (such  as  Mega¬ 
com). 

TRS  is  currently  using  this  service  to 
handle  outbound  calls  that  overflow 
from  a  primary,  outbound  calling  trunk 
group.  “Through  our  CMS,”  Wilson 
says,  “we  can  watch  the  traffic  peaks  in 
real  time  and  see,  for  example,  that 
30%  of  our  ISDN  [Primary  Rate  Inter¬ 
face]  access  lines  are  being  used  for  out¬ 
bound  and  70%  for  inbound  traffic.  In 
case  a  threshold  value  is  exceeded,  we 
can  reengineer  via  the  System  85  Auto¬ 
matic  Route  Selection  to,  say,  20%  out¬ 
bound  and  80%  inbound.”  □ 

—  Ranjana  Sharma 


(continued from  page  48) 
with  least-cost  routing.  In  addition,  ACDs, 
while  primarily  designed  for  high-volume 
incoming  call  management,  also  provide 
support  for  outbound  telemarketing.  Out¬ 
bound  telemarketing  will  almost  always 
require  the  ACD  to  interface  with  an  exter¬ 
nal  user-provided  data  base  that  maintains 
a  listing  of  customer  telephone  numbers 
and  associated  information. 

ACDs  support  outbound  telemarketing 
by  autodialing  from  a  computerized  list  of 
phone  numbers.  In  its  simplest  form,  the 
agent  previews  the  number  and  the  ACD 
initiates  dialing  upon  command  by  the 
agent.  The  agent  is  responsible  for  moni¬ 
toring  the  call  progression  and  disconnect¬ 
ing  if  a  number  is  busy  or  there  is  no  an¬ 
swer.  The  agent  enters  all  call  disposition 
parameters  (what  the  call  concerned  and 
how  it  was  handled)  manually  into  the 
computer  data  base. 

For  more  advanced  applications,  more 
sophisticated  ACDs,  such  as  those  from 
Rockwell  and  Teknekron  Info  Switch,  can 
support  what  is  known  in  the  industry  as 
predictive  dialing.  In  this,  several  func¬ 
tions  controlled  by  the  agent  are  trans¬ 
ferred  to  the  system.  With  system-con¬ 
trolled  calling,  the  external  telemarketing 
processor  directs  the  ACD  in  automatic 
outdialing.  The  processor  controls  the 
pacing,  which  is  the  rate  at  which  calls  are 
placed,  and  reschedules  calls  that  are  not 
answered.  The  ACD  provides  tone/ 
answer  detection,  and  the  call  is  connected 
with  an  agent  only  after  a  human  voice  has 
been  detected. 

Call  centers  that  handle  large  volumes 
of  both  outbound  and  inbound  calling  are 
making  use  of  AT&T’s  access  arrangement 
function  called  Shared  Access  for  Switched 
Services  (SASS).  SASS  was  made  available 
earlier  this  year  as  a  configuration  ar¬ 
rangement  from  AT&T  for  direct  access 
line  connections  (between  the  customer 
premises  and  the  AT&T  serving  office)  to 
Megacom  and  Megacom  800  services. 

With  SASS,  a  user  who  has  both  Mega¬ 
com  services  can  access  either  over  the 
same  access  channels.  Without  SASS,  call 
centers  must  dedicate  separate  access 
channels  for  outbound  and  inbound  ser¬ 
vices.  AT&T  plans  to  extend  SASS  to  in¬ 
clude  all  switched  nodal  services,  such  as 
Software-Defined  Network,  Switched  56, 
Megacom,  Megacom  800  and  World  Con¬ 
nect,  by  the  end  of  the  year. 


plied  add-on  MIS  software.  That  figure 
should  double  in  1988.  Teleos  Resources’ 
estimates  are  substantially  higher,  with 
revenue  numbers  of  $27  million  for  1987 
growing  to  $83  million  by  1992. 

According  to  The  Ergotec  Group  Presi¬ 
dent  Daniel  Stusser,  a  complete  ACD/MIS 
system  provides  real-time  reporting,  his¬ 
torical  reports,  and  forecasting  and  sched¬ 
uling.  Some  vendors  provide  complete  sys¬ 
tems,  while  others  provide  only  one  or  two 
components.  With  some  systems  —  espe¬ 
cially  low-end  ACDs  —  there  is  very  little, 
if  any,  historical  data  retention  and  report¬ 
ing  capability. 

The  first  group  of  elements  of  ACD /MIS 
software  are  the  real-time  displays,  such  as 
the  number  of  calls  in  queue,  the  longest 
time  in  queue,  the  status  of  agents  and  the 
status  of  trunks.  These  provide  the  super¬ 
visor  with  the  critical  information  on 
which  to  make  current  decisions.  Based  on 
real-time  statistics,  the  supervisor  can  take 
immediate  action  in  response  to  changing 
demands,  such  as  adding  agents  to  a  group, 
diverting  calls  from  one  agent  group  to  an¬ 
other,  changing  priorities  or  taking  what¬ 
ever  action  is  necessary  to  meet  customer 
service  objectives.  The  screen  presenta¬ 
tion  (color,  graphics  or  text),  the  informa¬ 
tion  presented  and  the  display  refresh  rate 
will  vary  from  product  to  product. 

The  second  element  of  ACD/MIS  soft¬ 
ware  is  the  ability  to  manipulate  the  data 
collected  by  an  ACD  for  historical  report¬ 
ing.  The  software  can  create  reports  to 
help  upper  management  evaluate  system 
and  employee  performance,  control  costs 
and  determine  the  service  levels  provided 
to  customers.  The  reports  evaluate  and 


track  agent  performance,  trunk  traffic  sta¬ 
tistics,  queue  statistics,  traffic  patterns  and 
several  other  parameters  relevant  to  busi¬ 
ness  operations. 

The  ability  to  gather  data  into  reporting 
periods  (weekly,  monthly  or  quarterly)  is 
important  for  viewing  by  different  man¬ 
agement  levels.  A  shift  supervisor  may 
want  to  view  daily  reports,  but  upper  man¬ 
agement  may  want  to  look  only  at  quarter¬ 
ly  summaries.  Some  reporting  features 
available  to  users  are  the  automatic  cre¬ 
ation  of  reports  by  time  of  day;  on-demand 
availability  of  reports  for  screen  display  or 
printing;  creation  of  graphs  and  charts; 
and  ability  to  access  the  data  and  custom¬ 
ize  reports. 

The  third  element  of  ACD/MIS  —  fore¬ 
casting  and  scheduling  —  predicts  future 
system  requirements  and  prepares  an 
agent  schedule  to  fit  the  forecast.  This  soft¬ 
ware  can  provide  traffic-volume  forecasts 
for  periods  as  small  as  a  quarter  of  an  hour 
for  a  day,  week  or  month  based  on  the  real 
history  of  the  call  center.  The  forecast  is 
then  used  to  design  optimum  work  force 
schedules  that  will  meet  traffic  demands 
for  prespecified  performance  objectives. 

User  applications 

Molin/Cutler  Telemarketing  Services, 
Inc.  of  Seattle  uses  ATM  Systems,  Inc.’s 
SR  1 000  ACD  to  provide  telephone  services 
for  clients  who  need  help  handling  out¬ 
bound  or  inbound  calls.  The  system  is  con¬ 
figured  for  1 50  agents,  with  three  two-way 
T-l  trunks  to  access  AT&T’s  800  services, 
plus  local  and  Canadian  trunks.  Molin/ 
Cutler  uses  AT&T’s  SASS  with  its  T-l  lines 
( continued  on  page  52 ) 


Losing  Sleep  Over 
Computer  Operations  Nightmares? 


MIS 

The  second  most  distinguishing  feature 
of  an  ACD  is  its  ability  to  collect  detailed 
call  statistics.  ACDs  collect  real-time  call- 
progress  data,  unlike  the  station  message 
detail  recording  available  with  PBXs, 
which  provides  only  post-call  data.  Ma¬ 
nipulation  of  the  call  statistics  into  mean¬ 
ingful  reports  and  displays  has  spawned  a 
whole  industry  of  third-party  ACD/MIS 
add-on  software  vendors  (see  third-party 
ACD/MIS  products  chart  on  page  48). 

“ACD  manufacturers  provide  some 
kind  of  statistical  information  only  on 
what  is  going  on  inside  the  apparatus,” 
says  Thomas  LaBelle,  senior  associate  at 
LaBelle  &  LaBelle,  a  telecommunications 
and  data  processing  consulting  firm  in  Se¬ 
attle.  “The  manufacturers  never  went  far 
enough  in  terms  of  data  analysis  to  gener¬ 
ate  what  the  supervisor  wanted  to  see.  This 
has  created  a  great  market  for  software 
system  vendors.” 

The  revenue  estimate  for  this  industry 
varies  depending  on  which  market  re¬ 
search  company  provides  it.  According  to 
The  Ergotec  Group,  a  market  research  firm 
in  Morristown,  N.J.,  the  1987  revenues 
were  $9  million  for  ACD  third-party-sup-. 
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Get  NET/MASTER,  ft’s  Serious  Medicine. 


C  1 988  Cincom  Systems,  Inc. 


You  can  accomplish  the  automation  you’ve  been 
dreaming  of  with  the  SYS/MASTER™  component  of 

NET/MASTER™  It  automates 
complex  operations  tasks  and 
resolution  of  problems,  even  at 
remote  sites. 

Rest  easy  with  NET/ MASTER. 
To  find  out  more,  call  us  today  at: 

1-800-543-3010 


Take  one 
for  sleep 


In  Ohio,  513-661-6000.  In  Canada,  1-800-387-5914 
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( continued  from  page  51) 

to  select  the  calling  direction  (inbound  vs. 

outbound)  according  to  traffic  demands. 

“We  have  a  unique  setup  for  inbound 
call  answering,”  says  Tomas  Vachuda,  di¬ 
rector  of  operations  for  Molin/Cutler. 
“We  can  interface  between  the  ACD  and 
our  data  bases,  which  are  on  two  Conver¬ 
gent  Technologies  [Inc.]  minicomputers 
running  software  from  Source  Data  Sys¬ 
tems,  Inc.  The  interface  required  some 
custom  development  with  the  help  of  Solid 
State  Systems,  Inc.  [an  ACD  manufactur¬ 
er],  ATM  Systems  and  Source  Data. 

“We  use  AT&T’s  DNIS  to  set  up  60  dif¬ 
ferent  800  numbers,”  Vachuda  says.  “The 
DNIS  numbers  are  assigned  to  different  cli¬ 
ents  and  different  advertising  mediums. 
Based  on  the  dialed  number,  we  get  exact 
information  on  the  source  and  nature  of 
the  call.  The  call  comes  into  the  ACD,  and 


the  ACD  chooses  the  agent  group.  When  it 
sends  the  call  to  an  agent  group,  it  simulta¬ 
neously  sends  a  packet  of  information 
through  the  interface  to  our  mini. 

“The  mini,  based  on  the  ACD  data, 
sends  the  agent  a  screen  of  information  re¬ 
lated  to  the  type  of  call  so  the  agent  can 
answer  the  call  properly,”  he  continues. 
“The  agents  have  both  a  terminal  connect¬ 
ed  to  the  computer  and  an  ACD  set.  During 
the  call,  the  agent  enters  the  caller’s  infor¬ 
mation  and  requests  into  the  computer.  It 
was  possible  to  set  up  this  data  base  inter¬ 
face  in  part  because  of  the  open  architec¬ 
ture  of  the  SR  1000  ACD.  In  addition,  the 
ACD  also  serves  as  our  PBX.” 

Molin/Cutler  is  working  on  utilizing 
ISDN  services  such  as  automatic  number 
identification  to  match  the  calling  tele¬ 
phone  number  with  either  a  home  or  work 
number  in  a  data  base. 


Arrowhead  Drinking  Water,  Inc.  of 
Monterey  Park,  Calif.,  uses  a  Northern  Te¬ 
lecom  SL-1  PBX-based  ACD  C  package 
along  with  Monitec  Systems,  Inc.  PC-based 
MIS  software.  The  ACD  serves  incoming 
calls  to  Arrowhead’s  customer  services  fa¬ 
cilities  with  up  to  60  agent  positions  divid¬ 
ed  into  groups  of  10  to  14.  The  incoming 
calls  are  mainly  from  new  customers  or 
customers  requesting  more  water.  The 
Monitec  System  software  collects  the  to¬ 
tals  put  out  through  the  SL-1  ’s  printer  port. 

“The  Northern  Telecom  SL-1  reports 
were  not  adequate  for  our  purposes,”  says 
Patrick  Tucker,  supervisor  of  night  opera¬ 
tions.  “We  needed  information  on  call  vol¬ 
umes  by  agent  and  agent  groups  to  evalu¬ 
ate  productivity  and  compare  perfor¬ 
mance.  We  also  needed  a  method  to  get 
weekly,  monthly  and  quarterly  cumula- 
( continued  on  page  53 ) 


Our  TC921  speeds  data  through  your 
network  at  up  to  16  times  the  rate  of 
1200  bps  modems.  It  is  fully  compliant 
with  CCITT  V.32,  which  is  not  true  of 
all  so-called  V.32  modems.  By  meeting 
standards,  it  supports  your  system 
worldwide  and  will  for  years  to  come. 

Also  Supports  Lower  Speeds 

Our  TC921  is  universal  when  it  comes 
to  meeting  standards.  It  also  meets 
V. 22,  V. 22  bis,  Bell  212  and  103,  at 
2400,  1200  and  300  bps.  So,  it  fully 
supports  your  network  at  the  lower 
speeds  as  well  as  9600  (even  19,200). 
Most  others  don’t. 

Smaller  Size 


smaller  even  though  it  offers  more.  It 
fits  16  to  a  rack,  others  are  12  or  less. 

Many  Options 

Our  dial-up  modem  is  also  a  lease-line 
modem,  with  intelligent  dial  back-up.  You 
can  also  have  security  call  back.  You 
can  even  include  an  optional  X.25  PAD. 

Upgradeable 

Our  9600  bps  V.32  modem  is  also  a  1200 
and  2400  bps  modem.  In  fact,  you  can 
even  buy  it  today  at  the  lower  speeds 
and  upgrade  it  later  to  9600,  as  your 
system  needs  increase.  No  need  to 
throw  away  hardware  as  you  upgrade, 
no  need  to  move  to  higher  speeds  until 
you  want  to. 


Ours  is  a  third  generation  design  while 
many  others  are  still  second  generation. 
That  means  increased  performance 
and  reliability.  It  also  means  ours  is 


Everything,  Plus  More 

Our  modem  offers  more  than  9600  bps 
to  CCITT  V.32  standards.  Like  MNP  error 


correction  to  level  5,  thus  data  com¬ 
pression  that  lets  you  transmit  at  up  to 
19,200  bps.  Like  an  extended  five-year 
warranty,  the  longest  in  the  industry. 
All  at  a  list  price  of  just  $1495.  Write 
or  call  for  more  information.  Dealer 
inquiries  welcome. 


The  Performance  Champions 

TELENETICS  CORPORATION 

5109  E.  La  Palma  Ave. 
Anaheim,  CA  92807-9845 

Toll  free  1-800-TC  MODEM 
in  Calif.  1-800-TC-CHAMP 


ACD  features 
and  functions 

Here’s  a  sample  of  features  and  func¬ 
tions  provided  by  automatic  call  distrib¬ 
utors  (ACD)  to  manage  call  center  op¬ 
erations.  All  features  may  not  be 
available  from  all  vendors.  Implemen¬ 
tation  methods  and  pricing  (standard 
features  or  options)  also  differ  among 
vendors. 

■  Prioritization  allows  the  ACD  to 
treat  an  incoming  call  differently  de¬ 
pending  on  priorities  given  to  the  in¬ 
coming  trunk  group  or  a  Dialed  Number 
Identification  Service  number.  Agent 
groups  can  be  assigned  priorities  to  dis¬ 
tinguish  experienced  agents  from  new 
agents.  Applications  of  this  feature  in¬ 
clude  better  service  for  preferred  cus¬ 
tomers  or  shorter  holding  times  on 
more  expensive  WATS  trunks. 

■  Wrap-up  allows  agents  additional 
post-call  processing  time  before  being 
considered  for  a  new  call.  This  time  can 
be  set  automatically  at  a  fixed  limit,  or  it 
can  be  set  manually  by  individual 
agents.  In  certain  applications  with 
only  manual  wrap-up  facilities,  users 
can  lose  valuable  call-related  data  if  the 
agent  forgets  to  activate  it.  Forced 
automatic  wrap-up  is  useful  only  for  ap¬ 
plications  in  which  a  large  percentage 
of  calls  have  predictable  post-call  pro¬ 
cessing  times. 

■  Call  qualification  (labeled  by  dif¬ 
ferent  vendors  as  cataloging,  enhanced 
wrap-up  or  call-account  codes)  allows 
agents  to  qualify  a  call  during  wrap-up 
by  entering  transaction  codes.  These 
codes  provide  qualitative  information 
regarding  the  incoming  call.  The  ACD 
can  collect  this  information  for  report¬ 
ing  statistics  that  can  be  applied  for 
market  research  or  applications  such  as 
testing  the  effectiveness  of  a  special  ad¬ 
vertising  campaign. 

■  Agent  identification  provides 
unique  codes  for  different  agents,  al¬ 
lowing  them  to  use  any  phone  by  log¬ 
ging  in  their  identification  code.  The 
ACD  system  can  then  track  the  agents 
regardless  of  which  set  they  may  be  us¬ 
ing. 

■  Recorded  announcements  are  a 

key  function  of  ACDs,  allowing  callers 
on  hold  to  hear  messages  and  an¬ 
nouncements.  Several  vendors  are  pro¬ 
viding  digitized,  integrated  voice  an¬ 
nouncement  capability  as  a  stand-alone 
function  or  in  conjunction  with  their 
automated  attendant,  voice-messaging 
features. 

■  Guaranteed  message  announce¬ 
ment  forces  the  ACD  to  reply  to  all 
calls  with  a  recorded  message  before 
entering  the  call  into  a  queue.  This  is 
useful  for  special  promotional  an¬ 
nouncements,  to  inform  callers  of  an 
upcoming  event  or  to  advise  callers  to 
call  back  when  service  time  will  be 
shorter. 

■  Dynamic  system  administration 

allows  a  supervisor  to  change  system 
parameters,  such  as  number  of  calls  in 
queue,  length  of  time  in  queue  and 
agent/trunk  group  status,  according  to 
real-time  conditions.  Priorities,  routing 
conditions  and  announcements  can  all 
be  changed  dynamically  to  achieve  load 
balance,  improve  performance  and 
control  traffic.  □ 

—  Ranjana  Sharma 
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( continued from  page  52) 
tions.  The  SL-1  gave  us  only  daily  summar¬ 
ies,  and  the  others  we  had  to  get  by  man¬ 
ually  adding  the  daily  reports.  Monitec’s 
software  offered  a  menu-driven,  extensive 
reporting  capability  with  graphs  and 
charts.  Instead  of  just  coming  out  to  a 
printer,  information  can  now  be  stored  on 
a  PC  disk.” 

Advanced  Telemarketing  Corp.  of  Dal¬ 
las  handles  inbound  and  outbound  calls  for 
businesses.  It  handles  inbound  calls  for 
businesses  such  as  catalog  houses,  hotels 
and  direct  marketing  response  companies. 
Outbound  calls  address  group  sales  and 
prospecting  for  businesses  such  as  finan¬ 
cial  sendee  and  telecommunications  firms. 

Advanced  Telemarketing  has  been  us¬ 
ing  the  Rockwell  Galaxy  ACD  system  since 
1985  to  serve  up  to  600  agents.  The  sys¬ 
tem  supports  AT&T  Megacom  and  Mega- 
com  800  sendee  with  four  two-way  T-l 
trunks  using  SASS,  US  Sprint  Communica¬ 
tions  Co.  outbound  Ultra  WATS  service 
with  16  T-l  trunks  and  200  local  trunks. 

“The  Galaxy  ACD  interfaces  to  our  IBM 
4381  and  IBM  System/38  computers,”  ex¬ 
plains  Ronald  Nash,  senior  vice-president. 
“The  ACD  identifies  an  incoming  800 
number  from  DNIS.  Through  a  link  to  our 
data  base,  our  agents  can  get  an  informa¬ 
tion  screen  on  how  to  answer  the  call.  The 
computer  interface  also  helps  us  manage 
the  telephone  list  for  outbound  calling. 
The  ACD  automatically  dials  the  numbers 
in  the  list,  and  the  agent  monitors  the  calls. 


Letters 

continued  from  page  37 

form  of  opinion  columns  as  well  as  let¬ 
ters  —  and  always  provides  a  forum  for 
opposing  views. 

However,  we  felt  compelled  to  reply 
to  Gottesman’s  letter,  which  alleges 
\ factual  errors  and  erroneous  conclu¬ 
sions”  in  our  articles  on  the  potential 
hazards  of  PVC  wiring.  We  don  7  agree. 

This  is  an  important  issue  and  we 
welcome  continued  discussion. 

Thanks  for  letting  us  know  how  you 
feel. 

—  Editor 


STOCKS 

BDlDDSD's 

DECconnect 

Communications  System 


The  DECconnect  Communication  System 
encompasses  the  full  family  of  Digital 
products  from  network  electronics  to 
cabling  and  connections.  DECconnect 
supports  access  to  corporate  computer 
networks,  telephone  communications, 
and  a  video  network.  The  modular 
nature  ot  DECconnect  allows  for  the 
mixing  and  matching  of  components  to 
meet  user  specific  requirements. 

For  more  information  contact: 

U.S.A.  -  1-800-826-9708 
CANADA  -  416-897-5665 
UK  -  011-44-1-568-1681 
EUROPE  -  011-32-3-457-3570 


Wiring  Systems  Specialists 


Voice  •  Video  •  Dele  •  Power 


CORPORATE  HEADQUARTERS:  Anlxter  Bros..  Inc. 
4711  Golf  Rd  ,  Skokie,  IL  60076 


Upon  completion  of  each  call,  the  agent 
enters  information  on  call  disposition  into 
the  database.” 

Advanced  Telemarketing  uses  the  ACD 
management  data  to  combine  the  ACD  call 
statistics  with  data  system  reports  on  call 
disposition  and  reports  from  intelligent 
time  clocks,  which  provide  payroll  infor¬ 
mation.  “This  information  is  critical  for 
billing  calls  back  to  our  clients,”  Nash  says. 

Paula  Young,  Inc.  is  a  national  mail  or¬ 
der  company  based  in  South  Easton,  Mass., 


A.T&T  is  offering  ACD 
features  with  its  5ESS 
central  office  product. 

▲  ▲  ▲ 


near  Boston.  The  company  uses  an  AT&T 
System  7  5  PBX  with  a  Uniform  Call  Distrib¬ 
utor,  plus  Perimeter  Technology,  Inc.’s 
RT-10  ACD/MIS  package.  “We  currently 
get  4,000  to  5,000  calls  per  week  over  two 
separate  800  numbers  for  incoming  tele¬ 
marketing  and  customer  service,”  says 
Kate  Lazarovich,  telemarketing  manager 
with  the  company.  “Within  telemarketing, 
we  will  shortly  increase  to  16  representa¬ 
tives  who  can  take  customer  orders  over 
the  phone.  The  customer  service  group 
currently  has  8  agents.” 

Perimeter’s  personal  computer-based 


MIS  system  provides  Paula  Young  with 
real-time  and  historical  information  to 
help  operate  its  call  center.  “With  line 
scanners  and  station  scanners,  Perimeter 
provides  us  with  minute-to-minute,  real¬ 
time  information,”  Lazarovich  explains.  “I 
can  look  at  what  is  happening  at  this  mo¬ 
ment:  how  many  calls  are  waiting,  how 
reps  are  spending  their  time  and  how  long 
each  rep  has  been  on  a  call.  A  split  screen 
allows  us  to  look  at  both  the  customer  ser¬ 
vice  and  the  telemarketing  groups  at  the 
same  time.  We  can  get  historical,  daily, 
weekly  and  monthly  reports,  which  we  use 
for  planning,  staffing  and  to  see  how  a  rep 
is  progressing.” 

Future  developments 

A  trend  of  particular  benefit  to  the  small 
user  is  the  availability  of  full-featured  ACD 
functions  from  the  local  telephone  compa¬ 
ny.  Northern  Telecom  is  offering  ACD  fea¬ 
tures  with  its  central  office  DMS-100 
switch  along  with  a  full-featured  personal 
computer-based  customer  premises  MIS 
package.  AT&T  is  offering  ACD  features 
with  its  5  ESS  central  office  product  in  con¬ 
junction  with  Teknekron  Info  Switch.  Cen¬ 
tral  office-based  systems  will  be  attractive 
to  Centrex  users  and  users  who  cannot  af¬ 
ford  to  invest  in  a  stand-alone  ACD. 

Future  ACD  products  will  automate  call 
processing  through  integrated  voice  pro¬ 
cessing  and  data  retrieval  via  a  direct  inter¬ 
face  to  user  data  bases.  Advanced  800  ser¬ 
vices  are  also  making  call  center  operation 
easier  and  more  cost-effective.  Thanks  to 
these  emerging  capabilities,  ACD  products 
will  continue  to  provide  ways  of  reducing  a 
call  center’s  labor  costs.  □ 


RBHCs  can  make  use 
of  strategic  pricing 

continued  from  page  6 

By  imposing  high  access  fees  for  private 
lines,  the  RBHCs  raise  the  crossover  point 
at  which  it  is  economical  for  a  user  to  mi¬ 
grate  from  switched  services. 

In  its  ruling,  the  FCC  said  the  RBHCs 
could  set  private-line  access  fees  to 
achieve  a  certain  crossover  point  without 
having  to  meet  its  new  guidelines.  In  the 
case  of  T-l  service,  for  example,  the 
RBHCs  could  impose  fees  that  set  the 
crossover  point  at  eight  switched  circuits. 

If  the  RBHC  special  access  pricing 
translated  into  a  higher  crossover  point, 
the  pricing  would  have  to  be  justified  ac¬ 
cording  to  the  new  FCC  guidelines.  The 
guidelines  require  the  RBHCs  to  prove  that 
strategic  pricing  of  private-line  access 
achieves  a  public  policy  goal  such  as  pre¬ 
venting  bypass.  It  is  not  clear  what  evi¬ 
dence  the  RBHCs  will  have  to  provide  to 
demonstrate  that  bypass  is  occurring. 

The  guidelines  also  require  the  RBHCs 
to  set  prices  that  at  least  roughly  reflect 
the  cost  of  providing  service.  For  example, 
if  high-capacity  services  cost  less  to  pro¬ 
vide  than  other  services,  then  high-capaci¬ 
ty  services  must  be  priced  lower  than  the 
more  costly  services. 

The  guidelines  also  mandate  that  pric¬ 
ing  cannot  be  so  high  as  to  prevent  custom¬ 
ers  from  using  a  service  or  hinder  the  in¬ 
troduction  of  technologies  and  services. 

The  RBHCs  must  show  that  future  tar¬ 
iffs  for  special  access  as  well  as  tariffs  cur¬ 
rently  under  investigation  satisfy  the  crite¬ 
ria  set  forth  in  the  guidelines.  □ 


Sytek  pleased  by  UB 
move  to  token-ring 

continued  from  page  23 
lect  the  suppliers  and  new  equipment,  it 
will  drop  those  vendors  that  do  not  supply 
802.4  MAP  products  from  its  list  of  ven¬ 
dors  to  be  considered. 

“I  don’t  think  there  should  be  a  war  [be¬ 
tween  GM  and  vendors  DEC  and  Unger- 
mann-Bass].  The  customer  is  king,  and  we 
should  all  be  trying  to  meet  the  users’  de¬ 
mands  and  not  fighting  amongst  our¬ 
selves,”  Kaminski  said. 

Sytek,  meanwhile,  views  Ungermann- 
Bass’  action  as  an  opportunity  to  become 
one  of  the  premier  token-bus  MAP  network 
suppliers.  Besides  Sytek,  Concord  Com¬ 
munications,  Inc.  in  Marlborough,  Mass., 
Fairchild  Data  Corp.  in  Phoenix  and  Comp- 
utrol  Corp.  in  Ridgefield,  Conn.,  are  prom¬ 
inent  suppliers  of  802.4  token-bus  MAP 
network  products. 

“We  think  there’s  a  great  opportunity 
for  broadband  in  the  factory  environ¬ 
ment,”  Edholm  said.  He  admitted,  howev¬ 
er,  that  there  are  some  obstacles.  “If 
you’re  a  LAN  vendor,  the  inherent  problem 
with  marketing  token-bus  products  is  that 
most  token-bus  products  are  bundled  into 
the  computer  and/or  automation  systems 
themselves.” 

Edholm,  a  former  plant  engineer  at  GM 
with  responsibility  for  computers  and  net¬ 
works,  said  he  believes  that  the  user  is  in 
the  driver’s  seat  when  it  comes  to  deter¬ 
mining  which  standard  will  prevail  on  the 
factory  floor. 

In  the  mid-1970s,  Edholm  recalled,  all 
the  factories  were  buying  forklifts  and  ev¬ 
ery  vendor  was  selling  a  different  type  of 
forklift.  “Finally,  GM  wrote  its  own  spec 
for  a  standard  forklift,”  Edholm  said,  “and 
within  four  years,  every  forklift  manufac¬ 
turer  had  redesigned  its  product  to  comply 
with  the  GM  specification.”  □ 
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Finding  The  Usual  File  Transfer 
Problems  Hard  To  Stomach? 


Now  you  can  handle  commercial  volumes faster 
and  more  reliably  than  other  software 
products  or  courier  services:  automate 
the  complete  process  of  transferring 
and  using  data  with  the  worry  free 
NET/MASTER™  File  Transfer 
component. 

NET/MASTER:  it  cures 
more  than  your  system ’s problems. 
For  more  information,  call 
us  today  at: 

1-800-543-3010 

In  Ohio,  513-661 -6000.  In  Canada.  1-800-387-5914 

(33  CINCQM 

The  Better  The  Solution,  The  Better  The  Value* 
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DEC  releases  voice  response  unit 


IBM’s  Professional  Office  System 
and  Systems  Network  Architec¬ 


continued  from  page  2 

voice  for  some  time,  but  DEC- 
voice  is  the  first  application  in 
which  the  two  are  combined  and 
made  available  to  anyone  with  a 
telephone. 

One  possible  DECvoice  appli¬ 
cation  is  for  order  processing.  A 
customer  could  use  a  rotary  dial 
phone  to  call  into  a  DECvoice  sys¬ 
tem  and,  using  the  system’s  voice 
recognition  feature,  request  in¬ 
formation  on  a  particular  product 
by  giving  the  product  number. 
The  voice  synthesis  feature 
would  read  back  the  information 
from  converted  ASCII  text  files. 

The  caller  could  also  order  a 
set  amount  of  the  product,  saying 
where  and  when  it  should  be  de¬ 
livered.  The  message  would  be 
digitized  and  stored.  At  the  end  of 
the  transaction,  the  synthesized 
voice  would  read  back  the  order 
for  verification. 

David  Terrie,  president  of 
NewPort  Consulting  in  Scituate, 
Mass.,  said  the  combined  technol¬ 
ogies  of  DECvoice  give  DEC  an 
edge  over  its  competition.  “It 
turns  the  screw  a  little  bit  on  IBM 
and  the  rest  of  the  competition,” 
Terrie  said.  “If  you  have  a  specif¬ 
ic  type  of  application  where  you’d 
like  to  take  advantage  of  voice  in¬ 
tegration,  then  DEC  is  much  more 
likely  to  be  your  vendor.” 

To  aid  application  developers, 
Cullinet  Software,  Inc.  an¬ 
nounced  Enterprise:Expert/VMS 
software  (formerly  Application 
Expert)  at  Info  ’88  specifically 
designed  for  DECvoice. 


The  development  software  in¬ 
cludes  about  90%  of  the  code  us¬ 
ers  would  need  for  a  typical  appli¬ 
cation,  said  Michael  Morrison, 
Cullinet’s  manager  of  applied 
technologies.  It  also  lets  users 
run  tests  of  their  applications  on 
their  workstations,  rather  than 
the  cumbersome  process  of  con¬ 
ducting  “live”  telephone  tests. 

DEC  has  an  around-the-clock 
demonstration  of  DECvoice  set 
up  that  can  be  accessed  by  calling 
(508)  493-8255.  The  demon¬ 
stration  includes  theoretical  ap¬ 
plications  in  health  care,  distribu¬ 
tion,  telecommunications  and 
finance. 

A  base  configuration  of  the 
packaged  DECvoice  Response 
System  supports  four  DECvoice 
phone  lines  and  costs  $54,000. 
Each  DECvoice  Q-bus  component 
board  costs  $4,000.  The  product 
is  available  now. 

All  In-1 

The  Distributed  Directory  Ser¬ 
vice  enhancements  for  All-In- 1 
offer  simplified  E-mail  routing  by 
enabling  users  to  send  messages 
by  simply  entering  the  recipient’s 
name.  Distributed  Directory  Ser¬ 
vice  can  search  geographically 
dispersed  or  departmental  data 
bases  to  find  the  recipient’s  net¬ 
work  address. 

Distributed  Directory  Service 
is  a  component  of  DEC’S  Mailbus 
Network  Services  that  allows  All- 
In- 1  users  to  access  X.400  E-mail 
systems  as  well  as  those  based  on 


ture  Distribution  Services. 

User  profiles  contain  fields  for 
the  user’s  name  (including  selec¬ 
tions  for  multiple  versions),  de¬ 
partment,  organization,  internal 
location,  full  X.400  address,  job 
title,  postal  address,  telephone 
number,  addresses  for  multiven¬ 
dor  message  delivery,  security 
controls  and  other  information. 

The  personal  portion  of  the 
profile  is  managed  by  each  user, 
while  other  elements,  such  as 
node  name  and  security  informa¬ 
tion,  are  maintained  by  the  sys¬ 
tem  manager. 

The  profile  is  the  source  of 
prompts  that  users  receive  to  de¬ 
termine  the  correct  message  re¬ 
cipient  if  multiple  users  have  the 
same  name. 

Analysts  said  the  Distributed 
Directory  Service  upgrade  is  an 
important  step  for  DEC,  especial¬ 
ly  considering  that  its  All-In- 1 
system  can  access  other  E-mail 


Firms  invest  in 
nets  after  crash 

continued  from  page  7 

“I  think  they’re  being  a  bit 
more  cautious,  and  I  really  don’t 
blame  them  for  not  setting  up 
elaborate  computer  systems,”  he 
said. 

Jane  Laino,  president  of  Cor¬ 
porate  Communications  Consul¬ 
tants,  Inc.,  a  New  York-based  con¬ 
sulting  firm  that  manages  tele¬ 
communications  networks  for 
Wall  Street  firms,  agreed  that  se- 


nets  with  a  potentially  large  num¬ 
ber  of  end  users. 

“This  can  relieve  a  tremen¬ 
dous  amount  of  the  administra¬ 
tive  effort  in  updating  addresses 
on  a  large  network,”  Terrie  said. 
“If  you  have  100  different  nodes 
on  a  worldwide  net  and  you  can 
make  a  change  without  having  to 
update  them  all  individually, 
you’ve  eased  one  of  the  great  bur¬ 
dens  of  running  a  big  mail  net.” 

All-In-1  Version  2.3,  which  in¬ 
cludes  Distributed  Directory  Ser¬ 
vice  and  other  enhancements,  is 
scheduled  for  availability  in  the 
fourth  quarter  of  this  year.  Prices 
range  from  $7,088  for  the  Micro- 
VAX  2000  to  $112,219  for  the 
VAX  8978. 

All-In- 1  Starter,  a  low-end  ver¬ 
sion  of  All-In- 1  that  can  be  up¬ 
graded  to  the  full  Version  2.3,  is 
scheduled  for  February  release. 
Its  price  ranges  from  $2,480  for 
the  VAXstation  II  and  VAXstation 
2000  to  $78,570  for  the  VAX 
8978.  □ 


curities  firms  have  been  conser¬ 
vative  this  year. 

“I  can’t  honestly  say  I’ve  no¬ 
ticed  many  firms  expanding  their 
networks,”  Laino  said.  The  ex¬ 
ceptions,  she  said,  have  been 
firms  that  have  merged  their  busi¬ 
nesses  and  consolidated  their 
networks. 

DEC  signed  a  $30  million  con¬ 
tract  this  year  with  Citicorp  for  a 
global  trading  system  and  a  $10 
million  agreement  with  Bankers 
Trust  Co.  for  a  trading  room  sys¬ 
tem  in  London,  Bracken  said.  □ 
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Oct.  26-28,  Washington, 
D.C.  —  Advanced  LANs: 
Connectivity  and  Network 
Management  Issues.  Con¬ 
tact:  Digital  Consulting,  Inc.,  6 
Windsor  St.,  Andover,  Mass. 
01810. 

Oct.  27-28,  Boston  — 
An  Incisive  Look  at  DOD- 
STD-2167A  &  2168.  Con¬ 
tact:  DOD  Software  Seminars, 
c/o  David  Maibor  Associates, 
P.O.  Box  846,  Needham 
Heights,  Mass.  02194. 

Oct.  30-Nov.  2,  Wash¬ 
ington,  D.C.  —  From  Vi¬ 
sion  to  Payoff:  Twentieth 
Annual  Convention  &  Ex¬ 
hibition.  Contact:  Infor¬ 
mation  Industry  Association, 
555  New  Jersey  Ave.,  N.W., 
Washington,  D.C.  20001. 

Oct.  31 -Nov.  1,  Wash¬ 
ington,  D.C.  —  Systems  In¬ 
tegration  Conference.  Con¬ 
tact:  International  Data  Corp., 

5  Speen  St.,  Framingham, 
Mass.  01701. 

Oct.  31-Nov.  1,  Arling¬ 
ton,  Va.  —  55  Greatest 
Cost-Cutting  Techniques. 

Contact:  Telephone  Angles, 
4550  Montgomery  Ave.,  Be- 
thesda,  Md.  20814. 

Oct.  31-Nov.  3,  Chicago 

—  AUTOFACT  ’88  Confer¬ 
ence.  Contact:  Society  of 
Manufacturing  Engineers,  1 
SME  Drive,  Dearborn,  Mich. 
48121. 

Oct.  31-Nov.  4,  Chicago 

—  James  Martin  World 
Seminar.  Contact:  Technol¬ 
ogy  Transfer  Institute,  741 
10th  St.,  Santa  Monica,  Calif. 
90402. 

Nov.  2-4,  Boston  —  LO- 
CALNET  ’88.  Contact:  LO- 
CALNET  ’88,  CMC  Registra¬ 
tion  Department,  200  Con 
necticut  Ave.,  Norwalk,  Conn. 
06856. 

Nov.  2-4,  San  Francisco 

—  Telecommunications 
Management.  Contact:  Busi¬ 
ness  Communications  Re¬ 
view,  950  York  Road,  Hins 
dale,  111.60521. 

Nov.  3,  Chicago  —  Net¬ 
work  Management  for  the 
Banking/Financial  Indus 

try.  Contact:  Timeplex 
Inc.,  400  Chestnut  Ridge 
Road,  Woodcliff  Lake,  N.J 
07675. 

Nov.  7-9,  New  York  — 
Voice/Data  Integration 
and  ISDN.  Contact:  Institute 
for  Advanced  Technology 
1450  Energy  Park  Drive,  St 
Paul,  Minn.  55108. 


Empire  Net  helps 
N.Y.  in  cutting  costs 

continued  from  page  1 

Inc.’s  (EMI)  existing  microwave  inter- 
LATA  transmission  services. 

The  network  will  be  funded  from  the 
state’s  existing  telecommunications  bud¬ 
get  and  did  not  require  any  capital  expen¬ 
diture  approval  from  the  state  legislature, 
Heinsohn  said.  In  fact,  the  network  will 
save  so  much  in  transmission  costs  that  it 
will  start  reducing  the  overall  budget  al¬ 
most  as  soon  as  it  is  cut  over. 

In  addition  to  savings  promised  by  Em¬ 
pire  Net,  the  state  is  saving  $4.5  million  a 
year  with  six  AT&T  System  85s  supporting 
32,000  lines  that  were  installed  here  last 
year  to  replace  three  Centrex  systems.  The 
state  is  also  saving  $2.5  million  to  $3  mil¬ 
lion  a  year  on  switched  voice  services 
through  the  use  of  a  private  tandem  net¬ 
work  that  consists  of  four  switches  linked 
by  microwave  facilities. 

The  state  recently  installed  an  AT&T  In¬ 
formation  Systems  Network  (ISN)  to  link 
state  offices  in  Albany.  That  network, 
dubbed  Capital  Net,  consists  of  24  ISN 
nodes  supporting  4,000  users.  Those 
nodes  provide  links  to  devices  in  59  local 
state  office  buildings  via  a  fiber-optic  sys¬ 
tem  installed  in  state-owned  conduits. 

Empire  Net  will  actually  be  a  service 
provided  by  a  vendor  consortium  headed 
up  by  Syracuse,  N.Y. -based  EMI.  The  team 
also  includes  IBM  and  several  Nynex  Corp. 
subsidiaries.  “We  do  not  own  any  of  the 
component  parts.  It’s  a  service  we’re  buy¬ 
ing,”  Heinsohn  said. 

The  Empire  Net  service  was  approved 
by  the  New  York  Public  Service  Commis¬ 
sion  as  a  limited  service  offering,  a  special 
tariff  providing  fixed  costs  for  the  length  of 
the  five-year  contract. 

The  net  was  designed  by  Nynex,  New 
York  Telephone  and  EMI.  The  state  gave 
contract  bidders  a  list  of  existing  circuits 
and  told  them  where  the  circuits  originat¬ 
ed  and  terminated.  Network  Strategies, 
Inc.,  a  Fairfax,  Va.-based  consulting  firm, 
helped  evaluate  the  bids. 

Other  bidders  included  AT&T,  Roches¬ 


AT&T  to  cut 
switched  service  rates 

continued  from  page  1 

ble  by  an  increase  in  the  monthly  subscrib¬ 
er  line  charge  paid  by  businesses  and  resi¬ 
dents  to  local  telephone  companies.  The 
$2.60  charge  per  access  line  will  be  in¬ 
creased  to  $3.20  on  Dec.  1 . 

As  customer  charges  increase,  access 
line  charges  for  long-haul  carriers  are  re¬ 
duced.  AT&T,  for  example,  will  save  60 
cents  per  access  line  per  month  and  will 
pass  the  savings  on  to  users  in  the  form  of 
lower  prices  for  switched  services. 

Analysts  predicted  AT&T  will  file  for 
further  price  cuts  in  February.  This  round 
of  reductions  would  take  effect  April  1  — 
the  day  that  the  subscriber  line  charge  is 
raised  to  $3.50  a  month. 

According  to  the  spokesman,  AT&T  has 
reduced  long-distance  prices  by  more  than 
$8  billion  since  divestiture.  That  figure  in¬ 
cludes  reductions  in  both  switched  and 
dedicated  services.  The  company’s  most 
recent  rate  reductions  took  effect  in  Janu¬ 
ary  and  reduced  prices  by  $772  million. 

Where  AT&T  goes,  its  competitors  are 
sure  to  follow,  said  Robert  Self,  owner  of 
Market  Dynamics,  Inc.,  a  New  York-based 
communications  consulting  firm. 

When  asked  about  AT&T’s  price  cutting 
plans,  archrivals  MCI  Communications 
Corp.  and  US  Sprint  Communications  Co. 


United  Telecom  credits  US  Sprint 
for  increased  earnings  in  3Q  ’88 


ter  Telephone  and  a  Racal-Milgo/MCI 
Communications  Corp.  team.  Each  of 
those  vendors  submitted  higher  bids  than 
the  EMI  group.  “The  low  bid  was  a  design 
we  felt  was  good,”  Heinsohn  said.  “Cost 
entered  the  process  as  a  decision  maker.” 

To  support  Empire  Net,  New  York  Tele¬ 
phone  will  buy  more  than  100  Network 
Equipment  Technologies,  Inc.  Integrated 
Digital  Network  Exchange  (IDNX)  T-l 
multiplexers  from  IBM  and  install  them  in 
its  central  offices.  Since  Rochester  Tele¬ 
phone  was  a  competing  bidder,  the  EMI 
team  is  only  now  planning  how  to  connect 
with  the  LATA  served  by  that  company. 

In  the  other  six  LATAs,  remote  state 
agencies  will  be  linked  to  New  York  Tele¬ 
phone  central  offices  via  switched  facili¬ 
ties,  and  Empire  Net  data  traffic  will  feed 
into  an  IDNX  T- 1  mulitplexer.  The  T- 1  traf¬ 
fic  from  each  LATA  will  be  collected  at  an 
EMI  point-of-presence,  and  EMI  will  trans¬ 
mit  the  data  to  the  desired  destination, 
where  New  York  Telephone  will  route  indi¬ 
vidual  data  channels  or  T-l  lines  to  the  re¬ 
ceiving  host. 

Although  not  in  the  current  plans,  the 
IDNX  net  could  be  used  to  feed  voice  calls 
to  the  tandem  switch  network.  The  state 
currently  uses  Dallas-based  Advanced 
Business  Communications  tandem  switch¬ 
es  here  and  in  New  York,  Syracuse  and  Buf¬ 
falo.  The  tandem  switches  are  directly 
linked  to  more  than  1 30  state-owned  PBXs 
in  state  offices  via  a  mix  of  facilities. 

Currently,  callers  at  sites  not  directly 
attached  to  one  of  the  tandem  switches  dial 
an  800  number  to  access  the  nearest  tan¬ 
dem  via  the  switched  net.  EMI  supports  the 
inter-LATA  traffic  between  the  tandems. 

New  York  Telephone  will  manage  and 
maintain  the  intra-LATA  T-l  networks, 
while  EMI  will  manage  and  maintain  the  in¬ 
ter-LATA  microwave  network  and  monitor 
the  intra-LATA  T-l  networks. 

A  console  installed  in  the  state’s  Net¬ 
work  Control  and  Administration  Center 
(NCAC)  here  will  enable  the  state  to  con¬ 
figure  and  monitor  remote  IDNXs  from  a 
central  site.  The  NCAC  will  also  support  a 
help  desk  and  network  repair  personnel 
staffed  by  Nynex  technicians.  □ 


said  they  have  not  yet  decided  if  they  will 
match  AT&T’s  cuts. 

Users  will  analyze  AT&T’s  cuts  as  well 
as  reductions  offered  by  competitors  be¬ 
fore  buying  additional  services  or  chang¬ 
ing  carriers,  Self  predicted. 

Edward  Ziesche,  international  telecom¬ 
munications  administrative  manager  for 
Cargill,  Inc.,  a  Minneapolis-based  com¬ 
modities  brokerage  firm,  said  the  price 
cuts  are  important  but  stressed  that  he 
does  not  buy  on  cost  alone.  ‘  ‘We  look  at  the 
quality  of  service,”  he  said. 

The  price  cuts  will  help  AT&T  remain 
competitive  with  aggressive  long-distance 
service  rivals,  according  to  Steve  Sazegari, 
a  senior  telecommunications  analyst  with 
Dataquest,  Inc.,  a  San  Jose,  Calif. -based 
communications  research  firm. 

“AT&T  is  under  attack  on  all  fronts,” 
Sazegari  said,  citing  the  recent  merger  of 
Teleconnect  Co.  and  SouthernNct  Inc.  — 
regional  long-distance  service  providers 
—  as  evidence  of  increased  competition  in 
the  voice  services  market.  The  newly 
merged  and  as  yet  unnamed  firm  has  al¬ 
ready  announced  its  intent  to  enter  the  lu¬ 
crative  800  services  market,  Sazegari  said. 

Market  Dynamics’  Self  said  AT&T’s 
competitors  are  “in  no  tremendous  rush  to 
match  AT&T’s  cuts.” 

MCI,  US  Sprint  and  other  carriers  often 
wait  several  months  before  cutting  rates  in 
response  to  AT&T  cuts.  D 


By  Bob  Brown 

_ Senior  Writer _ 

KANSAS  CITY,  Mo.  —  United  Telecom¬ 
munications,  Inc.  said  last  week  its  third- 
quarter  earnings  more  than  doubled  from 
the  year  earlier,  due  largely  to  a  “dramatic 
improvement”  in  the  financial  perfor¬ 
mance  of  US  Sprint  Communications  Co. 

In  a  separate  announcement  that  bodes 
well  for  the  current  quarter,  US  Sprint  said 
last  week  that  General  Electric  Co.  signed  a 
three-year,  multimillion-dollar  agreement 
for  a  variety  of  services  offered  by  the 
long-distance  carrier,  a  joint  venture  of 
United  Telecom  and  GTE  Corp. 

For  the  third  quarter,  which  ended  Sept. 
30,  United  Telecom  reported  net  earnings 
of  $54  million,  up  from  $24.1  million  for 
the  corresponding  period  last  year.  Reve¬ 
nue  for  the  period  jumped  to  $805.8  mil¬ 
lion,  up  more  than  7%  from  $750.6  mil¬ 
lion  reported  for  the  third  quarter  last 
year. 

One  of  the  key  factors  in  United  Tele¬ 
com’s  improved  performance  was  a  signif¬ 
icant  reduction  in  US  Sprint’s  pretax  losses 
—  a  reduction  considerably  greater  than 
that  predicted  by  United  Telecom  in  pre¬ 
liminary  results  for  the  quarter  that  were 
released  in  September  (“US  Sprint  zeros  in 
on  profitability,”  NW,  Sept.  19)- 

US  Sprint’s  pretax  loss  of  $19  million 
for  the  quarter  was  down  from  a  loss  of 
$165  milion  in  the  third  quarter  of  1987 


and  a  loss  of  $112  million  in  the  second 
quarter  of  1988.  United  Telecom  last 
month  announced  that  it  expected  US 
Sprint  to  report  pretax  losses  of  no  more 
than  $35  million  for  the  third  quarter. 

After  taxes,  United  Telecom’s  50% 
share  of  US  Sprint’s  losses  was  $44,000  in 
the  third  quarter,  compared  to  $44.7  mil¬ 
lion  for  the  comparable  period  last  year. 

In  July,  United  Telecom  agreed  to  buy 
30.1%  of  GTE’s  stake  in  US  Sprint  in  Janu¬ 
ary,  with  the  option  to  purchase  more  of 
GTE’s  stake  later. 

According  to  William  Esrey,  president 
of  both  United  Telecom  and  US  Sprint, 
signing  on  large  users  has  been  a  key  to  US 
Sprint’s  financial  improvement  this  year. 

While  specific  financial  terms  of  the  US 
Sprint  agreement  with  GE  were  not  dis¬ 
closed,  the  long-haul  carrier  said  its  virtual 
private  network,  WATS  products,  Meeting 
Channel  videoconferencing  services,  800 
services  and  Foncard  are  included  in  the 
agreement. 

Other  reasons  for  US  Sprint’s  revenue 
growth  include  new  offerings  in  the  800, 
international  and  operator  services  mar¬ 
kets,  Esrey  said. 

Billing  system  improvements  and  the 
transition  of  customer  traffic  to  US  Sprint’s 
nationwide  fiber  network  from  leased 
AT&T  lines  during  the  second  quarter  have 
also  contributed  to  the  company’s  recently 
improved  performance,  he  said.  □ 


Tired  Of  The  Bandage  Approach 
To  Network  Management? 

The  NET/MASTER  ™  Advanced  Network 
Management  component  lets  you  take  control  by 

automating  the  resolution 
of  complex problems  you  ■ re 
lb  faced  with  daily.  No  matter 
what  multi-vendor  strategy 
B  A  UfU  IF  or  w^at  architecture  you 
PAW  AH  choose,  NET/MASTER 
has  you  covered. 

ISheer  To find  out  more,  call 

us  today  at: 

1-800-543-3010 

In  Ohio,  513-661-6000 .  In  Canola,  1-800-387-5914 

62QNG0M 

The  Better  The  Solution,  The  Better  The  Value “ 
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'The  limited  otter  for  Fujitsu  Modem  Insurance  is  only  open 
to  new  purchases  of  LN,  L  and  EZ  modems  from  an  authorized 
Fujitsu  America  distributor  and  is  subject  to  the  terms  of 
our  Modem  Insurance  Policy. 

FMS  1000"  is  a  trademark  of  Fujitsu  America,  Inc. 

Microsoft*  is  a  registered  trademark  of  Microsoft  Corporation. 


FUJITSU  AMERICA 

DATA  COMMUNICATIONS 


Introducing  FMS  1000™—  Fujitsu's  answer  to  costly, 
complicated  network  management  systems. 

Like  other  systems,  FMS  1000  lets  you  manage  your  com¬ 
munications  network  pro-actively  instead  of  reactively.  To  re¬ 
duce  downtime.  Increase  productivity.  And  keep  users  happy. 

But  unlike  other  systems,  FMS  1000  is  simple  to  use  and 
a  snap  to  install.  It's  built  on  industry-standard  hardware  and 
Microsoft's®  popular,  powerful  Windows  software.  And  best 
of  all  it  sets  a  new  standard  in  price-performance,  making  it 
the  only  truly  affordable  network  management  system  of  its 

kind  for  growing  companies. 

There's  a  reason  we  can 
offer  so  much  for  so  little: 
Fujitsu's  single-board 
modem  technology.  Propri¬ 
etary  LSI  technology  that 
makes  our  LN  line  the 
world's  smallest,  most  inte- 


Fujitsu. 


me 


Microsoft's  mousedriven  Windows  software 
makes  FMS  1000  network  management  functions 
easy  to  learn  and  use. 


grated 

Modems  so  reliable,  they  come 
with  an  outrageous  guarantee: 
should  one  fail  during  the  first 
year,  we'll  give  you  another  modem 
free.  And  fix  the  first  one,  also  for  free. 

That's  Fujitsu  Modem  Insurance*— backed 
by  one  of  the  best  nationwide  service  networks 
in  the  business. 

Now  that  you  know  a  thing  or  three  about 
this  new  system,  there's  just  one  thing  more 
to  do:  pick  up  the  phone  and  call 
800422-4878,  in  California, 

408-434-0460,  and  in  Canada, 

416-673-8666,  for  more  inform¬ 
ation  on  how  simple  and 
affordable  a  network  manage¬ 
ment  system  can  be. 


FUJITSU 


Fujitsu's 
space  saving 
LN  modems: 
sophisticated  yet 
easy  to  use. 


The  FMS  1000 
controller  features 
an  industry  standard 
format  and  high-res 
color  display. 


